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The Progress af Styles and Prices 


the subject of discussion in the big National con- 
ventions the last two weeks, there is perhaps two 
outstanding high-lights. 

A convention program must of necessity be versatile, 
covering a variety of topics to satisfy the minds of many, 
but there stands out in high relief the subjects of price and 
of style. 

This week the Conference Committee, representing the 
manufacturers, merchants, wholesalers, tanners,. travelers 
and last men met in interlocking session and unanimously de- 
cided on a style trend for Fall, 1919. Perhaps the most im- 
portant point covered was that of colors for Fall. 

Kid leather being the queen of all shoe styles, naturally 
that material came into greatest prominence in the dis- 
cussions. It was decided that the Fall run of colors would 
be medium and a dark shade of brown, with the beaver 
shade, making three tones in the brown family of color; 
a medium and a dark shade of grey, patent, bronze, black 
and white. 

In this gamut of colors, there is infinite possibility of indi- 
viduality in style. It is earnestly to be hoped that at least 
95 per cent of the shoes for Fall will be confined within these 
colors, making it safe for merchants to place their orders 
early to assure early deliveries for the big boot season to 
come. 

The emphasis on oxfords six months ago makes it apparent 
that the Spring and Summer seasons will be strongly a low 
shoe period. 

We have, by this method of agreement on colors, arrived 
at a point of sympathy between every branch of the industry 
and we have learned through our war experience that co- 
operation of this sort can be made a beneficial factor in the 
success and progréss of an entire industry. 


\ ' ] ITH all the good and pertinent matter that has been 


Now we come to the price subject. To interpret the. 





"shoe leather. 


sentiment of St. Louis on this subject would be to reveal 
that the majority of merchants felt that a continuation of 
present prices would be the healthiest thing for shoe stores 
and factories, and for the national wage scale. 

It was frankly interpreted that we are entering a buyer’s 
market where pressure for ‘mere shoes” would give way to 
the desire for style shoes of distinctive color, last and pattern 
appealing to the feminine public which has been through a 
short period of rather ordinary footwear. It was likewise 
felt that in men’s footwear a return of style was necessary to 
give volume. ; 

Now from the other point of view in the show of hands, 
at a meeting of the Manufacturers’ Association, in answer 
to the question, ‘“‘Does any man expect shoes to be lower?”’ 
not one dissenting vote was registered. 

A number of manufacturers emphasized that though they 
did not expect shoes to go lower, they did expect that shoes 
would be no higher in price. They look for a co-operative 
effort on the part of leather men and manufacturers to do 


" everything in their power to keep prices from going high. 


The success of their desire is yet to be decided for there 
were many intimations that in colored kidskins, the present 
market. could not be maintained on the limited supply of 
raw stock available throughout the world and the big de- 
mand, therefore, from England and France as well as 
America. 

In summary it would be well for merchants to give thought 
to the styles for Fall, 1919, to pick them early, to discourage 
mid-season styles and to get covered at present prices to 
insure early deliveries for there are apparent reasons for the 
continuation of present prices, although it should ever be 
remembered that leather men are not making blanket 
orders covering shoe manufacturers’ wants and this indicates 
a possible upward trend of the leather market on the finer 
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Resolved: Because there is a pronounced ten- 
dency to see things as we would like them instead 
of as they are, it is necessary that we make a care- 
ful survey of the many factors entering into the sit- 
uation. Considering all available sources of infor- 






mation, the following facts appear: 





The supply of cattle in the world, in ratio to 
population, has greatly decreased during the 
war. Thereis no surplus of hides, skins, leather 
or shoes, and in fact a shortage exists in a 
majority of the European countries. 

Packer hides in this country are extremely 
scarce, and practically the same conditions 
apply to country hides. Other countries appear 
willing to pay higher prices for South American 














The National Boot & Shoe Manufacturers’ Asso- 
ciation, in convention assembled this 15th day of 
January, 1919, earnestly protests against the 
progress and enactment of Sections 1409 to 1416, 
both inclusive, incorporated in the pending revenue 
bill, requiring of those who had contracts with the 
Government for supplying any materials, or doing 
any work for the Government since April 6, 1917, 
to file with the Commissioner of Internal Revenue 
and the Attorney General, within sixty days after 
the passage of the bill, “‘a true and corrected copy 
of every such contract, undertaking, agreement or 
transaction, together with a true, accurate and com- 
plete statement of all work and labor performed and 
















A Duty to 


Be It Resolved that we, the members of the 
National Boot & Shoe Manufacturers’ Association, 
in convention assembled, on January 15, 1919, do 
hereby request and urge that the Congress of the 
United States amend the Underwood Tariff Law 
so as to provide a duty that will equalize the cost 
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Equalize Cost 








RESOLUTIONS 














and other foreign hides than the United States 
Government has fixed. 

There is no surplus of sole leather of good 
quality, and this also applies to upper leather. 
Kid skins are in short supply and evidently 
are going to advance in price. 

Cost of production, including labor, is higher 
than ever before. 

It would seem, in view of these conditions, 
that merchandise on hand and ordered, is cer- 
tainly worth one hundred cents on the dollar, 
and if the export business should expand to the 
extent provided, such merchandise will be worth 


even more. 

We cannot therefore escape the conclusion 
that prices will remain at least on the present 
basis throughout the year 1919. 





materials and property supplied and an account 
of all moneys or'other things of value received, 
expenses incurred and profits made and realized 
from such contract, undertaking, agreement or 
transaction,” as imposing an unnecessary burden 
upon business men affected and as being an unwar- 
ranted expense, serving no good purpose. 

Speaking for the shoe manufacturers, the con- 
tracts referred to were based upon the best esti- 
mates that could he ascertained at the time to meet 
the emergency, and in some cases the exact cost of 
all goods was submitted by the manufacturers to 
the Government and the contract distributed on a 
lower basis than the average cost shown. 





of production between home and abroad so that 
the present standard of living of the American 
people may be maintained. 

Resolution passed by National Boot & Shoe Manu- 
facturers’ Association in session, New York, January 
15, 1919. 



























J. FRANK McELWAIN 


President 








HON. JOHN 8. KENT 
Retiring War President 
A man whose influence will not cease with his return 
to the ranks 
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Manufacturers Make Industrial 
Survey — 


Big Convention in New York Develops Study of Labor, Finance, 
Factory Systems, Surveys of Hide and Leather Industry, 
Raw Stocks and Merchandise on Hand with 
Market Possibilities for 1919 


EVERY MERCHANT, AS WELL AS EVERY MANUFACTURER, WILL BE BETTER 
INFORMED BY READING THIS REPORT CAREFULLY 


and Shoe Manufacturers’ Association was two men lead that faithful coterie of workers who 
commendably frank and open in its sessions, journeyed so frequently to Washington when 
and in its discussions of timely topics. Indeed, any “regulation was the order of the day.” 
shoe man was welcome to glean at first hand the President Kent’s address was such a live message 
best thoughts of many lines of trade to the end that we print it practically in full and ask you to 
that 1919 might be made a safer year for business read and study it. 
through a more definite knowledge of business 
conditions. . 
ay a ey ener oo Survey of Labor Problems 
The first day’s session was in reality a conference 
between the various branches of the craft in the 
industry, manufacturers, wholesalers, retailers, tan- 
ners, last men. The official work of the Manufac- 
turers’ Convention started with the Executive 
Committee meeting on Tuesday morning, January 


: ie annual convention of the National Boot Committee and vice-chief, Frank R. Briggs. These 


In the survey of labor problems, Dr. Felix Frank- 
furter, of the War Labor Policies Board, Washing- 
ton, D. C., gave a new insight into the contact of 
labor with industry: He said in part, “‘Labor is 
the point of balance in adjusting all industrial diffi- 
culties. We should study and observe the currents 
14. of industry as they effect labor. We should study 

The business of the association was there trans- them with a ee mind for the worst thing is 
acted, and reports of accomplishments were read. experience, as it binds you too closely to the past, 
The sscociation. showed. sm intensely. active year and makes you less venturesome for the future. 
book and a satisfactory financial balance at the “There are certain standards of human life that 
close of the year. ee have been given a new interpretation, under the 

name ‘Democracy.’ The lesson of the war is that 

Official Opening by John S. Kent _ some of the old time assumptions and practices re- 

garding labor are gone for all times. There will be 

less disturbance, better results and more general 

satisfaction through a beneficial attitude towards 

responsible labor. The issue is between responsible. 
and irresponsible labor. 


The general program of the convention started 
Tuesday at 2.00 P. M. with the address of Hon. 
John S. Kent, president of the association, under 
whose sterling leadership the war year was made 
one of accomplishments to the benefit of not only 
every manufacturer but every retail merchant. “Every individual has political expression, and 

the time is coming when every individual will have 
A Tribute to McElwain and Briggs an opportunity of economic expression. The un- 

Fitting acknowledgment was made of the work _Test today is due to this desire on the part of labor 

of J. Frank’ McElwain, head of the War Service which is a productive el t in industry for a 
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contact and expression in the industrial growth of 
each industry. 


Statesmanship in Industry 


“Let us therefore, work for a partnership of 
power between labor and capital. We are quite at 
the start of statesmanship of industry. The issue 
is not of dollars and hours but of responsibility. In 
the words of the late W. H. McElwain, prophetically 
said in 1903, ‘The trouble with labor is that the 
best thought is not given to it. We think factories 
are machines, but they are instead human beings. 
It is necessary to study and solve the problem of 
human relations.’ ”’ 


Other Speakers 


The next speaker was Louis E. Pearson of the — 


Irving National Bank, New York, who spoke on 
financing foreign trade and financial conditions. 

He was followed by Herbert F. French, who dis- 
cussed “Factory Cost Systems” for the shoe 
industry. 


The Wednesday Program 


Then followed the. Wednesday program. Some 
of-the subjects we are treating in this issue because 
of their immediate value to the manufacturer and 
their reference to the merchant. 


Wednesday, 10 A. M. 


Statistical Survey of Hide and Leather Industry, 
E. A. Brand, secretary of Tanners’ Council of United 
States. 

Survey of Raw Stock Conditions, Henry W. 
Boyd, Armour Leather Co., Chicago, Ill.; Owen E. 
Howe, Sands. & Leckie, Boston, Mass. 

Survey of Sole Leather Market and Conditions, 
E. G. Howes, Howes Bros. Co., Boston, Mass. 

Survey of Upper Leather Market and Conditions, 
August Vogel, Pfister & Vogel Leather Co., Mil- 
waukee, Wis. 

Survey of Goatskin Market, Laird H. Simons, 
W. Amer Co., Philadelphia, Pa., and secretary of 
the Morocco Manufacturers’ Assn. 


Wednesday, 2 P. M. 

Survey of Stocks on hand and conditions— Whole- 
salers, Byron S. Watson, Green-Anthony Co., Provi- 
dence, R. I., president National Shoe Wholesalers’ 
Association. 
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Survey of Stocks on hand and conditions—Re- 
tailers, W. W. Willson, chairman National Shoe 
Retailers’ Association; A. H. Geuting, president 
National Shoe Retailers’ Association. 

Report of Manufacturers’ Statistical Bureau, 
Arthur B. Butman, Bureau of the Census, Depart- 
ment of Commerce, Washington, D. C. 


Interlocking Co-operation 

In the afternoon of Tuesday’s session an oppor- 
tunity was given to J. Stevens Ulman, president of 
F. Blumenthal & Co., to express the following: 

“T have just returned from St. Louis and have 
brought with me a new idea interlocking co-operation 
between the shoe merchant, shoe manufacturer and 
leather maker. In Fall, 1919, the Fashion Publicity 
Co., will tell the American public it is advocating 
the following colors for footwear: In browns, three 
shades: medium brown, field mouse and beaver; 
two shades of gray, a bronze and the staples, black 
and white. These are stabilizing colors in footwear 
fashions for Fall, 1919. The vision of Victory is 
bright so I look for a lightening of colors for Spring, 
1920, for by Easter in 1920 we shall in all probability 
go into an era of light shades in leather.” 


To Increase Productivity 

The courtesy of the floor was asked by Herbert E. 
Miles of the Training Service of the United States 
Government, who asked for co-operative action to 
make each worker in the factory a better producer 
thereby increasing factory revenue and the workers’ 
pay. He explained that some fifteen expert in- 
structors were now going around the country bring- 
ing labor up to the sample an example shown by 
the best workman in each plant. 


Tributes—Testimonials—Elections 

Wednesday was indeed a busy day with each 
paper, as it was read, made the basis of discussion. 
In the closing hours of the sessions, tribute was paid 
to the memory of those members who had died dur- 
ing the past year. 

Due acknowledgement was made of the work 
made by the War Service Committees, each man 
being presented with a parchment inscribed with 
the appreciation of the National Boot and Shoe 
Manufacturers’ Association. 

The election was a happy selection of officers for 
1919 and the results are given on the opening page 
of this report. 











Jan. 18, 1919 








MANUFACTURERS 











BANQUET AND SPEECHMAKING 


The Big Event of the National Boot and Shoe 
Manufacturers’ Association 


New York, Jan. 15—To a gathering of 750 
prominent shoe manufacturers and their guests, 
National speakers gave voice to leading topics 
before the National Boot and Shoe Manufacturers’ 
Association. 

The big banquet was a happy event—a victory 
feast—a fitting climax to a convention. In the 
early part of the evening, cheers were given for 
President Wilson, a solemn tribute to the memory 
of Theodore Roosevelt, and cheers led by A. C. 
McGowin for president John S. Kent. 


Presentation of Cups 


An episode in association appreciation was the 
delightful exchange of compliments for war service 
of the National Association. President Kent 
started, it with an inspiring speech and presentation 
of a cup to J. Frank McElwain. Mr. McElwain in 
responding gave token of the war service rendered 
the industry by the manufacturers who served so 
well under President Kent and in a twinkling an- 
other cup was popped onto the table, this one being 
for President Kent. The surprise was a delightful 
one. Mr. Kent was acknowledging his thanks, 
when he was interrupted by that eloquent Western- 
er, John A. Bush, who rising to a point of order 
started in on a very complimentary speech, the final 
words of which were punctuated by the appearance 
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on the table of a third cup. . This was a surprise to 
Frank R. Briggs, vice-chief of the War Service 
Committee, who after acknowledging his apprecia- 
tion regretted that in the chain of events, he was 
not given the privilege of presenting a cup right 
along the line to the entire War Service Committee. 
This pleasantry was concluded by John Kent’s 
gavel and admonition that the business of the 
evening were speeches by Right Rev..Chas. D. 
Williams, D.D., Bishop of Michigan and Hon. 
James M. Beck of New York, who was recently the 
recipient of the French Order, Legion of Honor. 


Speeches of the Evening 


Bishop Williams’ splendid speech emphasized the 
capability of the United States to fight for an ideal, 
having back of it no ulterior motive. He told how 
America had proved itself gloriously capable of the 
task of war, and expressed a desire for a happy 
outcome that would make November 11 the world- 
wide Thanksgiving Day, to be nationally observed 
by every Nation, even by the emancipated people 
of Germany. 

Hon. James M. Beck told of the triumph of soul 
over the minds of men, as being the great lesson of 
the war and said: “Let us not be forgetful that 
England and France gave to death more men than 
we had put into the war all together. The world is 
staggering under a tremendous debt, that of Eng- 
land being forty billion dollars, the service charge 
alone on which would be at least two billion dollars 
per year—an immense sum. 


‘ 


The War and the Period After 


It Is Time To Resume---Rather Than Reconstruct 


By PRES. JOHN S. KENT in his Annual Message 


Does not the success of American industry in this 
tremendous undertaking prove our ability to grapple 
with any of the great questions that may arise after 
the war? Have we failed to profit by the lessons we 
have learned during the past two years, and are we 
to forget the strength that our young nation has 
developed in matching itself against the giants of 
militarism and autocracy? In the crucial test of 
war Americans have not been found wanting. 

As a victorious nation we must be optimistic, but 
this does not mean we can be reckless. The cautious 


man is not necessarily pessimistic. Our business is 
not inflated or liable to undue expansion. There is 
nothing in market conditions to invite plunging or 
hoarding. It is a time to resume rather than re- 
construct, to buy, produce, sell and take a profit, 
rather than indulge in speculation. Shoe stocks are 
low. Labor is. well employed and at good wages. 
Fundamental conditions are good, and, while there 
must eventually be a readjustment of values, it will 
not be during the next few months. 

Our methods of business and our policies of 
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government have not been so far out of the way 
during the last fifty years that we are to throw them 
overboard and build on lines that are suggested by 
those who would overturn what they cannot control 
and who would build up a strong nation by dividing 
it into jealous and warring factions. It is better to 
improve rather than to abandon the old order of 
things, and to follow constructive leaders rather than 
carping critics. 


Every Ambitious Man Has Opportunity 


The commercial and industrial systems of America 
have been the admiration of the world, and, while 
it has made some men millionaires, and others have 
remained poor, it has given every ambitious man a 
chance and has created a body of wage earners that 
in health, happiness and prosperity cannot be 
matched in any country on earth. We need-not 
avoid the plausible arguments of socialists, an- 
archists, I. W. W. or other radicals who would 
abolish all property rights and individual liberty of 
action. We can afford to talk freely and frankly 
about these subjects. We can defend the rights of 
private ownership of capital and property and en- 
courage every man to make money and to feel 
secure in the use of his savings. How can the indus- 
trious and ambitious young man study and plan and 
work to better his condition and make happier and 
more useful himself and those around him unless he 
knows that capital is as safe as labor and that justice 
and equality prevail? It is not the men who have 
carried a gun at $30 per month during the war who 
are talking about reconstruction of our entire in- 
dustrial system, but men who remained at home 
who have agitated and obstructed and encouraged 
strikes and intimidation in the jobs they filled while 
our best American men were wearing the khaki or 
the blue, serving to save the democracy of the world. 

Employers are naturally conservative, but in 
many instances have gone too far for their own 
interests in opposing liberal and progressive move- 
ments that employees desired. Instead of opposing 
all demands for shorter hours of labor, higher wages, 
increased income taxes and compensation for death 
or injuries, they should endeavor to study them from 
the standpoint of their employees and oppose only 
what can be proved to be detrimental to the best 
interests of both capital and labor. 


A Look Ahead 


There is every prospect that the volume of busi- 
ness during the first half of 1919 should be sufficient 
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to fully employ our factories. There will probably 
be a slacking in demand about mid-year but there 
should be a rapid recovery stimulated by the re- 
construction activities that will prevail throughout 
the world and by the consequent increase in export 
business. High cost of materials and labor and the 
consequent high prices of shoes will naturally cause 
conservative buying and result in a healthy con- 
dition of trade. 

Good leathers will not be cheaper and at present 
the supply is limited. The demand_from other 
countries will tend to make prices firm. 


The American Workingman and His Future, 


Labor will cost more rather than less, but the 
workman must realize that he cannot be paid more 
unless he produces more. Foreign competition 
must be faced and reduction in hours of labor, 
restrictions in operation of factories and general 
lack of co-operation in efficient production may 
handicap business to an extent that may be serious. 
The immediate future will present many perplexing 
problems, but victorious America will face them 
fearlessly. 

A great deal depends upon the confidence of busi- 
ness men in our country and in its people. Because 
anarchy, socialism and Bolshevikism are rampant 
in some of the European countries it does not follow 
that it will get a footing here. We pride ourselves 
upon the intelligence and character of our working 
people and upon the abolition of class distinctions 
in this country. Hunger and unemployment are 
the two great sources from which revolutionary 
ideas spring. The business man who invests his 
money in industries that: furnish employment at 
good wages can make impossible the evils that have 
grown to be such a menace in some of the other 
countries. The man who keeps the business fires 
burning is a patriot as well as a captain of industry, 
and he shows his confidence in the solid foundation 
upon which our country’s prosperity rests and in 
his fellow citizens who are its bone and sinew. It 
is possible for the business man by wisdom, foresight 
and vision to create prosperity and with it safety. 


The Real Partnership of Employer and 
Employee 
The shoe manufacturers of the United States 
represent in round figures 1,300 factories and more 
than 300,000 shoemakers. Three million pairs of 
shoes at a production value of over $600,000,000 are 
produced annually. The workmen are paid each 
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year $250,000,000 in wages and the manufacturers 
about $25,000,000 in profits. The consumers of 
American shoes get the best value in footwear that 
the whole world can produce. Who will say that 
the manufacturers or the workmen should get less, 
or that the high standard we have established should 
not be maintained? 

It is a time for open diplomacy and employer and 
employee should recognize their strength as allies 
and their weakness as antagonists. We must 
recognize the interdependence of capital and labor 
and we must discuss the problems that arise openly, 
fearlessly and frankly. We must accept the doc- 
trine that the manufacturer and the workman are 
really partners in industry and that each is doing 
what he can do best for the benefit of the business 
and the prosperity of all concerned. When we all 
firmly believe in this theory most of our difficulties 
will disappear. When the workman realizes there 
will be no limit to earnings provided there is no 
limit to effort and when the industrial slacker in 
peace is looked upon as unfavorably as the man who 
refuses to do his duty in war, then high wages will 
not prove a menace to business development or 
industrial prosperity. 

The law of supply and demand will regulate 
the price of materials and thus raise or lower 
the price of footwear, but the temper of the 
times will not permit the lowering of wages 
below what is required to maintain the health, 
comfort and happiness of the American work- 
ingman, and, as the laborer is worthy of his 
hire, so is the employer entitled to a just and 
proper compensation for the conduct of busi- 
ness. The only limit to wages is limited pro- 
duction and the bounds set by foreign com- 
petition. The danger of excess profits dis- 
appears when we consider the fact that the 
shoe industry is the freest field in American 
business enterprises and its hundreds of 
independent, active and intelligent compet- 
itors provide the safest and surest protection 
to the rights of consumers and the public and 
insure the limitation of profits to a reasonable 
percentage of the price of the product. 


Defence of American Principles 


The liabilities incurred by the war and the conse- 
quent increase in taxes and other expenses need not 
handicap our nation in its efforts to increase our 
export trade, provided our manufacturers and our 
workmen have full scope for their ingenuity and 
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productive capacity. High wages and short hours 
need not limit production or increase cost to a 
point preventing competition with other nations. 
No man or organization that puts a brake upon the 
wheels of progress of American industry can exist 
when results are known and we are to blame if our 
voices are not heard in defense of right principles 
and right actions. We must assure every employer 
and every workman that the policy of industry is to 
secure the greatest possible happiness and pros- 
perity for those who labor either with hand or brain, 
and that the accumulated savings of the man who 
honestly earns what he gets entitle him to the 
respect and not the sneers of those too lazy or too 
reckless to build up their own fortunes. 

There should be no limit to the ambitions of any 
American who desires to better himself so long as 
he does not infringe upon the rights of others, and 
our laws must protect him in his property and his 
rights. This is the American spirit; it is what has 
made our country great. 

Business men have the future largely in their own 
hands and if their effort be to closer relations with 
the workmen; to a fair adjustment of differences; 
to a recoznition of equal rights in bargaining for 
services and conditions, the result will be more 
harmonious relations, a better spirit of co-operation 
and the elimination of dangers to our social and 
political structure as well as to our great com- 
mercial and industrial interests. 


Welfare of Community Comes First 

This is not the time to falter or despair of our 
country or its interests. At a timc when we are 
taking such an important place in the world con- 
ferences and settling the momentous questions 
that have upset the world, we must show our 
capacity to govern our own internal affairs, to 
solidify and arouse American sentiment and crystal- 
ize American ideas into an irresistible force that will 
stand for right dealing between nations and in- 
dividuals and with the sole purpose of national 
prosperity and happiness. 

The welfare of the community is above the 
interests of the individual. Industry must serve 
mankind and pay dividends to the public as well as 
the workers or the owners. 

Labor and capital are friends, not enemies, and 
must rise or fall together. 

The truest patriot is he who endeavors to unite in 
a common bond of brotherhood all the elements of 
our population and help to realize the spirit and 
the fact of democracy. 
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Finished Sole Leather---Present and Future Supply 


By E. G. HOWF, Howes Brothers Company, Boston 


So far as it is possible to form our opinion from 
statistical information, we should estimate the 
world’s supply of cattle as about equal to that of 
1913. The United States, Great Britain, Spain, 
British India, New Zealand, and the Netherlands, 
show an increase, while the Argentine, Brazil, Uru- 
guay, Austria, Germany, and France, show a ma- 
terial decrease. 

Passing from the cattle supply on to the next im- 
portant step in the creation of sole leather, we come 
to the hide supply. We know that the constantly 
advancing hide markets of the world during several 
years preceding the war, were indications of a 
gradual curtailment in supplies, but we will assume 
they were sufficient for normal requirements. 

It is impossible to estimate with any degree of 
accuracy the present world supply, as there is no 
way of obtaining dependable information as to the 
quantity of hides held in distant lands at the 
source, or. the quantity of the inferior classes that 
have become worthless through a lack of proper 
care. 

Increase of Inferior Hides 


If we were to form our deductions from imports 
of the Allies and neutral countries during the war 
period, and compare the figures with pre-war 
statistical information, we would find an increased 
supply of the inferior classes of hides, especially in 
the distant countries that have suffered.most from 
lack of ship tonnage. 


The World’s Consumption of Leather 


Facing the situation from another angle, how- 
ever, we find the supply of desirable sole leather 
hides assumes quite a different aspect, as the fol- 
lowing facts will indicate. The United States con- 
sumed nearly as many hides of all descriptions in 
1913 as all Europe combined, and by 1917 had 
increased to such volume that she easily surpassed 
Europe in her hide and skin consumption, reaching 
the enormous total of 1,600,000,000 pounds, which 
was over 300,000,000 pounds in excess of four years 
previous. Great Britain stands next among our 
Allies in her tanning capacity, and has increased 
her production about 40 per cent, while France, 
Italy, Belgium and Russia’s consumption of hides 
has materially decreased during the same period. 


We are facing a depleted stock of hides in this coun- 
try. In the Argentine, even with her reduced 
quantity of cattle and largely increased tanning ca- 
pacity, the exports of hides have been maintained to 
a maximum during the war period up to 1918. 
These same conditions apply to various other hide- 
producing countries outside of those which would, 
owing to their distance from the market, tax the 
shipping facilities of the Allies to too great an extent. 
In speaking of these distant countries I refer to 
India, China, and Africa, which I will take up in 
detail to analyze the conditions from the standpoint 
of heavy hides for sole leather purposes. 

China hides have been largely utilized for upper 
leather during the last few years. _ African hides 
are principally of a poor quality, and produce the 
lighter and poorer grades of sole leather. The 
India sole leather hides, which we class as Calcutta 
Buffaloes, produce a cheap leather product, but of 
course have their place in the market. We have 
also reason to expect some accumulation of the 
lower classes of hides in certain sections of South 
and Central America during the last two years. 


The Export Demand 


The exports of sole leather from this country in 
1913 amounted to $8,800,000, rose in 1917 to 
$39,000,000, but declined in 1918 to $12,256,000. 

Owing to the shortage of labor, the production 
of women’s shoes declined in some instances during 
1918 to around 50 per cent of capacity. The stocks 
of sole leather in the hands of the manufacturers 
today are, in my estimation, very much under 
normal. Your order books assure you of a large 
consumption of leather during the next few months. 

Europe, whose supply of sole leather has been 
almost entirely depleted, has already entered our 
markets for large quantities in anticipation of the 
lifting of embargoes, and will continue to draw 
heavily on our supplies until their tanneries are 
again able to satisfy the demand. 

Coupled with the small exports of sole leather 
during 1918, and the assured domestic and large 
foreign’demand for our products during the next 
few months, we find, according to our statistical 
information, the smallest stocks of leather in the 
hands of the tanners they have experienced at any 
time during the last fifteen months. 
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Survey of the Upper Leather Situation 


By AUGUST H. VOGEL 


You will appreciate that reliable predictions as 
to future trade conditions are exceedingly difficult 
under present world conditions. We can, however, 
at all times learn something from the past, arid 
history shows that all great wars were followed by a 
period of industrial activity, and I believe that such 


will be the case after the present conflict. Just: 


how long this period will last no one can definitely 
state, but the reconstruction necessary, and the 
fact that we are the main source of supply for 
materials and credits assures us of at least two or 
three years of active trade after the declaration of 
peace. During the present transition period, con- 
siderable uncertainty will continue to prevail, as 
- so much will depend upon what the final peace 
terms will prove to be. There will necessarily be 
considerable shifting of labor from strictly war 
industries to civilian trade, and the rapidity with 
- which this can be accomplished will largely depend 
upon a prompt and equitable settlement of Govern- 
ment war contracts outstanding. 


What We Import 


In considering the present Upper Leather situa- 
tion, it is necessary to draw your attention to the 
sources of raw material required for Upper Leather. 

Under normal conditions, we import about 99 
per cent of our goatskins, 50 per cent of our calf- 
skins, 75 per cent of our sheepskins, arid 45 per cent 
of our cattle hides. We are therefore largely de- 
pendent upon ocean tonnage for our normal sup- 
plies. The world’s ocean tonnage is approximately 
three million tons less than in 1914. The war has 
seriously interfered with the natural flow of com- 
modities, and our Allies and neutral countries are 
seriously in need of various kinds of raw materials 
and foodstuffs. We are dependent upon them for 
a large part of their ocean tonnage, and can, at the 
best, only hope to get a proportionate share to 
carry on our export and import business. We must 
therefore expect restrictions and delay in importing 
hides and skins. We look to India, China and 
South America for the larger part of our goatskins. 
Considerable quantities of raw stock were accumu- 
lated in those countries during the war, but as soon 
as improved shipping conditions were in sight, 
prices at once advanced. The level of foreign hide 
prices, largely due to buying by neutral countries, 


has been steadily above our domestic raw material 
prices. Our foreign sources of calfskins in the pre- 
war period were Russia, the Central Empires, 
Holland, the Scandinavian countries and France. 
With the exception of Holland-and the Scandinavian 
countries, we cannot hope to secure any calfskins, 
even if ocean tonnage is available, for some time to 
come. 
The Calfskin Situation 

The production of calf leather has declined about 
one-third since 1914 in consequence of European 
conditions. At the present rate of consumption 
and export, there are approximately two and one- 
half to three months’ stock of finished side upper, 
calf and kid in the hands of tanners and leather 
dealers. Stocks of upper leather are at present 
about 10 per cent less than in September. 

With the small supply of calf and goatskins, there 
has been a constantly increasing demand for the 
better grades of side leathers, both in black and 
colors, the result being that the stocks of what are 
commonly called “dress shoe side leathers” in the 
desirable selections, are exceedingly small. Owing 
to the demand of the Government, tanners were 
obliged to divert a very large proportion of their 
lighter hides into. army shoe upper leather, which 
further aggravated the situation. At the present 
time, the only accumulations of side upper leathers 
are such as are classed as work shoe leathers, and 
are due to the cancellation of Government orders. 
It would be most helpful to the tanners if the manu- 
facturers of this class of shoes would find a foreign 
outlet in the shape of shoes for work shoe leather. 
Russia and the Balkans, as well as Italy, will require 
financial aid from our Government, and if part of 
these credits can be extended in the form of shoes, 
it will be very helpful to both the shoe and leather 
industries. 

Utilize Lower Selections 


The future demand for dress shoe upper leather, 
both for domestic and foreign account, will, in my 
opinion, absorb all available stocks. While Great 
Britain has greatly increased her tanning capacity 
in sole and army leathers, she must still look to 
this country for a considerable portion of the better 
grades of shoe upper leathers. German calfskins 
were used to a very large extent in their export shoe 
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trade, and it is questionable to what extent we can 
replace these without European skins at our dis- 
posal. Sweden, Italy, Spain, Brazil and Argentina 
will likewise compete for our supplies of medium 
and better grades of upper leather. As soon as 
shipping space is available and import restrictions 
are removed in foreign countries, you must expect 
increased foreign competition in our markets. 
Every possible effort should be made by domestic 
shoe manufacturers to utilize the lower selections of 
leather which are usually in abundant supply. 
Poor take-off, resulting in flesh cuts, is largely re- 
sponsible for these inferior selections. Tanners 
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need your co-operation in designing your shoes to 
provide an outlet for these selections. 

The standardization of colors, through the co- 
operation of fabric makers, will prove advantageous 
to our industries, and should have our hearty 
support. 

The Tanners’ Council and the National Associa- 
tion of Boot and Shoe Manufacturers are vitally. 
interested in the economic questions which will 
arise at the Peace Conference. It is to be hoped 
that our representatives to the Conference will take 
counsel with our Association in matters relating to 
our industries. 


Safe and Sane Course of Relaxation of Regulations 


High Lights in Report of Secretary Wile 


The experience of the Industry during the past 
year more than ever demonstrated the value of 
organization. For the effective prosecution of the 
war it became necessary to marshal the industrial 
resources of the country, as well as its industries. 
This was accomplished by the co-operation of the 
Government with the National Trade Organizations 
through representatives selected by them for their 
respective industries,. and which were called War 
Service Committees. 

It is very certain that had the Shoe Manufactur- 
ing Industry no organization with which the Gov- 
ernment could confer and negotiate the Industry 
would have operated under drastic regulations savor- 
ing on autocratic control, and there would have been 
imposed, upon it and the trade, standardized foot- 
wear at acost toconsumer fixed at a minimum figure. 

As it was, the Industry presented a point of con- 
tact with the Government through which it could 
negotiate, and such plans and measures were ar- 
ranged as were necessary to. aid in the successful 
conduct of the war, without disturbing the prosper- 
ous conduct of the business. 

The sudden termination of the war brought with 
it a problem with the proper solution of which the 
prosperity of the Industry and its allied trades was 
very closely involved. The Industry had been 
committed for more than a year to a Conservation 
program in accordance with which contracts had 
been made for the Spring of 1919,—and these con- 
tracts were in process of manufacture. A sudden 
operation on the part of all the interests in the 
relaxation from the restrictive program in force, 


would have been accompanied with troubles and in 
its wake would have followed great embarrassments 
and great losses. 

The situation had to be met with great care and 
with the exercise of wise judgment; it was necessary 
to preserve values of stocks on the shelves of re- 
tailers and in the warehouses of the wholesalers and 
manufacturers, and at the same time to take such 
action as would stabilize the Industry. 

If. during the past year, the necessity of co-opera- 
tion was imposed as a patriotic duty upon those en- 
gaged in industry, its continuation as a business 
and trade policy is emphatically required at this 
time to prevent chaos in business while bridging 
over from restrictive conditions to freedom of action. 
Accordingly in conference with the War Service 
Committees of the Allied Industry and Trades it 
was determined to continue the conservation pro- 
gram until June 1, permitting the use of restricted 
finished materials and eliminating price limita- 
tions. The wisdom of this action of the War Serv- 
ice Committees of the Allied Shoe and Leather 
Trades will be demonstrated. 

There is no question but that if the lid had been 
lifted the Industry would have run wild and busi- 
ness chaos would have ensued. A gradual relaxa- 
tion was and is the only safe and sane course to pur- 
sue, and a strict compliance and continued co- 
operation on the part of all the interests in the 
Industry will eventually bring the Industry and the 
Trade into good normal conditions and into a 
period of great prosperity. 

This action should receive the loyal support of 
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every manufacturer and retailer—strict adherence 
to this program as far as relates to deliveries before 
June 1, is as much a test of patriotism now as it 
was during the war. 

It is no more a justification for a manufacturer to 
accept an order in violation of this program, than 
it is conscionable in the retailer to give such an 


No problem of reconstruction is more important 
to the shoe manufacturers and all business men as 
well as the public, than the future operation of our 
transportation systems. We do not intend to crit- 
icise the performance of the Railroad Administra- 
tion. The experiment must be tested by your own 
experiences. While it is true, in many respects, the 
short time which the railroads have been under 
Government control has been insufficient to render 
the service which may be expected later, and on the 
other hand the experience is also too short to give 
us an idea of the evils of Government ownership. 


* Elimination of Competitive Waste 


Since the cessation of hostilities, an industrious 
publicity bureau has devoted much attention to an 
explanation of other benefits accruing from unified 
control and has especially emphasized the elimina- 
tion of “competitive waste.’ The definition of 
“‘waste”’ which is most appropriate is in other words 
“useless expenditure.” If the expression ‘‘competi- 
tive waste” is intended to mean that every expendi- 
ture arising from competition in transportation is a 
useless expenditure, I venture the opinion that it 
will not strongly appeal tous. If, on the other hand, 
“competitive waste’ means only extravagant ex- 
penditures which are not necessary to afford the 
public adequate service and facilities and reasonable 
competition, I submit that railroad officers, under 
private management, will be compelled to ELIM- 
INATE WASTE which has never been charac- 
teristic of Governmental agencies, and that they 
may be depended upon to eliminate ‘‘competitive 
waste” in so far as the necessary action to accom- 
plish this result shall not be prohibited by law, and 
in so far as its accomplishment will-not deprive the 
public of adequate service and facilities, and reason- 
able competition. . 
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order; neither is it fair to accept without investi- 
gation the statements of retailers or traveling sales- 
men, that some other manufacturer will fill such 
order. There is only one rule of ethics in business 
“Do not wait for the other fellow to be good—but 
be good yourself,’”’ that the other fellow is doing 
wrong does not justify you doing wrong. 


Report of Legislative Committee 


By A. S. KREIDER * 


For instance, if joint ticket offices conveniently 
and adequately serve the public and are found to 
be more economical than individual ticket offices, 
I predict that consolidated ticket offices will be 
continued. 

If extravagant duplication of passenger trains can 
be avoided by co-ordination of service without de- 
priving the public of the comforts and conveniences 
which may reasonably be expected, there is every 
reason why railroad officers should promote such 
co-ordination if they are not prohibited by law from 
doing so. 

If the shippers are willing to have cars loaded to 
their maximum capacity—as they should be, to pro- 
mote efficiency and economy—it is only necessary 
for them to advocate or concur in the publication of 
minimum carload weights which will insure such 
maximum loading and continue the efficiency and 
economy which the Railroad Administration has 
established by more arbitrary methods. 


Desirability of Competition 


COMPETITION is where two or more persons 
are engaged in the same business and each is seeking 
patronage; where competition does not act at all 
there is complete monopoly. Elimination of com- 
petition is a fundamental principle of the present 
system of Federal control, and it is inherent in Gov- 
ernment ownership or any other form of unified con- 
trol and operation which has ever been proposed. 

In our judgment certain benefits may be obtained 
by unified control and operation, but the question 
is whether the disadvantages attributable to the elim- 
ination of competition will not outweigh the bene- 
fits to be derived, and the question is, will we, as 
shippers and users of the transportation system, 
want to do away with competition in rates and serv- 
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ice; do we want to surrender the shipper’s right 
to route his freight, and are we willing to surrender 
the courtesies and accommodation which are born 
of individual initiative and competitive endeavor. 
It is undoubtedly true that we much desire and 
shall insist on an impartial consideration of rates by 
the Interstate Commerce Commission which shall 
be fair alike to shippers and carriers, but we believe 
it will be granted that the advantages enumerated 
are not obtainable under unified control and 
operation. 

If this conclusion is correct, namely, that the 
shippers, and the public interest requires the pres- 
ervation of the individual initiative, resourceful- 
ness, efficiency and fair competition which have de- 
veloped the cheapest and most efficient transporta- 
tion in the world, then the people, the business men, 
trade organizations should become aroused to a 
sense of their responsibility and forestall the drift 
of our transportation systems to Government owner- 
ship or any other form of unified control. 


he 
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Discontinue Government Control 


In view of the fact that the longer the railroads 
and steamship lines are continued under unified 
control and operation, the more completely their 
individualities will be obliterated and disrupted and 
their individual credit impaired we believe the 
members of our organization should go on record in * 
this matter and, therefore, offer the following 
Resolution: 


Resolved, That the members of the National 
Boot and Shoe Manufacturers’ Association in con- 
vention assembled, are heartily in favor of the early 
return of the communication and transportation 
systems of the United States, now controlled and 
operated by the Government to their owners; and 
urge and recommend to Congress the speedy enact- 
ment of the necessary legislation to provide a tri- 
bunal for the consideration of wages, hours of labor 
and labor conditions and the contemporaneous ad- 
justment of rates and tariffs. 


Industrial Conference Board 


Report by R. P. HAZZARD 


The day when a man can arbitrarily run a busi- 
ness without regard to others simply because he 
happens to hold the financial ownership of the 
same, seems to be a matter of the past. Today 
there seems to be a very evident three-fold control 
of business, either direct or indirect, viz. the-public, 
labor, and the owner. The public as represented 
by our Government seems to be unduly controlled 
by labor organizations which represent only about 
10 per cent of the labor employed, and which seem 
to be so thoroughly organized that they yield much 


more effect on both politics and the public than, 


their actual numbers warrant. On the other hand, 
business is most incompetant and inefficient in its 
organization to protect its rightful interest. Labor 
also seems to be more liberal of its money, freer with 
its time, and appreciative of the results of its 
organization, than the manufacturer. 


The Function of Conference 


The Industrial Conference Board was organized 
to meet this condition in industry, and I would 
quote from its chairman, Frederick P. Fish, as 
follows: 


“Mr. Fish urged all industrial producers firmly 
to support the Board, so that with their help it 
may develop its greatest possibilities as the spokes- 
man of American industry, not alone for the pro- 
tection of the legitimate rights of industry, but also 
for the guidance of sound, public, and business sen- 
timent generally along farsighted, progressive lines. 
To accomplish this result, the National Industrial 
Conference Board must gradually extend its organi- 
zation so as to represent within its membership all 
important branches of American industry. Its 
work must be developed along comprehensive lines, 
its research activities be efficient and scientific in 
character, and its expressions be guided by fore- 
thought and tolerance. Moreover, the Board must 
be influenced in its policy by the sole desire of effec- 
tively promoting the Nation’s industrial prosperity 
and stability for the just and joint benefit of em- 
ployers and their employees and of the public. 
The manufacturers of the country will then, through 
the Board, rightfully secure a potential and in- 
fluencing voice in the country’s destiny equal to the 
voice of other legitimate interests, which is an essen- 
tial element of a democracy.” 
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The future of the manufacturer is largely up to 
the manufacturer himself and will be determined 
both by the fair conduct of his own business, and 
by his co-operation in the public defense of his true 
rights. We all agree that a good defense of a poor 


The first census taken was for the month ending 
May 31, and was for finished leather stocks of all 
classes in the hands of manufacturers, dealers, and 
such tanners as were not reporting to the Tanners’ 
Council. A thorough canvass of the United States 
was made, 26,200 questionnaires being mailed to 
manufacturers of boots and shoes, gloves, harness 
and saddlery, and dealers in leather. Of the 26,200 
establishments canvassed a large proportion of 
them reported no stocks on hand or else reported 
such smal] stocks that the same had no bearing on 
the general result. 

The September report was submitted December 
16, and comprised leather stocks on hand in 4,241 
establishments, classified as follows: 


Boot and shoe manufacturers 

Saddlery and harness manufacturers 

Glove manufacturers 

Miscellaneous manufacturers 

Cut stock manufacturers.....:.......... 257 

Dealers 

Tanners not reporting to Tanners’ Council 22 

The report for October is now in preparation, and 
will be ready for submittal within a short time, and 
will show a slight increase in the number of estab- 
lishments reporting. 


Census of Boots and Shoes 


The first census for boots and shoes and manu- 
factures of leather goods was made for the month 
ending June 30. A thorough canvass was made, as 
in the case for leather stocks, 12,054 schedules being 
sent to manufacturers of boots and shoes, saddlery 
and harness, gloves, miscellaneous manufacturers 
of leather goods, and dealers—wholesale and retail 
—handling boots and shoes, harness, and other 
manufactured leather goods. This report was 
submitted October 18° and made by 3,541 con- 
cerns. 
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cause has usually a better chance than a poor de- 
fense of a good cause, therefore, a good defense 
of a good cause is the ideal—don’t go to sleep 
in your duty toward public and _ legislative 
opinion. 


The Statistics as a Help to Business 


By ARTHUR B. BUTNAM 
Bureau of Census, Department of Commerce, Washington, D. C. 


This report was followed by one for July, and 
was submitted November 20th, 4358 concerns 
reporting. 

This was followed by a report for August on 
December 28, compiled from questionnaires sub- 
mitted by 4,471 concerns, and was divided as 
follows: 

Boot and shoe manufacturers........... 

Boot and shoe dealers (wholesale and re- 


Saddlery and harness manufacturers 

Saddlery and harness dealers (wholesale 
NI ooze kc css con sce s koe ae 

Glove manufacturers 

Glove dealers (wholesale and retail) 

Miscellaneous manufacturers 

Miscellaneous dealers 


The report for September is now in preparation 
and will soon be available. 

Tables have been prepared for each month from 

May to September, showing in detail the kinds of 
leather stocks as reported by the various groups of 
establishments with a separate table for boot and 
shoe cut stock similarly classified. Also a state- 
ment was made for each month, giving combined 
figures for the quantities of finished leather as re- 
ported to the Bureau of the Census and to the 
Tanners’ Council. 
_ Reports covering the stocks of boots and shoes, 
and other manufactured leather goods as returned 
by manufacturers of, or dealers in boots and shoes, 
gloves, saddlery and harness, and other leather 
goods have been prepared for June, July, and 
August showing the ‘various leather goods manu- 
factured, shipped, and on hand at the end of each 
month. The figures show separately the data re- 
ported by the different groups of establishments. 

To show the statistics in the most useful manner, 
three tables have been prepared. Table I is a com- 





























parative table showing the stocks of finished leather 
as reported to the Bureau of the Census and to the 
Tanners’ Council combined, for the months of May, 
June, July, August and September, with the per- 
centage of increase or decrease from month to 
month. Table II is a comparative table showing 
the stocks of leather in detail, as reported to the 
Bureau of the Census for each month from May to 
September. Table III is a comparative table, and 
gives the manufactures of boots and shoes, gloves, 
belting, and other goods of leather for June, July, 
and August. The statistics in these three tables 
show in a comprehensive way the situation regard- 
ing leather stocks and manufactures of leather for 
the months for which are completed. 


Preparation for New Census 


In a very short time the Census Bureau will 
begin the preparation of the schedules for the next 
quinquennial census of manufactures, the data for 
which will relate to the present calendar year. In 
formulating these schedules the director desired that 
such inquiries shall be made as will be most helpful 
to business, and at the same time preserve the 
comparability of the statistics with previous cen- 
suses. With this endeavor in view, I am authorized 
to request that a committee be appointed by this 
association to advise and confer with the Census 
Bureau in the preparation of the manufactures 





Survey of Raw 


Our importations will probably continue to be 
subnormal until tanners here can afford to pay the 
prices which Europe will pay. If shoe manufac- 
turers find it necessary to have the leather. or if 
tanners find it possible to ship leather freely to 
Europe, then they can afford to operate in foreign 
markets and hides will come more freely to America. 

It must be remembered however that England, 
France, Holland, Spain, Italy, Japan, India, Russia, 
Mexico, Cuba, and some parts of South America 
have increased their tanning capacities. There- 
fore, the tanning industry here will no doubt find 
that raw stocks will be competed for as they never 
were before. 

England increased her tanning capacity 25 to 
35 per cent. Rough tannage in India has about 
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schedules relating to boots and shoes and allied 
products. The appointment of such a committee 
would not only be deemed by the Census Bureau 
a measure of co-operation, but it would also insure 
the compilation of such statistics as would be most 
beneficial to the leather industry. 

In regard to the collection of statistics of leather, 
I desire to say that the bureau is very glad to per- 
form this service to the industry. The statistics 
which have heretofore been presented in connec- 
tion with the quinquennial censuses of manufac- 
tures may be regarded to a certain extent as his- 
torical. 

The bill providing for the taking of the 
fourteenth and subsequent decennial census, which 
has passed the House and is now pending in the 
Senate, provides for a biennial census of manufac- 
tures, which may be considered as an effort on the 
part of the Census Bureau to furnish the industries 
of the country with business statistics—that is, 
statistics which are more nearly up-to-date and 
which will aid industry in its program of develop- 
ment andtrade. A biennial census, however, would 
not of course present the great amount of detail in 
regard to capital, wages, employees, and materials 
that the quinquennial census has heretofore given, 
but quantitative statistics of production of the 
principal commodities will be collected at two-year 
intervals. 







Stock Conditions 


By OWEN C. HOWE, Sands & Leckie, Boston 


doubled since 1913, and the number of hides thus 
tanned there during 1918 is estimated at nearly 
4,000,000. These are practically all cowhides. 
There is an embargo against shipping them here. 
The effect of this is noted when we remember that 
we imported 1,200,000 from India in 1915, and 
2,000,000 in 1916. 

Japan increased her purchases in India (princi- 
pally goat and sheepskins) over 1000 per cent. 
France estimates that she has lost 12,000,000 cattle, 
which means she will need to go abroad for raw 
supplies more than formerly. 

In connection with this tanning development in 


, foreign countries and what it means as regards 


competition for raw stocks, it is. well to remember 
that during the years 1915 to 1917 we imported 
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the following percentages of raw stock tanned 
here: 

97 per cent of the goatskins. 

66 per cent of the sheep and lambskins. 

55 per cent of the calf and kip skins. 

45 to 50 per cent of the cattle hides. 


Temporarily the situation has been assisted by 
the fact that the domestic production of cattle hides 
and skins during 1918 was the largest in our history. 
It is estimated that the take-off amounted to about 
24,000,000 pieces, comprised roughly of about 
16,000,000 heavy and light hides and about 8,000,000 
calf and kip skins. The sheepskin take-off in this 
country during 1918is estimated at about 11,000,000. 
It is scarcely to be expected, however, that pro- 
duction in this country will be maintained on this 
basis. The domestic supply during 1919 will no 
doubt diminish. 


Smaller Supplies—Keener Competition 


Therefore, the prospect which we face for 1919 
promises smaller supplies at home and keener 
competition than ever before for supplies abroad. 
And as raw stocks in this country are lower priced 
than anywhere else in the world, it would follow 


The average stock of the wholesalers may be 
divided into three classes, Leather, Rubber, and 
Tennis. 

First. In regard to Leather stocks, the whole- 
saler I do not believe, is overstocked but he has a 
fair volume of merchandise on his shelves, consider- 
ing same, not so much from the standpoint of units, 
as from the standpoint of cost in dollars and cents. 


Stocks are Low 


The wholesaler and the progressive and larger 
retailer, I believe, has been liquidating stocks for 
the better part of the last three months, and these 
stocks should be low, but it does not seem to me 
that this statement is necessarily true of the smaller 
retailer who hesitates to clean up his stock, if the 
process tends to show him a loss in the selling of 
many individual pairs. The larger and more pro- 
gressive retailer, I believe, therefore, is in much 
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that as shipping facilities increase we must go up 
or the rest of the world must come down. 

A year ago the total both domestic and imported 
raw stocks on hand were larger than usual. This 
was partly due to the fact that hide dealers and, in 
some cases, butchers were still holding hides and 
skins which they missed the opportunity of selling 
on the boom in the last half of 1916, or they were 
holding stocks bought or accumulated during 1917 
in anticipation of the rise in prices which they felt 
would come in 1918,—and which surely would have 
come had not the Government fixed maximum prices. 
It was very fortunate for this country that stocks 
were large; otherwise the embargoing of importa- 
tions would have been very keenly felt. We lived, 
so to speak, on our fat to an appreciable extent 
during 1918. : 

However, conditions are quite different now. 
Foreign and domestic raw stocks in this country are 
pretty closely cleaned up, especially on light hides 
and kip and calf. In view of this situation it is 
remarkable that raw stocks here are cheaper than 
anywhere else in the world, but the explanation is 
no doubt found in the English embargo against our 
leather and in the difficulty in shipping leather and 
hides from here to other European countries. 


Study of Stocks on Hand and Conditions 


BY BYRON S. WATSON President National Shoe Wholesalers’ Association 


better condition to face the future than is his 
smaller competitor. 

Consideration of rubber stocks necessitates a 
short review of conditions during the past year. 
During this period, practically, all of the manufac- 
turers of rubber footwear in this country applied 
the entire production of their mills on rubber boots, 
lumbermens, and arctics to orders placed with them 
by our Government. Rubber boots, lumbermens, 
and arctics as a commodity for civilian business, 
were practically eliminated during the first ten 
months of 1918. 


Diverted to Civilian Footwear 


The signing of the armistice on November 11, 
1918, brought immediate cancellation on the part 
of the Government of very large orders for rubber 
boots, lumbermens, and arctics. The manufac- 
turers of rubber footwear immediately diverted the 
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labor of those previously employed on Government 
orders to civilian business, and it appears that a 
fair volume of these styles have been made and 
delivered to wholesalers and, of course, in turn by 
them to the retail trade. 


Today, although the shortage of boots and 
lumbermens is not so apparent, nevertheless, there 
is a continued shortage on light gaiters. The gen- 
eral situation, of course, has been materially im- 
proved by the fact that this section of the country 
at least has had unusual open and moderate weather. 
I believe, therefore, that the situation is well in 
hand and light rubbers, at least, are in fair volume 
on the shelves of retailers, and may be obtained to 
meet the demands of the balance of this season 
from wholesalers, unless very severe weather con- 
ditions prevail during the balance of the Winter 
months. In this connection, however, this fact 
should not be lost sight of, whereas in years past, 
on December Ist the Rubber companies would 
have, made up in their warehouses, rubber footwear 
to the extent of many thousand cases which were 
available for immediate delivery to wholesalers, now 
the surplus stock in the warehouses of the Rubber 
manufacturers is practically entirely exhausted. 


There was a growing tendency towards this con- 
dition for several years prior to the war. In other 
words, the demand exceeded the supply, and it has 
been estimated that it will take a year or eighteen 
months before the factories making rubber footwear 


As a result of the legislative activities of this year 
there are now only ten States without compensa- 
tion laws, all of them with the exception of North 
Dakota being in the South. These States are 
Alabama, Arkansas, Florida, Georgia, Mississippi, 
Missouri, North Carolina, North Dakota, South 
Carolina and Tennessee. 

In Missouri the State Federation of Labor has 
already drafted a bill based on the Ohio law which 
will be introduced in the Legislature in 1919. It 
is also probable that legislative action will be taken 
during the coming year by Alabama, Arkansas, 
Florida, North Carolina, North Dakota, South 
Carolina and Tennessee. 

Workmen’s Compensation acts are now in force 
in the following thirty-eight States and three 
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Workmen’s Compensation 
By FRANK S. FARNUM, Chairman 
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can manufacture enough rubbers to cause a return 
to approximately normal conditions in this industry. 

New prices on rubber footwear were announced 
January 1, 1919, and whereas rubber boots and 
lumbermens were reduced, approximately 10 per 
cent in price, it is thought that this action was taken 
on account of competitive conditions, rather than 
for any tendency towards reduction in cost of manu- 
facture. In fact it is stated with authority, that 
the cost of producing rubber footwear during 1919 
will be more than the cost of produ.ing the same 
articles during 1918, but notwithstanding this fact, 
the prices of light rubbers for 1919 show no advance 
over prices in effect during 1918. I believe that the 
result of the announcement of new prices will have 
a general stabilizing effect on the entire market. 

Turning now to the condition of Tennis stocks, 
it would seem that our manufacturers are in a posi- 
tion to make very satisfactory deliveries on this 
class of merchandise during 1919. New prices were 
announced August 1, 1918, and showed an advance 
of approximately 20 per cent on the better grades, 
over prices in effect prior to that time. 

Last season, although the advance sale of Tennis 
was unusually large, we did not enjoy the volume 
of sizing up business that we expected, owing to 
the late Spring and Summer and the continued cold 
and wet weather. If weather conditions are favor- 
able during next Spring and Summer, we look for 
an even larger business. 


Territories: ‘ Arizona, California, Colorado, Con- 
necticut, Delaware, Idaho, Illinois, Indiana, Iowa, 
Kansas, Kentucky, Louisiana, Maine, Maryland, 
Massachusetts, Michigan, Minnesota, Montana, 
Nebraska, Nevada, New Hampshire, New Jersey, 
New Mexico, New York (two acts), Ohio, Okla- 
homa, Oregon, Pennsylvania, Rhode Island, South 
Dakota, Texas, Utah, Vermont, Virginia, Wash- 
ington, West Virginia, Wisconsin, Wyoming, Alaska, 
Hawaii, and Porto Rico. In addition there is a 
Federal Law applying to employees of the United 
States Government and of the Panama Canal, the 
Panama Railroad Company and the Alaska Engi- 
neering Commission, and there is also a rudimentary 
law -for the compensation of injured employees of 
the Insular Government in the Philippine Islands. 
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Conference Committee Endorses Style 
Program for Fall 


Insists Upon Holding of Present Regulations Until June 1, Followed by 
Industries’ Own Conservation Plan for Next Fall---Unanimous 
Endorsement of Manufacturers, Retailers, Wholesalers, 
Tanners, Last Makers, Traveling Salesmen Present 


SEES NO PROSPECT OF STOPPING LUXURY TAX OF 10 PER CENT ON ALL SHOES OVER 
$10.00 IN RETAIL PRICE 


New York, January 13. 
HE annual meeting of the Conference Committees of 
I the shoe and leather industries was held at the Hotel 
Astor with a representative gathering of all the 


branches of the trade—manufacturers, retailers, 


wholesalers, tanners, last makers and traveling shoe sales- 
men. The function of this executive body is to co-ordinate 
the ideas of all the branches of the craft so that a basic under- 
standing can be arrived at prior to the opening of each season 
to the end that waste can be reduced in samples as well as 
in production—to make more co-operative the various 
branches and to direct the industries into better service for 


all. 
Leaders of Trade Present 


The opening of the session by John S. Kent was followed 
by his being made chairman with Sol ‘Wile as secretary. 
The points suggested by a number of members were then 
taken up in their order, after roll-call. The manufacturers 
present who were on the committee-representing that body 
were John S. Kent, A. J. Sweet, Robert E. Smith, Frank R. 
Briggs, Frank S. Farnum, Mark Selby, Frank Hallahan, 
John H. Craddock and George Baker. Other manufacturers 
were in attendance. 

The retail shoe merchants present were John Slater, N. Y., 
Percy Hart, N. Y., Alfred Kohn, N. Y., J. D. Kennedy, 
Pittsburgh, W. W. Willson, Boston, C. S. Thompson, N. Y., 
Harry B. McLaughlin, Cincinnati. 

Shoe wholesalers of the committee were Byron S. Watson, 
Charles W. Terhune, W. Lee Brand, Peter Hutchison, E. M. 
Scattergood, E. F. Carpenter, E. P. Tuttle, F. T. Merritt, 
C. B. Snow. 

Tanners of upper stock present were Cecil Q. Adams, 
Burt B. Rankin, R. E. Binger, F. A. Chilton—other tanners 
also in attendance. 

The last men were Fred Drew, C. Weir, and Frank W. 
Cook. 

The shoe salesmen were represented by A. I. Benedict, 
S. A. MacComber, Clarence Waide and Al Slavens. 


Hold to Program Until June 1 


The first action of the conference was to ratify again—for 
emphasis—the present program of conservation inherited 
from the War Industries Board as it relates to color and 
making -restrictions operative until June 1, 1919. It was 
further moved that the power vested in the Department of 
Commerce at Washington be utilized to enforce that program. 
The unanimous vote clearly showed that the conference 
desired no violations of the conservation plan. 


Endorse Fall Style Program 


On the program of style recommendation for Fall, 1919, 
the conference unanimously voted to ratify and endorse the 
complete text of the December action of the Council of 
National Service of the Shoe and Leather Industries with the 
one amendment: 

‘“‘The standard heights of women’s lace boots, carry- 
ing all kinds of heels be 814 to 9 inches—measuring 
from the center of top to the breast at the side of the 
boot with 4B as the model.” 

The style program for Fall, 1919, therefore reads: 


Style Program for Fall, 1919 


1. COLORS—Leathers for women’s shoes be con- 
fined to three shades of brown; dark, medium and 
beaver; two shades of gray, medium dark and 
medium light; bronze; white; black, and patent 
leather. 

2. HEIGHT—That the height of women’s lace 
boots carrying all kinds of heels be 8% to 9 inches— 
measuring from the centre of top to the breast at 
the side of the boot with 4B as the model. 

That the height of women’s button boots be not 
more than 8 inches. 

It is recommended, however, that the manufacture 
and sale of women’s button boots for the entire year 
of 1919 be discouraged. 

3. STYLES—Styles be confined to pieced patterns 
and foxed effects in so far as possible. 

Women’s lasts should not be longer than 1% size 
over standard measure, and, further, that the use of 
needle toed women’s lasts be discouraged for 1919. 


A War-Time Benefit 


It was brought out in debate that “out of the war we 
should preserve and conserve those principles that have been 
found good, and that though there was no policing power 
there was the general good of the trade always uppermost as 
a guide to national acceptance of the recommendations.” 
“Perhaps compliance will not register 100 per cent, but it is 
apparent that those who deflect from the recommendations 
are possible sufferers through being out of popular trend and 
out of sympathy with the general program of the industries.” 
“The recommendations have a stabilizing effect productive 
of much good to all merchants.” 


Fifth Avenue Says 814 inches 
On the discussion of heights of shoes the New York mer- 
chants were unanimous in the belief that 84% inches would be 
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their top height on lace boots. Messrs. Slater, Frank, 
Kohn, Laycock and Hart, all of Fifth Avenue, gave their 
opinions endorsing 84% inches. It was the feeling, however, 


that many smaller stores with a less exclusive clientele might. 


be big buyers of the 9-inch pattern. 


Luxury Tax Almost Sure 


On discussion of the Luxury Tax on shoes selling over 
ten dollars it was the unanimous opinion that nothing could 
be done. A letter from Senator Lodge of Massachusetts 
was read which said “‘under the circumstances, though the 
conference committee at Washington struck out the luxury 
taxes that with the House and Senate approving a tax be- 
tween ten and twenty-five per cent that the best the in- 
dustry could hope for was a ten per cent tax on all shoes 
above ten dollars in price.” 

Protests had already been registered in Washington by 
the retailers and wholesalers in National convention as- 
sembled. 


TO HOLD COLOR PROGRAM 
And to Protest Infringement 


In the interchange of ideas on colors in footwear—following 
the buffet luncheon served in the college room—general dis- 
cussion re-affirmed the stand taken that the colors as desig- 
nated for Fall, 1919, were to prevail, despite any interference 
by wilful men. It was strongly put “if this conference is to 
be resultful, its recommendations as to colors in style foot- 
wear must be fulfilled and that no one concern could success- 
fully oppose the entire industry by springing pastel shades 
to disorganize the entire trade. It was unanimously voted 
that the industries adhere to the style recommendations and 
that they protest any infringements of the program.” 

Then followed the suggestion of a publicity campaign to 
the merchants, wholesalers and manufacturers and next 
Fall to the public on the colors endorsed by the Conference 
Committtees. The men selected to supervise the campaign, 
one from each organization, were Frank R. Briggs for the 
manufacturers, Percy Hart for the shoe merchants, Byron 
H. Watson for the wholesalers, and Cecil Q. Adatms for the 
tanners. The committee went into immediate work on 
the campaign which is first to run in the trade journals. 


Style Committee Appointed 


It was moved that a style committee from each branch 
of the industry, consisting of five men per division, would 
constitute a permanent style committee to meet as deemed 
necessary and to formulate style policies for the entire indus- 
try. 

The final action of the day was the voting “that in all 
claims for lost or damaged merchandise through transporta- 
tion company services that the consignee bear the legal 
responsibility and that all claims shall be filed by him.”” This 
was read and accepted without question. 





J. Dawson Chambers, Merchandise 
Manager 


J. Dawson Chambers, until recently of John Wanamaker’s, 
New York, has lately gone with Stewart Dry Goods Com- 
pany, Louisville, Ky., member of the Associated Dry Goods 
Corporation, where he is merchandise manager. Mr. Cham- 
bers, previously was for some time with the National Cloak & 
‘ Suit Co., New York, and before that was merchandise man- 
ager of J. N. Adam & Co., of Buffalo, another of the Asso- 
ciated Dry Goods stores. 
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Missouri State Convention Progres- 
sive in Every Detail---Live Topics 
---Good Speakers 

Round Table to Be Big Feature 


The officers and program committee of the Missouri Retail 
Shoe Dealers’ Association aré sparing neither time nor ex- 
pense to make the forthcoming convention, to be held at the 
Meuhlbach Hotel, Kansas City, February 18 and 19, one of 
the best state conventions ever staged. 

A list of all retail shoe merchants in the state has been 
prepared, and each of them will be made acquainted with the 
aims of the state association and the program of the con- 
vention. ; 

An aggressive membership will be waged both preceeding 
the convention and during its sessions. 

The Missouri Association has held two annual conven- 
tions, the first of which was really an organization meeting. 
The membership has steadily grown, but it is the intention 
of the present officers to make every retail shoe merchant of 
the state realize the good that may come to him through 
membership in the association and by co-operating with his - 
fellow merchant. 


Program of Education 


The entire program has been arranged with this thought 
in view. The subjects to be taken up are each of vital im- 
portance to every retail shoe merchant, and should command 
his most serious attention. 

“The Trend of Shoe Prices” will be discussed by a leading 
shoe manufacturer. - 

- “How to Merchandise Shoes to Meet Changing Condi- 
tions,”’ will be the subject of a talk by one of the leading men 
in the industry. 

“Proper Inventory Methods to Determine Income Tax,” 
is another topic that will be the subject of a live-wire talk. 

“The Readjustment Period as it Affects Shoe Retailing,” 
is the subject of another talk that will be well worth while 
hearing. 

The great success of the Round Table discussion at the 
National Convention, has led the officers of the Missouri 
Association to make this a big feature of the convention; one 
whole session will probably be devoted to this feature. 


Round Table Discussions 


Here are some of the topics to be taken up: ‘‘Merchandis- 
ing Broken and Discontinued Lines,” “Store Accounting,” 
“The Repair Department an Asset or a Liability,’ ‘“‘Com- 
pensation of Employees.” 

Special periods will be set apart for inspection of samples 
in lines on display at the convention hotel. 

That the manufacturers and wholesalers are beginning to 
appreciate the value of state conventions of retail merchants, 
is evidenced by the fact that many of them are writing their 
customers and urging them to attend the Missouri Con- 
vention. 





Chairman Joseph A. Berberich . 


Washington, January 14—Joseph A. Berberich, of the 
Berberich Shoe Company of Washington has been elected 
Chairman of the Shoe Merchants’ Section of the Merchants’ 
and Manufacturers’ Association in place of Joseph Stras- 
burger, who was the former chairman. 
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The Rochester Shoe Style Show 


Greatest Success Ever 


Record-Breaking Attendance --- Largest Number of Exhibits--- 
Congratulations to the R. A. T. S. S. 


Show of January 9-15 has gone on record as 
a complete success in its promotion of the 
Rochester Shoe Trade. 

The Powers Hotel was transformed into a veri- 
table market, where buyers and retail merchants the 
country over viewed, under one roof, the models of 
- shoes which are to be produced for the trade of the 
United States during 1919. 


['s: sixth semi-annual Rochester Shoe Style 


All Honor to the R. A. T. S. S. 


To the Rochester Association of Traveling Shoe 
Salesmen, the R. A. T. S. S., the honor belongs of 


bringing together a greater number of exhibits than . 


.President DAVID D. OSTER, R. A. T.S.S. 


ever before—and furthermore an attendance which 
far exceeded the fondest hopes of even the officials. 

Particularly plea ing to the exhibitors was the 
presence of so many buyers and retail merchants 
from all over the country, and the interest they 
manifested in the various displays of shoes, leather 
and accessories. Several orders of fairly good size 
were booked. 

The Object of the Show 

“The object of the Style Show,”’ said D. D. Oster, 
president of the R. A, T. S. S., “is solely to advance 
the interests of the shoe industry of Rochester. 


“More than fifty concerns in Rochester make 
shoes, and according to recent Government statis- 
tics, their combined production in a recent year 
was in excess of $50,000,000, making the industry 
one of the three largest in the city, if not the largest. 
These buyers come here because Rochester is the 
center of the manufacture of women’s, children’s, 
misses’ and infants’ shoes in the United States. 
The show enables them to see the various kinds 
without traveling about the city to visit the differ- 
~ent plants, which would take a week, perhaps. 

“‘The salesmen do not expect to sell at the show, 
but if any dealer desires to place an order it will be 
entered, and if he does not seem to be in the mood 
to buy then he is not urged. The main idea is to 
display the models and lasts and impress him with 
the value and beauty of certain lines. Then when 
the salesman visits him at home, he is familiar with 
the line and buys more intelligently. 


A Show Within a Show 

Each exhibit was housed in its own room. The 
fifty rooms were attractively decorated, some with 
palms and flowers, others with great vines trailed 
over lattice, each making a separate style show. In 
the rooms and the corridors of the fifth and sixth 
floors, both of which had been reserved, the National 
Colors were prominently displayed. 


Fitting Introduction in Annual Election of 
B.A. 7.823; 

As a fitting introduction to the Rochester Style 
Show, nearly a hundred members of the Rochester 
Association of Traveling Shoe Salesmen attended 
the annual meeting and election of officers of that 
organization at the Powers Hotel, Tuesday after- 
noon, January 7. Nearly as many votes were cast 
by out of town members as those present, which is 
significant of the work of the Rochester salesmen in 
endeavoring to obtain legislation in New York State, 
as has been done in many other states, giving the 
voting privilege for salesmen on their trips and 
others away from home on election day. A total of 
139 votes were cast. 


Election of Officers 
David D. Oster, salesman for the W. B. Coon 
Company, and first vice-president under the last 
administration, was elected to the presidency. 
Others chosen are: Vice-presidents, Frank J. 
Sweeney, of John Kelly, Inc.; Frank J. LePine, of 
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D. Armstrong & Co.; A. C. Edson, of Joy, Clark & 
Nier, and Harry J. Beatty, of C. P. Ford & Co.; 
secretary, Fred S. Brill, of C. A. Eaton Company; 
treasurer, Roy F. Schneider, of John Kelley, Inc. 
The contest for the office of first and second vice- 
president was very close, Mr. Sweeney being elected 
by three votes, while Mr. LePine was chosen by two 
votes. 

Annual reports were read by Chairman E. E. 
Evarts, the Educational Committee, and Merleau 
C. Smith, chairman of the Rochester Shoe Style 
Show Executive Committee. 

National President J. P. Byrne made an interest- 
ing report of the Chicago Convention. 


David D. Oster at the Helm 

Amid rousing cheers, David D. Oster, took the 
gavel from Past-President Clark B. Rowley. 

President Oster expressed his appreciation of the 
honor conferred on him, pledged his best efforts to 
the association, and paid a tribute to his predecessor, 
Mr. Rowley. 

Opening Night 

The big Style Show was officially opened on 
Thursday evening, January 9, by-the Chairman of 
the event, Merleau C. Smith. 


New York State Day 

Friday was known as New York State Day and 
opened at 9 o’clock with registration of buyers. At 
10.30 o’clock delegations of buyers from the Empire 
State were welcomed by members of the Rochester 
Association of Traveling Shoe Salesmen, and at 
12.30 o’clock, luncheon was served in the Hunting 
Room. At 1.30 o’clock, the R. A. T.S. S. and their 
guests held a club room warming in the head- 
quarters of the Association in room 148. 


Smoker Is Enjoyed 

On Saturday evening a smoker was enjoyed in 
the Ball Room of the Powers Hotel. This included 
a bright snappy bill of vaudeville and a buffet 
luncheon, with plenty of smokes and other refresh- 
ments following. More than four hundred men in 
attendance at the convention and their Rochester 
guests enjoyed the program, which ran for more 
than two and a half hours. 

The smoker made up for the absence of the shoe 
display that formerly has been made by living 
models. This feature of the show was omitted. 


Rochester Retailers’ Day 

Monday, January 13th, was known as Rochester 
Retailers’ Day when the members were hosts at a 
luncheon held in the Dutch Room at the Powers 
at 12.30 P. M. After the luncheon, the Rochester 
Retail Merchants inspected the exhibit. A. F. 
Sloane, field-secretary of the N.S. R. A. was the 
speaker. 

R. A. T. S. S. Day 

Tuesday, January 14, was the R. A. T. 8. S. Day 

when the Rochester Association of Traveling Shoe 


Salesmen held its weekly luncheon and business 
meeting in the Grill Room of the Powers. Special 
entertainment was provided for the exhibitors and 
their guests. The speaker was Professor Justin 
Wroe Nixon, of the Rochester Theological Seminary. 


Closing Day 
Wednesday, January 15, was the closing day of 
the show. All exhibits closed at 5 P.M. The 
annual banquet of the Rochester Association of 
Traveling Shoe Salesmen was held at 6.30 P. M. — 
in Mirror Hall at the Powers. 


Buyers Fill Hotels 


Buyers filled the hotels to overflowing. A large 
delegation direct from the convention of the Na- 
tional Shoe Retailers’ Association of St. Louis made 
a visit to the Rochester Style Market. 


Among the Visitors 


Among the visitors was M. A. Fisher of Clyde, 
who had been in the shoe business for fifty-seven 
years. Others registered were: 

S. S. Starkman, Amsterdam; Thomas A. Moore, 
Scranton, Pa.; H. B. Tolson, Des Moines, Iowa; 
I. S. Well, Youngstown, O.; Max Michelson, Den- 
ver, Col.; M. I. Sause, Youngstown, O.; C. F. 
Reynolds, J. E. Young, Pontias, [ll.; Charles Leow, 
Butee, Mont.; David Frank, Dallas, Tex.; A. 
VanCleck, St. Louis, Mo.; -‘W. T. Healy, Cleveland, 
O.; John Conniff, Geneva; Homer Tinklepaugh, 
Daniel F. Dugan, Albion; Chas. Ryan, Brockton, 
Mass.; A. B. Hay, ,Tonawandal; Ted Parsons, 
Denver, Col.; A. Horton, Salt Lake City, Utah; 
W. G. Lewis, Tacoma, Wash.; Eugene B. Ward, 
Springfield, Mass.; Thos. Meriden, Cleveland, O.; 
Al Holbrook, Columbus, O.; L. L. Hammond, 
Grand Rapids, Mich..; John L. Becker, Washing- 
ton, Pa.; O. J. Payden, Endicott; Thos. Conley, 
Hamilton; Guy Small, Boston; S. C. Haynes, 
Springfield, Mass.; R. S. Oldfield, Erie, Pa.; Mr. 
and Mrs. Donnelly, Minneapolis, Minn.; Ed. C. 
Kolles, Port Huron, Mich.; Edw. M. Fay, Provi- 
dence, R. I.; Arthur W. Davis, Castile, N. Y.; 
C. V. Davis, Varysburg, N. Y.; F. A. Chesbro; 
Toledo, .0.; . Fred Brown, DuBois, Pa.; J. H. 
Darrach, Washington, D. C.; John S. Meadows, 
Auburn; H.S. Kushing, New York; A. C. Stewart, 
Jr., New York; Geo. Yeager, Grand Rapids, Mich.; 
F. E. Willis, Chicago; John Rosino, Sandusky, 
Ohio; L. C. Hentel, East Liverpool, Ohio; Allen 
Meadors, Nashville, Tennessee; Thos. Sherron, 
Memphis; Robert Hill, Dallas; W. H. Longmoor, 
Denison, Texas; Eugene Hanson, Dallas; M. 
Solomon, Helena, Ark.; Wm. Erickson, Sioux 
Falls, S. Dak.; F. E. Ballou, Providence, R. L.; 
George Pierce, Providence, R. I.; Samuel C. 
Haynes, Springfield, Mo.; H. Freedman, Pough- 
keepsie; Max Dalinsky, Morgantown, W. Va.; 
J. Brookfield, Huntington, W. Va.; Herman 
Honaker, Louisville; Alexander Ihrig, Kitchener, 
Canada; David Ihrig, St. Paul. 
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European Tour Starts January 25 


Party Composed of Prominent Shoe and Leather Men Sails from New York 
Next Saturday on SS, Lapland---To Visit Leading Markets of 


Europe to Study Conditions for Trade Expansion 


the European tour of prominent members of the shoe 

and leather trade will start next Saturday, January 25, 
when the special party sails from New York on theS 5S. Lap- 
land. This is the first time in the history of the trade that 
a trip to Europe has been undertaken by its members, and it 
is consequently an innovation which will be regarded with 
much interest on both sides of the Atlantic. 


[* accordance with plans announced about a month ago, 


E. B. Terhune Arranges Trip 


The sponsor for this mission is Everit B. Terhune, general 
manager of the “Boot and Shoe Recorder.”” Two years 
before the ending of the war, Mr. Terhune conceived the 
plan of a visiting delegation from the shoe and leather trade 
of the United States to Great Britain and the Continent, 
and upon the declaration of the armistice he proceeded to 
plan accordingly for the trip, so timing the arrival of the 
party as to reach there after the confusion—when merchants 
would be ready to consider business problems. 


Europe Ready Now for Delegation 


Now that chaotic conditions from a business viewpoint in 
Europe will soon be replaced by active commerical and indus- 
trial enterprise, it is especially fitting that the various trades 


look to their interests over there, and it will also be welcome 
to buyers and merchants on the other side who are anxious 
to renew their relations with manufacturers and exporters 
in this country; in fact invitations have been extended to our 
trades to send delegates whenever expedient. 

From a practical standpoint, nothing could be more bene- 
ficial in renewing former trade relations, or promoting to a 
much higher development the commercial arrangements for 
the future. Until now it has been difficult, if not impossible, 
to obtain an accurate perspective of business conditions in 
Europe. 

American Goods Needed | 


No one vouchsafes a doubt that American goods of most 
all descriptions .are greatly needed in European markets. 
We are undoubtedly at the inception of a tremendous foreign 
business. It remains with the manufacturers of this coun- 
try to show enterprise in going after this trade, to co-operate 
with our cousins across the water—not only in the amount. 
of goods which we can send there, but in the quality of the 
goods, in the carefulness of sending and in the general busi- 
ness courtesies which will greatly help in cementing relations 
once established. 

This proposed trip of some of the leaders of our shoe and 
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George W. Dobbins 
(Pres. Haverhill Shoe Mfrs.’ Assn.) 
W. S. McKenzie 
H. W. Cook 
(Vice Pres. National Boot and Shoe 
Manufacturers’ Assn.) 


Special Party Sailing on SS. Lapland, January 25 from New York 
to Visit European Markets 
Composed of Prominent Members of the Shoe and Leather Trade 


Witherell & Dobbins 


Helming-McKenzie 
A. E. Nettleton Co. 


Firm City 
Haverhill, Mass. 


Cincinnati, Ohio. 
Syracuse, N. Y. 


Rockland, Mass. 





J. A. Monroe 
Harry I. Thayer 


(Pres. N. E. Shoe & Leather Assn.) 


Edwin P. Holmes 
H. B. Wasgatt 
Arthur A. Williams 
L. B. Rogers 

L. C. Hunt 

H. P. Hussey 

H. M. Carman 
Perley E. Barbour 
Wallace A. Taylor 
J. D. Posner 
William E. Bennett 
A. M. Blake 
Maurice Miller 

E. Berge-Soler 
Everit B. Terhune 


(Pres. Boston Shoe Trades Club) 


E. T. Wright & Co. 
Thayer-Foss Co. 


Parker-Holmes 
Andrews-Wasgatt 

A. A. Williams Shoe Co. 
Rogers Fibre Co. 
Emerson Shoe Co. 

Ellis & Hussey 

Donnell, Carman & Mudge 
Brockton Rand Co. 

A. J. Bates Co. 

Dr. A. Posner Shoes 
Hide & Leather 

Watson Shoe Co. 

I. Miller 

Boot & Shoe Recorder 
Boot & Shoe Recorder 


Boston, Mass. 


Boston, Mass. 
Everett, Mass. 
Holliston, Mass. 
Boston, Mass. 
Rockland, Mass. 
Haverhill, Mass. 
Boston, Mass. 
Brockton, Mass. 
Webster, Mass. 
New York City. 
Boston, Mass. 
Lynn. Mass. 
New York City. 
Boston, Mass. - 
Boston, Mass. 
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leather trade is an important step which will undoubtedly 
be received with much favor on the other side. The indi- 
viduals composing the party are all far-sighted men, who 
have had long experience in their respective business connec- 
tions. They will have much in the way of information to 
communicate to their confreres over there, and it is hardly 
necessary to add that they will bring back not only informa- 
tion of value to themselves but for the general use of the 
trades which they represent. 

The party is going with the full support and best wishes 
of our organizations and of manufacturers and merchants, 
who cannot go at this time. Their return will be awaited 
with much interest and in the meantime we notice evidences 
that the commercial interest in this country as regards Eu- 
rope is already showing a determined activity. 


The Export Recorder 


In keeping with this spirit of foreign trade enterprise, the 
“Boot and Shoe Recorder’ announces in this issue the 
launching of its new journal, THE EX PORT RECORDER. 
This publication which will be published monthly beginning 
with March, will be circulated among a carefully selected list 
of manufacturers, retailers, factors, leather merchants and 

















a 


Overseas via SS. Lapland, January 25 


buyers in foreign countries excepting Latin-American nations 
now covered by the Edicion Latino-Americana copy of the 
“Boot and Shoe Recorder.” 


Separate from ‘‘Boot and Shoe Recorder”’ 


THE EXPORT RECORDER will be entirely separate 
from the “Boot and Shoe Recorder.”” The material going 
into it will be compiled by a special staff of editors who have 
had long experience in this work. The needs of the foreign 
buyer will be catered to in every issue. The message, the 
styles, information of every nature for which he is eager, 
will be sought out and presented in the same careful manner 
that we now cater to the merchants of the United States. 


International Trade Service Bureau 


Every effort, backed by our long experience and knowledge 
of conditions, will be used in publishing a modern and up-to- 
date business journal. The same enterprise will be employed 
in making it not only useful but necessary for the American 
exporters who seek the business of foreign markets. Con- 
nected with this is the International Trade Service Bureau, 
with which our export trade in particular is becoming very 
familiar. This Bureau is already equipped to aid the pros- 
pective exporter and those now sending goods abroad. It is 
not only in close touch with all foreign markets, but can also 
supply to the trade information concerning the over-sea mar- 
kets, merchandising, shipping problems, and methods of 


finance. 
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Stage All Set for Convention of Texas 
Retail Shoe Dealers 


Galveston, February 10 and 11 


The first State Convention of the Retail Shoe Merchants 
will be that of the Texas Association at Galveston, Monday 
and Tuesday, February 10 and 11. 

The program is practically completed, and will be worthy 
of the consideration of every merchant who can possibly ar- 
range to attend the convention session. 

The Texans having charge of the arrangements are all live 
wires, and know how to put a convention over in a big way. 
Some of the live questions to be discussed are: 

“How to Merchandise Present Stocks to Meet New 
Conditions?” 

“The Advantages of Trade Acceptances to the Retail 
Merchant.” 

“‘How Shall I Compensate my Sales Force to get Maximum 
Efficiency.” 

The Round Table plan of discussion that proved so in- 
tensely interesting at the National Convention, St. Louis, 
will be the main feature of one of the sessions. A half a 
dozen or so of the most vital questions confronting the retail 
shoe merchant will be-taken up at this session. ‘ 

From this session alone any merchant can acquire sufli- 
cient knowledge and information to repay him for all the 
time and money expended during the two days’ stay in 
Galveston. 

The display space is already 80 per cent sold and will not 
be oversold, so it behooves manufacturers and wholesalers 
who have not already secured space to get busy with Robt. 
I. Cohen, Galveston, and secure blue prints of booths. 

Entertainment features will form an enjoyable part of the 
stay of the merchants in the Convention City. 

Every Texas Retail Shoe Dealer will be made welcome 
whether he is a member of the Association or not 








Meeting of Louisville Retail Shoe 
Association 
Big Attendance Expected 


The Louisville Retail Shoe Association will meet within a 
few days, the meeting having been postponed on account of 
the National Convention at St. Louis. At the local meeting 
a report will be heard from E. M. Cohen, President of the 
Association and Buying Manager for J. Bacon & Sons, who 
was at the convention. L.S. Byck, of Byck Brothers; Noel 
Lyons, of the same concern; Harry Schutz, Walkover 
manager, and J. C. Fedler, Jr., of the Boston store, com- 
pleted Louisville’s quota to the convention. 

Arrangements for entertaining the Kentucky Retailers’ 
Association at the Annual Convention in Louisville on 
February 12, will also come up, as Louisville expects to do 
her level best in making the new state body a going concern. 


State Association Meets at Tyler Hotel 


Arrangements have been made whereby the State Associa- 
tion will meet at the Tyler Hotel-and it is planned to have 
some sort of entertainment for the visitors. At the present 
time the membership from out in the State is limited, but it 
is understood that there will be several new members on hand 
from Paducah, Lexington, Frankfort, Covington, Henderson, 
Owensboro, Newport and the larger cities of the State, and 
every retail shoe merchant or department store handling 
shoes, is asked to be present. During the few months which 

(Continued on page 48) 
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The Twenty-Kighth Annual Meeting 
and Banquet 


Of the Southern Shoe Salesmen’s Association 


HE Twenty-eighth Annual Meeting and Banquet of 
- the Southern Shoe Salesmen’s Association, which was 

held at the Shoe Trades Club, Boston, on Wednesday, 
January 15, finds the association as young as ever and while 
the veterans are not being pushed to the rear, they are 
giving the young fellows a chance to take the responsibilities 
and carry on the work they have so ably managed during the 
long existence of the association. 


Election of Officers 


At a meeting held earlier in the day, the secretary-treasurer, 
Fred W. Stanton, made his report, showing the affairs of the 


CHRIS BRIEL, 


Vice-President of Southern Shoe 
Salesmen’s Association 


association to be in excellent condition. The election of 
officers resulted as follows: L. F. Burdett of the Burdett 
Shoe Company, president; Chris Briel, representing Slater & 
Morrill, Inc., vice-president; Fred W. Stanton, secretary- 
treasurer. 

At the Banquet 


The banquet was held at the Boston Shoe Trades Club, 
the association practically owning the building for the time 
being. The dining-room was arranged with one long table 
at the side and a dozen or so small, round tables. Aside 
from the floral decorations, the only others were the Massa- 
chusetts State Flag, which was presented to the Shoe Trades 
Club by Harry H. Ripley, in memory of his son who fell at 
Chateau Thierry and the National emblem, presented on 
this occasion to. the Shoe Trades Club by the Southern Shoe 
Salesmen’s Association, to be a companion to the State flag. 


L. F. BURDETT, 


President of Southern Shoe 
Salesmen’s Association 


The Ladies’ Orchestra furnished appropriate music, which 
was interspersed during the evening by vocal selections from 
soloists, most of them in costume. An excellent menu was 
served at the conclusion of which G. P. Moses, the retiring 
president, as toastmaster, opened the formal proceedings 
with a short speech, commending the patriotism of the 
members and eulogizing General Pershing. 


President Burdett for Greater Activity. 


President Burdett, in his speech full of good fellowship, 
said that he hoped to see a greater activity on the part of 
the younger members this coming year. He had arranged 


FRED W. STANTON, 


Secretary-Treasurer of Southern Shoe 
Salesmen’s Association 


so that there would be two special tables at the Shoe Trades 
Club where any and every salesman selling shoes in the 
South would be welcome and he hoped later that such sales- 
men would “get the habit,” so that a long table would be 
necessary to accommodate the regulars, who would avail 
themselves of this opportunity of fraternizing. 


Vice-President Briel Talks 


Chris Briel, being called on, stated that he left Natchez a 
thirteen-year-old boy and came to old Boston, that as soon 
as he was eligible as a shoe salesman he joined this associa- 
tion which had now honored him by electing him vice- 
president. He promised that as one of the younger members 
he was going to do his share in keeping up and incre&sing the 
fraternal spirit which had always characterized the 
association. 
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Secretary Stanton Comments on Friendship 


Secretary-Treasurer Stanton commented on the true 
friendship which had grown up among competitors in busi- 
ness and also the fraternal relationship between salesmen 
and customers all of which he credited to the géod offices of 
the association. 


Lieutenant King Speaker of Evening 

The principal speaker of the evening was Lieutenant Mark 
H. King of the 101st U. S. Infantry, who in a speech nearly 
an hour long gave graphic description of the work of this 
regiment in the war and its wonderful experiences before 
and during the Battle of Chateau Thierry. He told par- 
ticularly of the interview between Pershing and Foch, in 
which the American asked the Frenchman when he intended 
to make his big drive. Foch replied that it would be in the 
Spring and Pershing said, ‘1 have 2,000,000 American 
troops and I am going to start the drive now. Our motto 
is, ‘Berlin or bust.” He gave a glowing tribute to Colonel 
Logan and a similar one to General Edwards. He also 
paid tribute to the good work done by officers and men. 


Commends Shoemen 


A particular commendation was paid to the boot and shoe 
men, stating that every commander in the American Army 
is held personally responsible for the condition of the men in 
his charge and that commanders owe much to the American 
shoe men for the good qualities of the footwear furnished 
the soldiers. At the conclusion of Mr. King’s address a 
rising vote of thanks was tendered to him by the assembly. 


Other Talks 


Other talks of interest were given by officers of the asso- 
ciation, Charles F. Maxwell, President of the Boston Shoe 
Travelers’ Association, and Everit B. Terhune, President of 
the” Boston Shoe Trades Club. .Mr. Terhune accepted 
the American flag, which was presented by the Southern 
Shoe Salesmen’s Association to the club and extended greet- 
ings and the hospitality of the club to the association. 


Entertainment Most Attractive 


Between the speeches the company was entertained by 
professional singers and dancers on the cabaret style, who 
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created much amusement, but occasional chagrin on the 
part of some of the members. A diversion was a bubble 


. dance by a graceful girl, surrounded by small rubber bal- 


loons, some of which were released and enabled the members 
to emulate the game of football when the dance was over. 
There were fewer customer guests than usual, though we 
noticed Dave Rich of Birmingham and Rene Roberts of 
New Orleans. Another guest was E. T. Wright of E. T. 
Wright & Co., Rockland, Mass., who was affectionately 
greeted as ‘““Pop’’. Wright by all present. It was a late hour 
when the company separated, everyone admitting that the 
affair was a success and great credit was given to the com- 
mitee having charge. ) 





MEETING OF LOUISVILLE RETAIL SHOE 
ASSOCIATION 


é (Coneluded from page 46) 


have lapsed since the organization was formed at Louisville 
last Spring, several applications for membership have been 
received and many more are expected before the convention, 
according to Treasurer Harry Schutz, of Louisville. 


Will Louisville Have 1920 State Convention? 


The coming year will have many abnormal conditions to 
deal with arid it is argued that every retailer should lend 
his assistance in making the body a strong one and one that 
can mutually aid its members. It is planned to switch the 
meetings to some of the other cities of the state and any city 
wanting the meeting, which Louisville will be glad to keep, 
should have some delegates on hand to make a bid for the 
1920 convention. 





A Change in Business 


On the first of May, Johnson’s retail shoe store, 2046 
Amsterdam Awenue, will be taken over by George R. Scheid- 
ing, who at present conducts the men’s furnishing and hat 
business in the adjoining building. Mr. Scheiding will 
conduct the shoe store on high merchandising lines, and will 
develop some progressive policies in its conduct. 





Buffalo and Rochester. 





New York Merchants to Organize 


This is a call to the retail shoe merchants of New York State to meet 
in conference in Rochester, February 3rd, to organize a New York State 


Association of Retail Shoe Merchants. 


A. F. Sloane, Field Secretary of the National Shoe Retailers’ Association, 
held a preliminary conference in Rochester last Tuesday to arrange the plans. 
But three cities in New York State have local associations, New York City, 


. Organization will be effected February 3, Powers Hotel, Rochester, N. Y. 
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It Is Quality Not Price 


That Is Uppermost in the Mind of the Consuming Public 


ladies’ shoes, located in the Middle West, has just been 

spending some time in different shoe centers to get as 
clearly as possible a view of the present situation and an 
outlook for the future. 

Some months ago this concern opened up a very large 
factory in a city that had heretofore supported only a few 
small plants. Much new help had to be broken in and in 
consequence manufacturing costs were materially increased. 
Better results are. now being obtained and help is becoming 
much more steady. 

A Change in “Labor Ideas’’ 

From the observation of this man similar conditions have 
prevailed in many other plants. Operatives heretofore have 
been very independent because of the excessive demand for 
labor and if every little detail was not to their liking they 
would “‘blow their jobs” and go elsewhere. | 

Now that many men are being released from military 
service and returning to their old-jobs there is a marked 
tendency on part of the operatives already on the job to be 
more attentive to their tasks and more desirous of turning out 
good clean work. This condition is, naturally, being re- 
flected in the product of the factories. Retail merchants may, 
therefore, be assured better workmanship, finish and appear- 
ance in the shoes they will receive for coming Spring season 
than has been possible during the unsettled conditions that 
have prevailed for two or three seasons back. 


\ LARGE manufacturer of misses’, children’s and young 


A Bonus Stimulus 


A plan used by this manufacturer that he feels has done . 


much towards stabilizing his help, even through the war time 
period when labor conditions have been chaotic, is that of 
paying to each employee who has been on the payroll for a 
year or more, a bonus equal to five per cent of his annual 
wages. The operatives as well as the regular salaried em- 
ployees appreciate this extra compensation and become more 
efficient and consistent workers. 

The bonus plan seems to be gaining in popularity in every 
line of industry and has a tendency to bring the firm and 
employees into closer relationship and engender a more 
harmonious condition. 

Which Comes First? 

In the opinion of this manufacturer there will be no 
appreciable decline in shoe or leather prices for a year 
at least, if at all. He sums the situation up in about 
this language ‘‘Shoes can not be cheaper till labor and 
materials entering into them are cheaper; materials 
cannot be cheaper till the labor producing them is 
cheaper.”’ 

Mr. Gompers, head of the American Federation of Labor, 
says labor can not be cheaper till the cost of living becomes 
cheaper and the cost of living can not be cheaper till com- 
modities are cheaper and the cost of commodities affect the 
price of labor. So after all the situation resolves itself back 
to a parallel of the old mooted question “Which was first the 
chicken or the egg”? 

Anyway we are not worrying about prices or fearing a 
decline. People are demanding good shoes; good quality of 
materials; good workmanship; good appearance and good 
fit. It is not a question of price so much as of goodness and 
satisfaction. So long as we give them these things at what 
they are worth our business will not suffer nor will the busi- 


ness of the retail merchants who sell them to the consumer 
suffer. 
Sizes the Big Problem 

We are insisting that our line be sold only to merchants 
who will buy it right; who will carry sizes enough to properly 
fit the customer who comes into the store. 

The statement of this manufacturer is borne out by 
another Mid-West manufacturer making a trade-marked line 
of good quality shoes. When prices began to soar several of 
his biggest customers became panicky; dropped this line and 
substituted something cheaper, but they are all drifting 
back. A month or so ago one of them came back and said 
he had enough of the lower grade stuff; they wouldn’t fit 
and they wouldn’t wear. He was informed, however, that 
the factory had taken on another account in his town and 
consequently could not sell him. Then he was up in the air 
and wanted the shoes made under another trade mark but 
this the factory would not do for him. 


Keep to the Grades 

Many instances of this kind have no doubt happened dur- 
ing the past year. Merchants have feared it would be im- 
possible to get the advanced price on the regular lines they have 
been accustomed to sell and have substituted a cheaper and 
inferior line and possibly too late have awakened to the fact 
that their customers have the money and are more interested 
in buying “quality” shoes than “‘price’’ shoes. 

A merchant who has built a reputation for selling shoes of 
quality and style and has gained the confidence of his custom- 
ers by fitting them carefully and accurately can ill afford to 
hazard misrepresentation and his good name by trying to do 
the impossible thing of merchandising shoes below his regular 
grades in order to keep within his former price range. 


Table of Operating Percentages 
A Valuable Guide to ‘“*‘Cost of Doing Business”’ 

At this time of the year retail shoe merchants are taking 
inventories of their stocks and making plans for better store 
management for the coming year. Many merchants will 
wish to arrange their operating expenses according to well 
established percentages. 

We are presenting in this connection a table of percentages 
compiled by the Bureau of Business Research, Harvard 
University, for medium-priced shoes. These operating 
expenses were figured for a store with an annual volume of 
business of one hundred thousand dollars. 


Number of salesmen, 9. 

Salary, 8.5 per cent of net sales 

Advertising, 1.5 per cent of net sales 

(Includes newspaper and street car advertising, 
novelties and incidentals.) 

Rent, 3.3 per cent of net sales 

Insurance on Stock and Equipment, 0.38 per cent 

of net sales 

Repairs of Equipment, 0.12 per cent of net sales.. 120 

P M’s, 0.35 per cent of net sales......... RR 

Bad Debts, 0.17 per cent of net sales : 

Total Expense, 20.25 per cent of net sales 

Gross profit on Merchandise, 26.6 per cent of net 





(No information tabulated to show profits on the various 
lines carried.) 
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To the Members of the 
N. 8S. R. A. 


W' note with pleasure 
the acceptance of the 

newer ideas and prin- 
ciples of interlocking co-oper- 
ation as set forth by the Presi- 
dent of F. BLUMENTHAL 
COMPANY at the St. Louis 
Convention. 


We hereby give the members 
of the N.S. R. A. our assur- 
ance that we will with all fer- 
vor push the plan to a success- 
ful conclusion. 


Fashion Publicity Company 


acting for and in behalf of 


F. BLUMENTHAL COMPANY 


WILMINGTON, DELAWARE 


i Oe of Glazed Kid and 
ites te of high class raw material.”’ 


‘‘The Record Output of the World’’ 
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Shoe Travelers as Style Pilots 


: By DAVE DAVIS 
Treasurer of the National Shoe Travelers’ Convention and Chicago Representative of Thompson Brothers, Inc. 


maker is not understood as it should be by the average 
retail shoe merchant; neither do the majority of shoe 
manufacturers give the traveler due credit in this direction. 

The average salesman is a student of times and conditions, 
he carefully watches the turnover on every style, pattern, 
new shade and last in his line; he is also careful to watch the 
results obtained by competitive houses, who sell the same 
customer. He obtains from the merchant data on the merit 
of his lasts, particularly their fitting quality. He gets the 
merchant’s view point of other parts of the shoe that lends to 
its attractiveness and selling qualities; he is always alert to 
learn the demands of the consumer which his merchant cus- 
tomer serves. 

Armed with all this information he is in better position 
than anybody else to dictate the style changes that should 
be made in his line from season to season. He therefore acts 
as a pilot to the manufacturer, and in most instances where 
his suggestions are favorably considered is able to steer his 
factory in a way that it will avoid the rocks and shoals of 


style wreck. 


7 + function of the traveling shoe salesman as a style 


Giving Advance Helps 


When he goes to his customer he is able to direct him cor- 
rectly in his style selection although months in advance of 
the season, when the shoes are to be disposed of by the retail 
merchant. 

The big buyers who make a study of styles and spend much 
time in visiting the various markets, are not so much handi- 
capped a3 the stay-ai-home-buyer who is more dependent on 
the traveling salesman as his guide in style selections. 

The traveling shoe salesman is only human, he cannot be 
in more than one place at a time. It is therefore, necessary 
to see some customers early in the season and some customers 
late. To the good salesman or the good buyer this has little 
significance as the styles are all set and the salesman knows 
almost to a certainty the lasts and patterns that are to be in 
big demand. ; 

Picking the Good Ones 


Local conditions naturally govern styles to some extent 
and are to be treated as they present themselves, but the 
chief factors that have determined styles for the merchant of 
any community heretofore, are known to the shoe traveler 
and will govern him in making style recommendations. The 
conscientious traveling salesman is careful to show each par- 
ticular customer the good things he should select. 

Many shoe manufacturers fail to realize that certain sec- 
tions of the country and certain’ communities in each section 
have peculiar ideas in style selections that should be recog- 
nized, and the traveling salesman who comes into direct per- 
sonal contact with these conditions is best equipped to cope 
with such emergencies. 

Every salesman has a few pet ideas as to style that to him 
are important factors in making up samples for his individual 
trade. When his line of a hundred or more samples are dis- 
played, he knows that the buyer can with reason, select only 
a small percentage of the styles represented in his line. The 
good salesman also knows that it is far better to sell less 
style but more sizes and widths, and will caution the buyer 
whether or not the buyer has kept a record of his sales show- 
ing the proportionate amount of business done on each par- 
ticular size and width. 


Never Overload a Customer 


It never pays to overload a customer. At times it is diffi- 
cult to get a line anchored in a store, as a line and after the 
shoes are once planted in a store it requires careful watching 
and cultivating to keep it there. It is by far easier to hold 
an old account than to secure a new one, but the most diffi- 
cult thing for a salesman to do is to revive a luke warm cus- 


tomer who has become indifferent through some negligence 


either on parc of the salesman or the manufacturer whom he 
represents. 
Tact and Diplomacy 

The position of the traveling shoe salesman is therefore, 
not only one of style pilot for the manufacturer and retail 
merchant, but one of tact and diplomacy. 

To be successful it is absolutely necessary for the traveling 
shoe salesman to merit full confidence of both his customer 
and his firm. To merit this confidence requires honesty and 
uprightness, clear concised thinking and aptitude to serve. 
It requires the stamina to stand for a square and equitable 
deal between his house and his customer. 





Do Merchants Determine Styles? 


A Lynn salesman started an argument the other day. He 
said that merchants determined styles. His friends insisted 
that he was wrong. One of them told him that the designers 
determined styles. Another told him that the people deter- 
mined styles, and added the remark that nobody could put 
over a style that the people did not want. 

However, the salesman stuck to his point. He said that 
merchants pick the styles that are to sell best. He added 
that they are often influenced in their judgment by the state 
of their stock. For instance, they will pick a new style when 
their stock is low. But they will refuse a new style when their 
stock is full. 

A Substance to the Argument 

Some substance there is to the salesman’s arguments. Cer- 
tainly, the designer cannot market a new style if the mer- 
chant won’t stock his new style. Nor can the customers 
buy the new style if the merchant refuses to stock it. 

It certainly looks as if the merchant had the key to the’ 
situation. 


“P M’s’’ and Thrift Stamps 


A suggestion for the use of P M money is contained in 
the action of the sales people of a certain New York retail 
store who formed a Thrift Stamp Society. 

Somebody proposed to the manager that all these com- 
missions be slipped into the pay envelope separately and in 
small change. The idea was instantly adopted and resulted 
in enthusiasm—it put everyone on his mettle, so to speak. . 
Not only were the employees benefited by this extra saving 
but the management was benefited by extra sales. 

In these new times of peace, it is well to continue for 
personal and permanent profit the thrift habits acquired in 
war days. This result of thrift on the part of the retail clerk 
will form that snug nest egg set aside for the rainy day 
safely invested in the United States Government security 
and will show a greater volume of business for your store. 
Why not organize a Thrift Stamp Society? 
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The Peerless White Shoe Fabrice 


A snowy-white cloth scien- 
tifically constructed for 
shoe purposes and endorsed by 
over three years of use in hun- 
dreds of thousands of pairs. 


Handsome—Durable—Economical 
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Annual Banquet of the Southern 
Shoe Salesmen Association 


The annual banquet of the Southern 
Shoe Salesmen Association was held 
at the Boston Shoe Trades Club on the 
evening of January 15. 

The toastmaster on this occasion 
was Guy P. Moses, president of the 
Southern Shoe Salesmen Association. 
Among other speakers at the banquet 
were Everit B. Terhune, president of 
the Boston Shoe Trades Club, Lieu- 
tenant Mark A. King, U.S. A., who 
has seen actual service in the World’s 
War, and whose talk was a_ most 
interesting one. Last, but not least, 
there was an unusually good enter- 
tainment furnished in the way of 
vocal, instrumental music and dancing, 
which included some of the best 
talent in the East. 

The Committee of Arrangements was 
composed of Chris. S. Briel, Leonard F. 
Burdett, Edward Cox and W. E. 
Crowley. 


Los Angeles Shoe Travelers Club 


A new organization of shoe travelers 
has recently been formed in Los Angeles. 
This association has a membership of 
about seventy-five. 

Through the combined efforts of some 
of the leaders, this association has made 
good headway with their organization 
which came into existence on Decem- 
ber 3d last, and is called the Shoe 
Travelers’ Club of Los Angeles. 

This club was formed for the social 
and business welfare of its members, 
and the officers feel that possibly some 
day they may be affiliated with the 
National Shoe Travelers’ Associa- 
tion. 

A cordial invitation is extended to all 
shoe travelers to visit this club when in 
Los Angeles. William Paget, manager 
of the Angeles Hotel has donated: to the 
club two very beautiful rooms for its 
use. 

The association is very strong in its 
appreciation of this kindness, and 
wishes to thank Mr. Paget, through the 
“Recorder” for his generosity. 


Renna Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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Manager Ohio Territory for Hy- 
grade Shoe Works 


E. A. Kassell, who handles the Ohio 
territory for the Hygrade Shoe Works, 
making his headquarters at the Winton 
Hotel in Cleveland, starts on his Spring 
trip around the middle of January. 
Mr. Kassell is very enthusiastic about 
the Spring line and about prospects in 
the territory he covers. He has been 


E. A. KASSELL 
; Cleveland Headquarters, Hygrade Shoe Works 


connected ‘with the Hygrade Shoe 
Works for the past few years. Prior to 
that he was in the retail shoe business 
in New York, and is thoroughly familiar 
with the requirements of the trade from 
the standpoint of the retail merchant. 


From Navy to Findings 


Charles Laing, son of George. T. 
Laing of Laing, Harrar & Chamberlin, 
has been mustered out of the U. S. 
Navy and has resumed his work on the 
sales staff of the house. Mr. Laing will 
leave immediately for his territory in 
the Middle West and will continue his 
trip all the way out to the Pacific 
Coast, leaving within the next few 
days. 

Business with the house, Mr. Laing 
stated, is unusually active for this time 
of the. year. Usually it is a quiet 
period, but he finds that the trade is in 
need of practically all lines. From now 
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on the sales activity will most largely 
be confined to the lines particularly 
adapted for the Spring season, and Mr. 
Laing anticipates an active business in 
this field. 

Back in Boston 


Chris. S. Briel, who travels South for 

Slater & Morrill, Inc., is now back in 
his home town enjoying Boston baked 
beans every Saturday night. And so 
he will continue until he has to pack 
his samples in his old shoe trunk and 
set forth on his Spring trip to the 
Sunny South with the same old smile. 
- Incidentally, “He is some winter 
sport,” as we are told by a certain 
South Shore shoe salesman who 
happened to catch Chris. when he was 
out coasting with his family of three 
live kids—“‘He certainly had some job 
on his hands to keep his youngsters 
from getting numerous bumps and 
bruises.’’ The “‘Recorder’’ wishes Chris. 
a Happy New Year. 


Conservation of Traveling Men 
By H. 8S. PORTER 
Socttavéling Shoe Seleamen, Kanes City, Mo.” 

In these times, when Conservation is 
essential to our national welfare, why 
not adopt a rule for the conservation of 
traveling men? 

Why keep a traveling man hanging 
around your store for hours waiting for 
a chance to talk to you, when in all 
probability, you could finish your usi- 
ness with him in five or ten minutés? 

One of the things that adds to the 
cost of doing business is the high cost 
of keeping salesmen on the road. 

If you don’t believe it, ask the next 
traveling man who comes in what his 
expense account was for the previous 
week. 

The longer a traveling man has to 
stayin your store, waiting for you to 
get ready to listen to him, the more 
traveling men that house has to keep 
on the road in order to cover the terri- 
tory. ; 

Help the traveling man conserve 
time. He appreciate it. And it 
won’t hurt you a bit. 
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Our Foreign Department 


is equipped in every detail to handle your foreign business intelligently and efficiently. 
Bills negotiated and handled for collection. 
Cable orders of payment executed in all parts of the World. 
Commercial Letters of Credit granted. 
Drafts issued on all points. 
Foreign monies bought and sold. 
Contracts for exchange concluded. 
Travelers’ Letters of Credit and Travelers’ Checks issued. 
We will be pleased to supply information regarding any foreign financial trans- 


actions. 


The First National Bank 


of Boston 


Capital, Surplus, and Profits, $27,000,000 
Resources . . . . Over $250,000,000 


Branch at Buenos Aires, Argentina 





Copper Protected Tips 


THE GREATEST VALUE| WM oevuttoumene 
IN OBTAINING im RETAIL SHOE DEALERS 


, Here are the FIFTEEN distinct business-. 
Family building FEATURES contained each 


month in th 


Trade 


Given EXCLUSIVELY to one live dealer 


in each town 


MADE TO WEAR AS WELL iz 
AS TO LOOK WELL ee. Shenae oe on over tenens 

HAVE YOU TRIED THEM? \ MERCHANTS SERVICE 
- New York 


THE A. S. KREIDER CO. Vee 


NEW YORK CHICAGO 
ST. LOUIS PHILADELPHIA pITTSBURGH 
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Food for Thought 


S it not significant that three-quarters of our ac- 
counts are closed by Trade Acceptance? 

Would our customers sign a definite liability with a 

definite due date if our merchandise and policy were 

undependable? 

Can a concern be doubted as to its honesty of mer- 

chandising policy when it spreads its guarantees 

before the trade on the printed page? 

We guarantee our shipments to be a substantial, 

accurate fulfillment of sample. 

Trade acceptance and dependable merchandise 

are each the cause and effect of the other. 


Can you afford to take chances when assured ship- 
ments are offered? 


The shoes you order are the shoes you get. 


P. J. Harney Shoe Company 


Lynn, Massachusetts 
Boston Office and Coast Distributors 
Salesroom H. S. Bell & Company 
183 Essex Street Los Angeles 
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“HUBTIP” 82, METAL TIP” SHOE LACES | 


HAVE ALWAYS STOOD FOR THE BEST VALUE OBTAINABLE. 
YOU KNOW IT, AND YOUR CUSTOMERS ARE RAPIDLY 
LEARNING THE REASONS OF “HUBTIP” SUPERIORITY 

BEST BRAID BEST TIP 


No Metal Tip to Fe off or fray out. No Metal Tip to wear tinny. 
UBTIPS always stay on the lace. 


w ee 4 Ww 
r & HUBITTIP 
2 : #23 PAT. OCT. 18 iBOo4q 
a = F i a ; UBTIP” Shoe ce nsequent t : 
a é 


Women’s or Strin - —* eet 90.28 ae 8 or ay 8 $3. on 
27 i In. per gro. trings ... ~ 75 in. per gro. Strings .. . .$3. in. per gro. trings.. 
30‘ ” 2.85 40 “* able ed 54 “* 4.30 


on 














Men’s ‘si in. per gro. Strings... — G ASSORTMENT CABINET D ASSORTMENT CABINET 
36 pair 36 in 
F pda CABINET — - =a 
7a eee Le) 


24“ ’ A ASSORTMENT CABINET 
E ASSORTMENT CABINET 36 pair 36 in ORDER A TRIAL CABINET 
“ “ t. 


36 pair + in 18 45 e 
36 * , -—; <A ; COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO. --Mfrs.--Boston and Chicago, U. S. A. 


ee: He 


Indispensable Tool TT 4 ) ) YY , i 
| Hi ily , 




















for Shoe Dealers 


Q 


x lll 
A= Ii) 7 
UNIVERSAL l a A 5 ti 
LACE TIPPER i i on who boosts for your store gives 
_ —_— you the most valuable adver- 
tising attainable. 
It is this publicity that 
Honorbilt Shoes get for 


The “Universal’’ Shoe Lace Tipper replaces tips in- you. They make people talk about 


stantly by simply pressing the handles. Made of : 
tempered steel—will not break. Highly polished and you im a way that creates 


nickel-plated. e 
GUARANTEED—We will replace any Faulty Tipper business for you. 


on receipt. Saves its cost on one busy day. 
F. Mayer Boot & Shoe Co. it 
Price $1. 25 each Milwaukee. Wis. wt 





i 


| 


Special discount to Jobbers. 


A 
yl tl 

Send for catalog of Shoe Lasts & Stands, Mogle Jacks, at a f ql gill \ | 
Lap Lasts, Nail Cups, Heel Plates. etc. ‘eye 


THE ROOT-HEATH MFG. CO. 19 i nh De 
PLYMOUTH, OHIO, U.S. A. a ee ty ih ; 





N. Y. Office, 90-92 W. Broadway, D. N. Winner, Mgr. 












































This is an exact repro- 
duction of the military 
heel on MACO ARCH 
D-FEND-R SHOES. 




















An exact reproduction of 
the insole (showing indenta- 
tions at points 1, 2 and 3) 
used in MACO ARCH 
D-FEND-R SHOES. 


An exact reproduction of 
” 

stylish effect to Me CS 

SHOES. EN D-R 








\ Shat Insol— 








makes possible the 


Mulotary Heel «2 Narrow loe 


Ca 20m C™.)> 


MacoAvrch D-fender Shoes 


HE only shoe made which fully and properly 
supports the arch and at the same time gives a 
stylish and dressy appearance to the foot. 


Get the arch supporting shoe business of your city— 
show your trade the MACO—t will sell itself. 


The soles will last one-third longer than soles of the 
ordinary shoe, the heels won’t run over, corns and bun- 
ions will automatically be removed, the foot is given 
every comfort and protection. 


The MACO ARCH D-FEND-R SHOE has proven 
its full worth. It is a constant sales repeater. Two 
years of a constantly increasing list of customers who 
reorder regularly is the best proof in the world that 
the MACO ARCH D-FEND-R Shoe is everything we 


claim for it. 


One of the points of the secret process of making this 
shoe is indicated by the indentations on the insole here 
illustrated (see points 1, 2 and 3). This permits the 
bones and muscles of the foot to rest evenly on the 
entire surface of the insole and prevents that upward 
yi negate pressure which frequently causes broken 
arches. 


If we have no dealer in your city selling MACO ARCH 
D-FEND-R SHOES write us at once for samples. 


SOATMIMNGSCTKCNZ 


Atti stic = takers 
S/HTQE 


Cincinnatl 


Welts and Turns Exclusively 


Hes 


are stylish—very stylish 
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Prevention Is Better than Cure 





HE arches of the feet are the foundations upon which the body rests. 
Increasing years bring increasing weight for the arches to carry. When the 
arches are weakened or broken down, they are no longer giving efficient service;, 
pain of body comes and peace of mind goes; and unless remedies are applied, health 


and happiness vanish. 

Prevention is better than cure. Build 
your bridges to bear their burdens. 
Good shoes are the secret of good feet 
under modern conditions of life and liv- 
ing. Weakened and broken-down arches 
can be prevented, and, when existent, 
made normal by shoes which are so 
equipped that contours are preserved, 
soles made firm and rigid, and the pres- 
sure of weight on the feet distributed and 
the bony arch structures given a chance 
to strengthen and normalize. 

Shoes equipped with the CRAWFORD 
ARCH-SUPPORTING SHANK are the 
cure of the evil of weakened and broken- 
down arches. It is a rigid, unbreakable 


arch of steel, locked to the insole, im- 
movable, devoid of friction; 


it preserves 


T 





RIVET 
LOCKING SHANK TO INSOLE 


United Shoe Machinery 
BOSTON 


the line and shape of the shoe, prevents 
breakdowns in sole and structure and re- 
moves the defects that bring on arch 
injuries. 

The CRAWFORD ARCH-SUPPORT- 
ING SHANK is not an experiment; it 
is a practical accomplishment; a triumph 
of trial and test, which has given an 
added value, a smarter appearance, and 
a longer life to the shoe; and comfort, 
peace of mind and arch security to the 
wearer. 

Manufacturers use them; retailers call 
for shoes equipped with them, and cus- 
tomers who have used them once, repeat. 
The bridge that bears us over safely we 
trust and use again. 


SHANK 


Corporation 





Auburn,’ Me.. .87 Main 

Brockton, ‘Ma Shes sek .93 Centre Lynn, Mass..... 
Chicago........ 18 South Market arlboro, Mass 
Cincinnati........ 708 Broadway Milwaukee...... 


Haverhill, Mass...... 145 Essex 





BRANCH OFFICES 
Johnson City, N. Y.... 


New Orleans... 





124 Main eee 37 Warren 

er 306 Broad Philadelphia. .. 221 ho 13th 
as eet 11 Florence Rochester, N. Y........130°Mill 
...-258 Fourth ie ee 1423 Olive 


216 Chartres 
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Another Epoch in Our History 


The coming of the Norsemen is one of the big epochs in American 
History.. The steamboat, the railroad and the cotton gin are mile 
stones in our progress. = iat 


The ‘Billiken Shoe marks.another chapter in progressive American 
inventiveness. In fact,:Billikens are about the only notable improve- 
ment made in the last decade in children’s footwear. 


Buy Billikens! ; 
The wonder shoe of the 20th Century 


M<Elroy’Sloan 


Saint Louis — 
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The Year’s Trade Starting Fairly 
Well 


The Boston leather district is taking 
on a semblance of activity, and really 
there is a pretty lively business doing, 
considering that the week now closing 
is the first full week of the year. Usually 
the first week or ten days are devoted 
more to taking inventories than selling, 
and the fact that considerable sales 
have been booked for sole and upper 
leather of various kinds and qualities, 
for immediate cutting or for sending 
abroad serves to make the week some- 
what exceptional. 

The list of visiting shoe buyers grows 
daily, and while leather buyers are not 
listed to so thorough an extent, they 
are present also, as they have been 
steadily and frequently. There are 
shoe manufacturers in the city whose 
main purpose is to see their competitors 
styles, but they are, some of them, prowl- 
ing around the leather district, and pick- 
ing up needful stock. The outlook is 
for a heavy call for most leathers within 
a week or two, though some of these, 
needed for foreign parts, may lag some- 
what because of the difficulty of secur- 
ing cargo space and export licenses. 
Under such prospects for domestic and 
foreign call, prices are held more strongly 
than during the previous two or three 
weeks. 


SOLE LEATHER 


Export Demand Greater than 
Domestic 


There is a heavy export enquiry, and 
a considerable amount of business is 
being done for shipment abroad. Other 
than this, trade has been but moderate. 
Every day the past week has shown an 
improvement over the previous day, 
and in a week or so a heavy business is 
expected. The foreign purchases are 
numerous and sizable, but in most cases 
it must be held until opportunity comes 
for shipment. Buyers are purchasing 
now in expectation of higher quotations 
as soon as the shoe manufacturers here 
begin purchasing largely. The sales of 
offal are particularly large. Dry hide 
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hemlock is in fairly active demand, sell- 
ing at 50c, 47c, and 43c for numbers 
1, 2 and 3 in heavies, and slightly lower 
in middle and light weights. Union 
backs have sold for export, mostly to be 
stored until ships can take them. 
Heavy steer backs have sold at 70c, and 


some are now held at 75c. Cow backs 
in but small supply, and sell at sight at 
65c to 70c. Oak sole has been in good 
demand on foreign orders, but raise in 
prices has checked the sales somewhat. 
Prime packer bends have sold at 94c 
to 96c, with lower grades proportional. 
Oak backs quoted 77c to 82c according 
to tannage. Belting butts have sold 
well the past two weeks, quotations 
running from 95c for No. 1 to 86c for 
No. 3. 

Offal of all kinds has been going well, 
mainly for export to: England. Oak 
heads have sold to large amounts at 


18c to 20c. Union and hemlock heads 
quoted at 13c to 14c. Oak steer bellies 
25c to 35c. Union bellies, 16c to 24c 


for cows, 17c to 25c for steers. Hem- 
lock bellies, 13c to 16c. Double rough 
Oak shoulders quiet. .Union shoulders 
45c to 52c. Hemlock shoulders 25c to 
30c. 


UPPER LEATHER 


Fine Leathers Well Sold Up 
Foreign Call Good 


There is no oversupply of any desir- 
able kind of upper leather in the market. 
Tanners have been curtailing their out- 
put for some time and now, with the 
increasing foreign call, and expectations 
of a good domestic demand within the 
next few days, there is little enough to 
keep prices strong. Some good sales of 
calf are reported, colored at 68c to 72c, 
and blacks 55c to 65c. Chrome side 
leather is scarce with demand active. 
A considerable amount of stock tanned 
for Army shoes is available, with no de- 
mand. Patent side leather selling well 
in lower grades for export. A good 
domestic market for better grades ex- 
pected. Waxed splits are scarce. 
Chrome splits, ooze finish selling moder- 
ately. Flexibles in good call. Glazed 





her Market 
ew of Leather 
Supplies and Prices 
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kid held firmly because of advances in 
raw stock. Manufacturers booming 
colors, with evidence of success in secur- 
ing demand. Sheep leathers quiet, 
with prices strong. 


A Quiet Week, Call Mainly for 
Extremes 


The Boston hide market is mode- 
rately active in certain directions, but 
on the whole, rules quiet. New Eng- 
land hides are coming in fairly well and 
held at 20)4c for 45 pounds and up, 
and 21% for lighter weights. These 
are car lot quotations, and smaller lots 
lc higher. Tanners disinclined to pay 
within lc to 2c of these rates. Ohio 
buffs are held at 2lc and extremes at . 
22c. Tanners are buying extremes, but 
decline to pay quotations for buffs. 
Southern hides show limited _ sales. 
Best northerns are held at 20%c to 
21\%c, middles Ic less, and for south 
2c less than these prices. 

The Chicago packer hide market was 
very quiet last week, and at present 
writing has no assumed importance, 
though the prospects are for a good 
business within a few days. What 
business is being done is at full prices, 
but most packers are sold ahead up to 
January 31, when the time limit for 
maximum was to expire. Some mis- 
understanding as to whether it has not 
already expired with the going out of 
the War Industries Board is retarding 
business. 

The Chicago calfskin market con- 
tinues strong with stocks small and de- 
mand active sales of packer and city 
skins are at 40c. New York City calf- 
skin market still quoted $3 60, $4.50, 
and $5.40. 


Four thousand, two hundred and 
ninety-seven men, employees of the 
United States Rubber Co., entered the 
army and navy during the war. 
Colonel Colt promises to provide work 
for everyone who cares to return to the 


’ Company. At least thirty have lain 


down their lives for their country. 











N 
bo 


BOOT AND SHOE RECORDER Jan. 18, 1919 





Working for the Home 
Folks Again 


NLY a few weeks ago we were working 100% 
for the comfort of Uncle Sam’s boys abroad. 


We had to deny our dealers and our home folks the 


“ U.S. “Protected” Rubber Footwear they wanted so 


badly. 


But over night, restrictions have disappeared and we 
are back on the job for you and your customers with 


the U. S. “Protected” Rubber Footwear that they 


have been denying themselves. 


Every Man Out-of-Doors 
~ Needs Rubber Footwear 


and he has the money to-day to buy the kind he 
knows feels better on his feet and lasts longer. 


Now is the time to stock Ni oa on U. S. “Pro- 
r. 


tected” Rubber Footwear, ealer. If your stock 


is like that of most stores you need U. S. “Protected”. 


Rubber Footwear badly. Today is the time to rush 
your order to the nearest distributor and get the goods 


you need. 


United States Rubber Company /% Te 


New York 




















Jan. 18, 1919 


The Rubber 


Weekly 


CHUAAUAAANUOHUNAARADUAYOOOADAUADUARAUOAVOROMOGOQUDEQNSLULTCAUOAAGOCQNAUAGQUIAUNUALUOCACASONGQLALAUANLGGCCCQCUCCCCAUQUEULUOCUCUCAAUEOOGCOAUALEUMAAILL 


BOOTS AND SHOES 
Factories Running Full to Order 


There is no let-up for the rubber 
footwear manufacturers at present. 
Everyone is fully as anxious to find 
workmen and workwomen as he is to 
take orders. The new price-lists are 
-out, and the time for taking orders 
for next fall delivery has come, but 
there are uncompleted orders on the 
books which should have been filled 
three, four, and six months ago, and 
would have been delivered had not 
‘Government work been given preference. 
Now that there is a cessation of Army 
-and Navy demand, these delayed 
-civilian orders are being hustled through 
for the goods are needed and are being 
gladly accpted by the customers. 

The weather in the Fall was less 
severe than normal and the lack of 
‘heavy goods was not so strongly felt 
as would have been the case under 
ordinary conditions. But the last few 
weeks has tended toward a good demand 
for both heavy and light-weight rubbers, 
.as well as boots and lumbermen’s. The 
trade appreciates the action of the 
manufacturers in making no advances 


in any lines, and in reductions in prices’ 


-of most needed goods. This is some- 
what surprising under labor costs and 
high prices of materials, but as a leading 
official of a prominent rubber concern 
states, it is hoped that through im- 
proved system and efficiency the output 
-can be not only increased, but improved, 
and thereby the present prices give 
sufficient returns to warrant their 
continuance. 


TENNIS LINES 
The Spring’s Supply Probably 
Ample 

The situation in regard to tennis lines 
is somewhat similar to that of rubber 
footwear, except that there are no 
special lines which are more needed 
than others. The whole scope, from 
the cheapest “sneaker” to the finest 
Summer shoe, is in demand, and every 
factory making these goods is working 
‘on orders for early Spring delivery. 
The call for the working shoes made by 


Market Review of Rubber 
Footwear, Supplies and Prices 


these companies is growing, not heavily, 
but steadily, and there is no doubt that 
such shoes, in time, will find a place 
as a staple line to be carried by the 
stores catering to medium and low- 
priced trade These shoes have proven 
their value, both in wearing qualities 
and in comfort, and it is but natural 
that the demand will grow steadily. 


CRUDE RUBBER 


All Restrictions of Importation 
Removed 

The crude rubber market shows no 
great additional activity. Although the 
manufacturers of rubber goods will un- 
doubtedly need a great deal of rubber 
within a short time, they seem to show 
no anxiety to purchase very far in 
advance of their needs. 

Stocks on hand are not very large and 
as a rule brokers and dealers are fairly 
well satisfied to hold, believing that 
prices are more likely to advance than 
recede, in fact, the Far East markets 
show a distinct hardening and in many 
cases advance in prices over two or 
three weeks ago and if transportation 
is afforded a large amount of rubber is 
likely to be received within the next 
few weeks. 

As it is, however, spot prices are 
somewhat higher than forward quota- 
tions. 

Some trouble with cable communica- 
tion last week has kept people here 
guessing to a certain extent but the 
market quotations remain practically 
the same as printed in our last week’s 
report, the only changes being shown 
in the following table: 

Upriver fine para 

PE DE. oo. ois as is 0 
Upriver coarse 

Islands coarse 

Caucho ball upper 

Caucho ball lower 


First latex pale crepe 

Smoked sheets 

Brown crepe 

Centrals and Mexicans 
Guayule wet 

Guayule washed and dried.. .. 


pie 


PUTT 


MMMM 


SCRAP RUBBER 


Demands Still Quiet and Prices 
Low 

The market for scrap rubber is still 
very quiet, though it. is expected to 
become more brisk within a few weeks. 

A leading paper devoted to scrap 
materials of all kinds states that the 
scrap trade has been waiting patiently 
for the coming of better business but it 
certainly has not expected this to ma- 
terialize during the last days of Decem- 
ber. The stage is believed to be set 
for good business with the turn of the 
year. As pointed out previously in 
these columns, normal peace time opera- 
tions, without restrictions on the use 
of rubber, crude or reclaim, have been 
profitable ones, whereas duriug the 
control of the rubber manufacturing 
industry there was a deep cut in the 
consumption of reclaim. 

We repeat our prices of last week 
as follows. 

Boots and Shoes $7.75 to 8.00 in 
Eastern markets, $7.30 to $7.50 in 
Chicago. 

Trimmed Arctics, $6.25 to $6.50 
Boston and New York; $6.15 to $6.40 
Philadelphia; $6.00 to $6.30 Chicago. 

Untrimmed Arctics, $5.00 to $5.50 
Boston and New York; $5.00 to $5.25 
Philadelphia. 


RUBBER NOTES 
Facts and Gossip in the Trade 


R. W. Ashcroft, advertising manager 
of the United States Rubber Co., and 
several officials of the United States 
Tire Co., have started on a tour 
through the South, to inspect the out- 
door advertising, and the Southern 
branch stores. 

George W. Perry, for many years 
manager of the St. Louis branch of the 
United States Rubber Co. has retired. 
A handsome watch was presented to him 
at a dinner given him last month at 
the Waldorf-Astoria Hotel, New York. 

An interesting estimation of the rub- 
ber and tennis situation, by Byron S. 
Watson, in the account of the National 
Boot and Shoe Wholesalers’ meeting 
on another page in this issue. 
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Buyers’ Easy Reference a 
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Duane Puoe G. 


143 Duane St., NEW YORK 


Factory, Brooklyn, N. Y. 
Manufacturers of the celebrated 


Duane Shoe De Luxe 


The ultimate in Women’s,Turned Footwear 


IN STOCK 


Sample Pairs gladly sent on request 








nay Tere Tee 4 


ee TTT TTT Ter 


We have for 
IMMEDIATE DELIVERY 


Subject to previous call 


OVERGAITERS 


Felt and Cloth. 8, 9 and 10 Button. 
In Black and Certain Shades 


Also a special line of 


FELT BOUDOIR SLIPPERS 
AT INTERESTING PRICES 
Write Us Your Requirements 


one Harrar & Chamberlin 


43 N. Third Street Philadelphia 


) 


Rinaiidl Walker Company 


Famous for CLEAN shoes 





FSS SSeS eee See eee eee eee 








E Coburn \ : 
Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 
Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 


Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 











at 

Our Motto— 
Children’s Shoes of 
Quality 





In-Stock 
Welt Scuffers 


5-8 8-11. 


Patent or 
Gun Metal 











Prices on request 


Kalt-Zimmers Mfg. Co. 
MILWAUKEE, WIS. 














A BOOT for NOW 


Black Kid Polish, Good- = 

year Welt, Simulated Tip, 

18-8 Military Heel : 
AtoE 24to8 


$5.75 


Same in Gun Metai Calf, 
Cabretta Top, $5.50 


122-124 Duane St., New - City 7 








What Are You Going to Do About It— 
When fire sweeps through your store and 
tongues of flame mercilessly lick up every- 
thing. 

Imagine your position. It is serious in the 
extreme. Take the matter of protecting 
yourself from such a fate, up with us. We 
will issue a policy covering you at a cost 
25 per cent below some forms of insurance 
not a bit more protective. 


Fitchburg Mutual Fire Insurance Company 
FITCHBURG MASS. 


The city of 141 diversified industries, 
99% of which are locally owned 








Fhe quality chee trees Sue ovary ! 
requirement. At all jobbers. 
specify ‘‘Nufashond.” Samples upon request. 
The Narrow Fabric Co., 
Reading, Pa. 
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GUARANTEED for 75 DAYS 


TRED-LITE STEPPERS—the hard-wearing, non-busting, run, fun and play shoe 
for the active outdoor boy! The only line of children’s shoes made the soles of which 
are guaranteed against wear and tear for 75 days! ! 





Dark Brown Button Black Button 
796 —— 5-B, Mme BOG... wc ccs cceces $1.75 805 — 5-8, spring heel 
794—8 14-11, spring heel 2.00 806—814-11, spring heel................... 2.00 
795—1114-2, medium heel ® 807—11}4-2, medium heel......... ieee 2.25 


Dark Brown Blucher Black Blucher 


798—1144-2 


Value Unequaled! IN STOCK! Ready to Ship! 
ORDER NOW! 


HENRY KLEINE & CO. 
CHICAGO, ILL. 
Where Your Money Goes the Farthest 
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A sturdy, flexible, 
good wearing shoe 
full of comfort. 
Made for particular 
trade by the largest 
manufacturers in 
the world of chil- 
dren’s shoes. 
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A Spring Number Ready to Ship 
Gun Metal McKay Sample a Pair 
sINBAc A Quality Shoe Spring Catalog 


7-inch Soon y 
isses’ -2. .$3.00 
elthy-Fat” Mise") 268 ~— SINBAC 


Childs’ 6-8 .. Chicago 
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making is an absolute Wy 
necessity. ¢ 


Pica priced shoes 
for women can be made 
stylish, cand well. AE EB. 

ays are peculiar! 

au G tha nee 0 
the wer pomnes wo- 
man who desires grace- 
ful,snap IPPY footwéarz 
at a moderate price. 


Allen Foster, Brid oor 


mc aa SPEC ‘Mae 


Boston Ofne—> 907 Essex St. 
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MERCHANTS AND 


MANUFACTURERS HAVE 


AGCEPTED CLOTH TOP 
BOOTS AS A POTENTIAL 
FACTOR IN THEIR LINES 


q From every angle of manu- 
facturing and merchandising, 
the cloth top boot exercises a 
definite function. It fulfills all 
the requirements of style, it 


fulfills all the requirements of 
construction and workman- 


ship and fulfills all the require- 


ments of wear. 


-@In the actual test on the 
basis of 5,000,000 sales last 
year, the public was satisfied 
because cloth tops, it was 
found, kept their color, not 
only under exposure to sun- 
light and weather, but also 
under the active_application of 
cleaners suchas benzine, naph- 


tha_and soap and water. 


AND WHAT IS FAIRER 
THAN THAT? 


SLE stein tec 


9 Spruce Street 
New York City 


. 67 
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prices to possess 


Reed Ohlks 


Our designers 
have succeeded 
in roducing a 
line of marked 
individuality in 
style and fit~ 
two recognized 
features. 


P*Reed & Co, 


ROCHESTER,N-Y. 
New YORK OFFICE 
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News in Shoe Markets 
and Merchandising, 
ments in America’s Shoe Centers 
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Cincinnati 


New President for One of the 
Largest Shoe Concerns in 
the Middle West 

With the retirement from active busi- 
ness on January 2 of Val Duttenhofer, 
Jr., president of the Val Duttenhofer 
Sons’ Company, Cincinnati, Ohio, one 
of the oldest and largest factories mak- 
ing women’s medium and high grade 


Jos. H. Rieckelman, secretary-treas- 


urer, will be elected vice-president 
and treasurer. He has been connected 
with the firm for over twenty-five years. 
He has increased his holdings in the 
new deal, and is one of the leading finan- 
ciers of the Queen City; progressive, 
and a keen systematizer. 

They will be supported by a carefully 








JOHN DUTTENHOFER 
Who Will Be the New President of the Val Duttenhofer 


Sons Co., Cincinnati 


footwear, will elect new officers at the 
next meeting of the board of directors. 

John Duttenhofer, the president, has 
officiated as vice-president of the com- 
pany. He has been associated with his 
brother, Val Duttenhofer for over 
thirty years and has purchased his 
brother’s entire interests. John Dut- 
tenhofer is an enthusiastic leader of 
great ability and thoroughly familiar 
with every detail of his business, hold- 
ing as his guide in all his actions the 
best that is known in the art of shoe 
making. 





selected organization of young men 
who have grown up with the company 
and who are recognized as experts in 
their various positions. 

The Val Duttenhofer Sons’ Campany 
began. business in 1888, on a small capi- 
tal, making sixty pairs of women’s shoes 
a day, now having a manufacturing 
daily capacity of five thousand pairs of 
women’s turn, welt and McKay shoes. 

The name of “‘Duttenhofer”’ is well 
known from Maine to California. The 
firm takes great pride in the fact that 
hundreds of prosperous dealers who 


TM 
A=) 


Develop~ 


MULLET 


started in business back in the early 
nineties are still on their books. They 
claim that their great success is due to 
their liberal policy of co-operation with 
dealer, salesman and factory. 

H. N. Lape, sales manager of the 
Julian & Kokenge Co. has succeeded in 
getting the Washington authorities to 
accept his resignation as a director of 
camp service for the American Red 
Cross in the South. Mr. Lape expected - 
to ‘‘don his citz’’ on Wednesday, Janu- 


JOS. H. RIECKELMAN 


Who Will Be Vice-President and Treasurer of the 
Val Duttenhofer Sons Co., Cincinnati 


ary 15. He was one of nine Red Cross 
colonels in war service. 


W. A. Julian Elected President 

W.A. Julian, of the Julian & Kokenge 
Co. was elected president of the Duck- 
worth Democratic Club of Cincinnati 
last week at a dinner held by that club 
at the Sinton Hotel. In his inaugural 
address, Mr. Julian threw a new light 
upon what politicians. should be amongst 
the people of their communities. He 
said: ‘‘Politicians should be leaders of 
the people, and not ashamed of their 





Womeris Shoes ~ | 








P. J. Harney Shoe Co. 
Factory, Lynn, Mass 


Boston Office 
183 Essex Street 











Tober-Saifer Shoe Co. 


“NOVELTY [BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 











The House of Service 


1312 Washington Av., St. Louis, Mo. 
Novelty Footwear 
IN STOCK 


7 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 











Suz @. 


WOMENS SHOE SPECIALTIES 
1508 WASHINGTON AVE. 
St. Louis.Ma 


Novelties in Stock 
For At Once Shipment 












The Easiest Selling House Shoes 


Large Ww. 
Variety —_ 
4 in , Turns 


vases T 


Lane Brothers Co. aciecntt ave. Boston 








W.C. Cushman & Co. 
FLOOR JOB SPECIALTIES 
In Women’s Welts and McKays 
When in Town Call on Us at 


403 Albany Bid., Boston 


New York Office, Duane St., Room 32 








The Line of 100 Styles 
mfort 








TIMSON BROS,, Inc, 
Besten, Mass. 








SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties ; 
what to use and where to get it, 
Recorder” 


> 2 pee ae" service to 
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profession. Civics should be taught in 
the public schools and everyone, young 
and old, encouraged to take an interest 
in politics, for this means more intelli- 
gent government and better laws.”’ Mr. 
Julian has for many years taken an 
active interest in the civic affairs of Cin- 
cinnati, giving much of his time in solv- 
ing problems for the betterment of the 
city, in spite of his duties at the factory. 


Many Eastern Visitors 


This market has had many visitors 
during the past week, most of whom 
consisted of the Eastern retail merchants 
and manufacturers who attended the 
National Convention. They stopped 
over in Cincinnati for a day or two and 
paid a visit—some for the first time— 
to the local shoe factories. 


Frank X. Owens IIl 


Frank X. Owens, president of the 
Manss Owens Shoe Company, returned 
from the National Convention last Wed- 
nesday, and was forced to go to the 
hospital that night. He is reported as 
having a serious case of the influenza. 
Mr. Owens has many friends in the 
trade, and it is hoped that he will 
rapidly recover. 


A Satisfactory Mark 


W. E. Geisting, manager of the Regal 
Shoe Store, stated this week that his 
business for the year just past has 
totaled up into a very satisfactory mark, 
and that the new year thus far shows 
every sign of being still better. The 
movement of footwear at the Regal 
Store since the holiday season has been 


. trip. 
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better than previous years, and this 
good business is expected to continue 
according to Manager Geisting. 


An Enormous Volume of Business 


W. T. Dennie, popular last man for 
the Rebhun Last Company of this city, 
returned to the factory this week after 
attending the National Retail Shoe 
Dealers’ Convention at St. Louis and 
found telegrams from many of the 
largest manufacturers in the East and 
Middle West asking him to call on 
them at once. Mr. Dennie reports an 
enormous volume of business for the 
year just past. 


Notes of Men and Events 

J. P. Orr, president of the Potter Shoe 
Company, with two other prominent 
Cincinnati men, purchased the Havlin 
Hotel interests last week. The Havlin 
is one of Cincinnati’s largest and finest 
hotels, and is the stopping place of 
many visiting shoemen. At a meeting 
of the board of directors, Mr. Orr was 
elected vice-president of the new in- 
corporation. 

H. C. McLaughlin, E. L. Franken, 
C. F. Thomasene, and H. R. Welling- 
ton, all of the Potter Shoe Company 
left this week for the East on a buying 


Hugh M. Bowen, who previous to the 
entry of the United States into war, 
assisted his brother, B. C. Bowen, the 
“Recorder” representative in looking 
out for the interests of Cincinnati trade, 
is now back at his desk. Hugh M. 
Bowen was known during the period of 
the war as Second Lieutenant Bowen, 
Field Artillery, U. S. A. 


Lynn 


Circumstances of Lynn Styles 

Lynn manufacturers are making a lot 
of white shoes, boots, pumps and ox- 
fords, of buck and kid leather and 
fabrics for Summer. Sales for Spring 
and Summer are mostly on oxfords. 
Sales of pumps are yet to be developed. 
Many firms have a substantial business 
booked on Spring and Summer goods. 
Sport shoes are coming along. It looks 
like dancing and piazza parties and 
country club sports, now the war is over, 
and fogtwear will be wanted therefor. 

Fall styles are not settled upon by 
any means. Several firms are showing 
button boots, high-topped and _ high- 
heeled. Other firms say they wont make 
button boots. Patent leather is going 
to have another inning, so some designers 
say. Others declare there’s nothing to 
it. Gray samples are in the lines. 
Much discussion is there over the ques- 





tion, what is the right shade of gray. 
Some favor light gray, others a gray 
that shades towards an olive, or a 
brown. Suedes also are in the Fall 
sample line. A few fabric tops may be 
seen. Browns are in- several tones. 
White tops there are for those who want 
them. All black kid boots look nifty. 

It’s going to be solid colors, say some. 
Just one tone effects, they declare. 
Others favor delicate contrasts, a dark 
gray vamp with a top of a trifle lighter 
gray, for instance, or a dark brown 
vamp with a top of ligher brown. Some 
combine smooth vamps, with suede 
tops, each of similar color. A few offer 
extreme contrasts. It’s anybody's pick- 
ing, on the colors. 


Louis Heels for Fall 


Manufacturers aren’t changing lasts 
any more than they can help. Slim 








. fitting heel. 
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toes are strong in the Fall lines. Opera 
toes are mentioned, and dismissed. 
Patterns show a number of pleasing 
varieties, particularly graceful lines of 
fox and top. Plain and perforated toes 
are shown. Louis heels are coming 
back strong for Fall. Leather Louis 
heels are close behind them. Aluminum 
plates are used once more. White 
weltiug is used on some black and 
brown shoes, to get a contrasting color 
effect. 

Slim shanks are getting to be a strong 
feature in Lynn lines: It’s a sign of 
classy shoemaking. Edges are feather 
thin, on some real classy lines. Stitches 
of soles are well sunk under the vamp. 
Stitches of uppers are fine. Edges are 
pressed very nicely. Some buyers won- 
der why certain shoes look so smooth 
and. smart. It is because their seams 
are so fine, and their edges are pressed 
so nicely. It’s just the same as it is with 
a suit of clothes nicely pressed. 


Trim Shoes for 1919 


Inside the shoe for 1919, there also is 
improvement. Note the smoothness of 
linings, and of insole. True signs of 
good shoemaking are they. Another 
point, of a similar nature, is the snug 
It is had by making the 
heel of the last slim, and moulding the 
counter to fit it. Slim heel, slim shank 
and slim toe seem to be the rule for good 
shoes in 1919. -Such shoes are trim 
shoes. They are the necessary comple- 
ment to the trim dresses for 1919. 


Eighteen-Button Boots for Fall 


Allen, Foster, Bridgeo have a line 
of samples of button boots for Fall. 
There are eighteen buttons to each boot. 
The buttons are of the bird’s eye and 
other fancy patterns. The boots are 
high of heel, slim of toe, and slim of 
line. That’s the sort of button that 
looks smart. The boots show patent, 
dull kid, black suede, gray kid, and 
brown leathers, in one and two tone 
effects. 


A Corset Fastened Boot 


Lynch Shoe Co. has-.a novelty boot 
with a corset fastening of buttons and 
laces it has none. There’s a’little metal 
trellis up the front seam. A tiny bolt 
is on it. Pull the bolt up,.and the shoe 
is fastened securely to the foot. Pull it 
down, and the shoe is unfastened and 
ready to come off. A twist of the wrist 
does the trick. It does it in a second, 
too. 

The Iron Turns 


George E. Coffin Co. is showing turn 
shoes with No. 10 iron soles once more. 
These soles were forbidden by the war 
regulations. The edges are feathered, 


BOOT AND SHOE RECORDER 


and are finished up thin and close. But 
there is No. 10 iron substance under the 
ball of the foot, wheré the wear comes. 


Solid Leather Shoes 


One Lynn salesman believes that 
Lynn should build up its reputation for 
shoes of solid leather. It is making 
many such shoes. 

This salesman is putting his belief 
into practise. He carries in his sample 
truck specimens of the leather used in 
his.shoes. He shows the outsole, the 
insole, the leather counter, the leather 
box toe, and the leather shank piece. 

To buyers who are interested, he 
points out the good qualities of the 
leather used in his shoes. 


50 Per Cent Excess 


They certainly can make shoes in 


_Lynn. An industrial engineer was here 


the other day looking over the shops. 
He found one factory making 50 per 
cent more shoes in its factory than the 
maximum standard of production per 
square foot of floor area called for. 

This factory was laid out, and its 
system was developed, not by any high 
priced engineer, but by the Lynn shoe- 
maker who is at the head of the firm. 
He got his practical knowledge of shoe- 
making by working at the bench. 

A 50 per cent excess production snould 
certainly interest the shoe buyer, for 
it means good shoes, and a low manu- 


' facturing cost. 


Best Machine-Made Shoes 


“‘We are making here in Lynn, at. this 
beginning of 1919’ remarked. a shoe 
expert, ‘the best machine-made shoes 
in the world. We’re making no claims 
for hand-made shoes. But we admit no 
equal in the making of shoes by ma- 
chinery. We ought to beat the world, 
anyway, for we’ve the machinery, the 
organization, and the skilled operators. 
Just keep in mind that I am speaking of 
machine-made shoes. That’s a different 
proposition from hand-made shoes. Ma- 
chine-made shoes are shoes made in 
large volume, at popular prices. Hand- 
made shoes are made in small numbers, 
at high prices. Machine operating is 


different from hand shoemaking. The — 


machine does the work. The operator 
keeps the machine in condition. In 
hand shoemaking—the man does all the 
work. Machine production gives us 
uniform results. That’s what the shoe 
buyers want these days.” 


Accuracy in Accounting 


Cause and effect often are remote. 
For instance, would any shoe buyer 
believe that the collection of income 


taxes by the Government forces him to _ 
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Ver To Buy 
_ Women's Shoe Ss Shoes 














FOOTWEAR THAT APPEALS 
TO THE FEMININE FANCY 


We make a complete line of — 
Women’s Medium and High- 
Grade Welts 


IDEAL VOGUE SHOE CO. 
HAVERHILL, = 
Boston Office, 207 Essex St., Room 218 








Bluestein Pros 


WOMEN'S FINE ely IN STOCK 


173 SUMMER STREET 
BOSTON, MASS. 














Childreris 3 Shoes 





MONITOR SHOE CO. 
Reade St. 
New York, - - N. Y¥- 














PAFF SHOE COMPANY 












'¢ SOFT SOLES 
A Wenderful Line fer the Whole- 
saler All leather 3.25 up 
ae 
styles and gue. 


piso. 75e, Spot des 


Eest Lynn, Mass. 


NU BABY SHOE Co., 





tescecees 








“‘Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 


HenryKleine& Ceo. 


Chicago 

















Wore BBs 
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IS AT YOUR SERVICE 


THe STETSON SHOE Co,iINd 
SoutwH WevmoutH,MAss. 
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STYLE and SERVICE 
in. SHOES for MEN 
E.S. TORREY acc 


10 HIGH ST. BOSTON, MASS. BUILDING 





ROO 
616- rite 








REP OERT © OLEAZON, 


THE 
JOHN 


Gtonct © citason. 


RPHY 
HOE 


NEW YORK OFFICES 
AEOLIAN BUILOING 
33-38 w a29 St. 


wake 


OFFICE ano FACTORY 
ARK Md. 








Stacy Adams Co. 
Manufacturers of 


MEN’S FINE 
SHOES 
BROCKTON, 























Gentlemen’s 
Shoes 


A.E.Nettleten Co. 


SYRACUSE, N. Y. 


THE 


Yeltdeton 


SHOE 





~~KNIPE BROS. 


MAKERS OF MEDIUM PRICE 


McKAYS and WELTS 
‘Specialty of Flexible Welts 





Factory WARD HILL, MASS. 
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prompt payment of his bills to shoe 
manufacturers? Probably not. But 
it is true, nevertheless. 

The taxation of incomes forces manu- 
facturers to be most exacting in the 
detail of their accounts. Consequently, 
Lynn manufacturers have put into their 
factories the best systems of accounting; 
also, the best system of auditing books. 

When books are well kept, the prompt 
collection of bills is required. There- 
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fore, Lynn manufacturers insist that 
buyers pay their bills promptly. 


Leather for Lyons Fair 

Helburn, Thompson Leather Co., 
Salem, has sent an exhibit of leather to 
the Lyons fair in France. There are, 
in the exhibit, some unusually fine 
leathers for the textile trade, that is, 
leather which is used in the manufac- 
ture of textiles. 


New York City 


GAINES, GORDON & WINSTON, 
INC. 
Holding Company for Three Big 
Interests 
Gaines, Gordon & Winston, Inc., 
New York, with headquarters at the 
Bush Sales Bldg., 130 West 42d Street, 
has taken over the interests of three 
established companies. This big de- 


velopment took place the first of Janu- 
ary in the formation of a_ holding 
company styled Gaines, Gordon & 
Winston, Inc. 

The three interests taken over are 
the A. H. Gaines, Gordon Co., Inc., 


A. H. GAINES 
President 





formerly A. H. Ginzberg-Gordon Co., 
Inc., wholesalers of boots and shoes, 
New York; the Lounsbury-Soule Co., 
manufacturers of women’s fine welts 
and turns, Stamford, Conn., and the 
Paramount Leather Products Co., Inc., 
makers of sandals, and recreation shoes, 
New York. 

At its headquarters, the Gaines, 
Gordon & Winston Co., Inc., will carry 
complete sample lines. This new con- 
cern will be incorporated for one million 
five hundred thousand dollars. 


Officers of Holding Company 


The officers are: 
Gaines; 


President, A. H. 


vice-president, Norman K. 





LOUIS W. GORDON 
Treasurer 





Winston; treasurer, Louis W. Gordon; 
secretary, Edmund G. Joseph. 

They intend to cultivate intensively 
the export field, carrying men’s,women’s 
and children’s shoes of all grades and 
prices. They will also represent direct 
factory lines. The concern expects to 
open a office in London in the Spring 
and will establish other branches in 
different cities on the ‘Continent. 


Three Well Known Concerns 


The three interests which have been 
taken over by the holding firm are well 
known in the shoe world. The A. H. 
















N. K. WINSTON 
Vice-President 


Gaines, Gordon Co., Inc., will continue to 
specialize in women’s fine novelty 
footwear. 

A new branch office in St. Louis will 
soon be established. Salesmen will 
cover the country and large stocks will 
be carried for at once delivery. 

A complete line of women’s comfort 
shoes, manufactured by the Lounsbury- 
Soule Co., will be carried in stock by 
the A. H. Gaines Co., or can be bought 
direct from the factory. These shoes 
will be clearly designated as the product 
of this concern and retail merchants 
who will carry these shoes will be 
assisted through an extensive advertis- 
ing campaign. 
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The A.H. Gaines, Gordon Co., Inc., will 
also sell fine turn and welt boots and ox- 
fords manufactured by the Lounsbury- 
Soule Co. Orders will be taken for 
future delivery. The best selling num- 
bers will be stocked. 

The Lounsbury-Soule Co., of Stam- 
ford, Conn., is well known to the trade, 
having been in existence more than 
fifty years. Its specialties, besides 
novelty footwear, represent comfort 
shoes such as the Joint-Ease, Flex-Shank 
and Anatomik Arch Support. The 
factory will be doubled in order to in- 
crease its output. 
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Made Equipment for Uncle Sam 


During the war, over a million dollars 
worth of leather equipment, consisting 
of leggings, belts, puttees, etc., have 
been made for the Government by the 
Paramount Leather Products Co., Inc. 
This concern will now concentrate on 
a first grade line of play shoes and 
stitch-downs. The Paramount Leather 
Products Co., Inc., came into existence 
at the beginning of the war. 

The “‘Recorder’”’ wishes all success to 
the personnel of the Gaines, Gordon & 
Winston Inc., whose scope is not only 
national but international. 


Rochester 


George W. Schmanke, manager of the 
Rochester store of Sterling Shoes, Inc., 


is a very enthusiastic young man, raised _ 


in the shoe industry of this city, and has 
had considerable experience in account- 
ing and efficiency work with the large 
corporations. He is an ardent factor in 
the method of sterling policy for reliable 
shoes. Due credit is to be given him 


G. W. SCHMANKE 


for the great success achieved by the 
local store. He has a wide acquaint- 
ance in Rochester, and is most popular 
with his associates in the shoe business. 

Special mention should also be made 
of Chas. Kervin, assistant manager and 
a very conscientious worker. Heis soon 
to become manager of a Sterling store in 
the West. 

After Inventory 

Mr. Cook of the Walk-Over Shoe 
Shop for men, reports a very quiet week 
following taking of inventory. He does 
not expect much of an increase in busi- 


ness until early in March, as he claims 
that the big sale of men’s shoes starts 
much later than that of the ladies’ line. 


Medium Wide Last Favored 


It is the opinion gained from actual 
experience in the store of Mr. Webster 
of Gould, Lee & Webster, that the shoe 
with the medium-wide last is the one 
most desired by the boys returning from 
service. He has found that a great 
number of men when an extremely wide 
last, similar to the regulation Army shoe 
is submitted to them, will say, ““Take 
that away. I’m sick ofit! Give mea 
nice trim shoe.’’ Of course it would be 
impossible to go to the extreme narrow, 
English toe, so the medium wide one 
seems to be the most satisfactory. 


New Manager for Regal Shoe Store 


Beginning January 6, Cosmo Dis- 
penza, will have charge of the Regal 
Shoe Company’s store at 40 Main 
Street, E. For 12 years he has been 
connected with the men’s department 
of the State Street store of Wm. East- 
wood & Son Co., and for the last five 
years was in charge of that store. B. E. 
Smith, who formerly managed the Regal 
store, went to Dayton, Ohio, about 
December 1, to take charge of a store 
there. O. V. Chartier of Boston, is 
looking after the Regal interests in 
Rochester in the interim. Mr. Dispenza 
is an able shoe man, and friends predict 
much success for him in his new position. 


Reorganization of Firm 


The firm of Adler, Martin & Katz, 
which has conducted a shoe manufac- 
turing business for the past thirteen 
years at 15 South Avenue, has been re- 
organized. The business will be con- 
tinued and enlarged under the name of 
A H Martin Company. 

Lewis L. Adler has retired from the 
firm. Oscar J. Katz retains an interest 
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in the business, but from now on he will 
give his principal attention to a new 
enterprise from New York, where he, 
with Sol Wells, also of Adler, Martin & 
Katz, has formed a selling partnership 
under the name of Katz & Wells At 
present they have temporary offices in 
the Hotel McAlpine Later they will 
open offices in the shoe district. 

The reorganized Rochester factory 
will continue under the direction of 
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Arch H Martin. It is said that the 
capital will be increased greatly. Mr. 
Martin has been in the shoe business in 
Rochester for nearly twenty years. 
Southward Bound 

Mr. Shafer, Sr., of . Moore-Shafer 
Shoe Manufacturing Company, Brock- 
port, has left for Florida accompanied 
by his wife. He expects to’spend at 
least two.months in Miami. 


Philadelphia 


January Conditions 

Retail reports show that business for 
the past week is following the ordinary 
January routine. Owing to the exceed- 
ingly mild weather that has prevailed 
during the present winter, the volume 
of sales in certain lines, particularly 
heavy goods and rubbers is consider- 
ably under the normal, and this is 
having its effect upon the showing for 
the month. Nevertheless the retail 
stores are finding a fairly active condi- 
tion in business for now and would 
be very well satisfied with the situation 
if they had been able to dispose of a 
larger quantity of rubbers than weather 
conditions up to last week made pos- 
sible. While stocks on hand are in good 
volume, the retail trade is not particu- 
larly apprehensive about their sales, 
and as a result there are no very notice- 
able offerings at special prices. 


No Unusual Reductions 

Some January clearance sales have 
been started, but for the most part the 
retail people believe that their shoes 
are worth all that regular prices call 
for, and reductions have not been in 
any sense unusual. In view of the fact 
that many orders call for early delivery 
of Spring goods, a considerable volume 
of this new merchandise is now coming 
into the retail stores and is being ar- 
ranged for Spring presentation. The 
general opinion is that business of the 
Spring season will open rather early 
and as a matter of fact much of the 
Spring merchandise that is coming in 
will be offered for sale practically at 
once. 

There continues to be a call for low 
cut styles, which has prevailed, as a 
matter of fact, all through the winter 
and while the volume of business in 
these low cuts is not considerable, it 
is sufficient to make a showing and is 
also accompanied by a very good sale 
for overgaiters. 


Men’s Business Satisfactory 


Business in men’s lines is quite satis- 
factory and the call as heretofore is 


most largely for the; dark{ tan; stocks. 
Perhaps a little additional activity is 
to be noted in the men’s lines by pur- 
chases on the part of soldiers who have 
and are being mustered out, of the 
service. 


Manufacturers’ Items 


There is some improvement to be 
noted in production conditions, accord- 
ing to one of the people of the Grieb 
Manufacturing Co., and as a result, 
orders for the Spring season that call 
for early delivery are being assembled 
and in a short time shipments will be 
made in considerable volume. Present 
season business is rather light, it being 
rather close to the end of the season 
and dealers are not desirous of accumu- 
lating any further winter stocks and 
are buying chiefly to supply immediate 
needs. ‘Ng: 


Demand for In-Stock Goods 


Speaking of the stock department, 
it was stated they anticipate having a 
larger number of styles in complete 
assortment in the near future. Heavy 
demand upon the stock department has 
depleted their stock lines quite con- 
siderably and they are very glad to see 
prospects of improvement in this di- 
rection. In speaking of the business of 
the past year, it was stated that the 
showing was quite satisfactory and the 
outlook for 1919 was a little better. 


In the Boston Market 

Messrs. Holmes and Chandler of 
W. T. Holmes Co. this city, were in 
the Boston market during the past 
week, going over for the purpose of 
making a survey of general market 
conditions and placing some orders for 
late Spring novelties. Before leaving 
they stated that while business was 
rather quiet before the holidays, there 
is a general resumption of activity at 
the present time and the trade is buying 
particularly for immediate wants and 
in the way of sizing up. The retail 
trade anticipate doing this month 
the business that on account of very 
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mild weather conditions of November 
and December they did not close at 
that time. Spring stocks are beginning 
to come in to the house in good num- 
bers and arrangements are being made 
to send them out to their customers in 
order to fill the early orders for which 
‘many calls are on their books. 


Standards Maintained 


The one big thing of which they are 
particularly proud, Walter Hallahan, 
of Hallahan & Sons said a few days ago 
is that during the past year when 
manufacturing conditions and particu- 
larly ability to get suitable materials 
developed unusual difficulties they were 
not obliged to lower their standards of 
quality. It was necessary to anticipate 
needs a long way ahead in many in- 
stances, but they were fortunate in hav- 
ing done that. They were late in 
delivery, but the quality was steadily 
maintained and they had no occasion 
to depart from the use of their regular 
materials ot to adopt any substitute. 
Certain goods, such as linings, were at 
times absolutely withdrawn from the 
market and unless an accumulation 
was on hand it would have been impos- 
sible to have gotten supplies, but owing 
to a suitable accumulation it wa8 not 
necessary for them to alter their speci- 
fications. 


Positions for Returning Heroes 


Speaking of future conditions, Walter 
Hallahan said that they are looking 
forward to exceedingly good business 
in 1919 and see nothing to interfere 
with it. After April 1, he looks for a 
normal production and between this 
and that date there will be a steady in- 
crease in output up to the regular pro- 
duction of the plant. Many men of the 
house who have been out, and there 
were twenty stars in their service flag, 
are beginning to come back and of 
course there is a position in the factory 
for all of them. Their flag, however, 
bears two gold stars. 


A Good Year in Prospect 


The business year starts out very 
well, Mr. Weimer of Weimer,’ Wright & 
Watkin said recently. The trade is 
buying tan shoes in very good numbers 
in their misses’ and children’s factory 
line, and turn shoes in the smaller sizes 
are in good demand. The advance call 
for low cuts has been especially strong, 
and the men are now just starting out 
on their second trips with the late 
offerings, and are looking forward to 
very good business. The factory is 
active on all lines for the Spring season 
to which its work is now exclusively 
confined, and with these advance Spring 


BOOT AND SHOE RECORDER 


orders a good deal of business for the 
stock lines is going through in good 
numbers. Some of the stock for the 
Spring season is coming into the ware- 
house as a matter of fact, and around 
February and March will be available 
on order. 


In the iene Trade 


While the first half of the present 
month was a somewhat quiet one in 
the findings and supply trade according 
to one of the people of Laing, Harrar 
& Chamberlin, the business now shows 
indications of increased activity and 
they are looking for a considerable 
volume of it during the last half of 
the month and during February. This 
is upon staple findings lines quite as 
much as upon Spring specialities, such 
as barefoot sandals, dressings suitable 
for small shoes, and the like. 


Call for Overgaiters 


There is a continued call at the present 
time for overgaiters and this is a line 
upon which they look for steady busi- 
ness right up to the late Spring season. 
The quite general wearing of low cut 
shoes through the present winter for 
which the mild weather has been largely 
responsible, has unquestionably in- 
creased the volume of business in over- 
gaiters to a considerable extent and the 
house is feeling the effects of this 
demand. 

While there has been considerable 
difficulty in getting stocks and it is 
still impossible to report all lines as 
complete in size, for the most part 
they have been able and continue to 
be able to take care of the bulk of the 
overgaiter business that is coming to 
them. 


The Dressing Situation 


Following their usual custom, the 
James S. Mason Co. shut down the 
shipping department for a few weeks 
covering the period of frost, which 
makes very hazardous the shipping of 
liquid dressings, and the time was taken 
for general over-hauling of the plant and 
preparing for the business of the Spring 
season. Mr. Pettit of the house said 
a few days ago that the advance Spring 
business is most satisfactory and of 
course is largely upon their white dress- 
ings. The outlook is very favorable 
for the general wearing of white shoes 
during the coming season, and they 
anticipate a great deal of business in 
this line. 

At the present time the business in 
black liquid dressings is the most active 
factor. The traveling men of the house 
left around the middle of the present 
month with the object of renewing their 
Spring campaign. Much preliminary 
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work has been done, but there is still 
considerable yet to accomplish, and 
the men will have enough to keep them 
busy for sometime to come. The 
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tendency is rather to adhere to the 
dressings now estgblished and there 
seems to be no call for the introduction 
of new goods. 


Cleveland 


Elmer L. Volkmor, who has caused a 
big ripple in the pond of shoe activity 
in Cleveland and vicinity with his 
lavish use of advertising in the opening 
of his new store here, added another to 
his string of novel successes in a com- 
bined banquet, cabaret and dance, 
which he gave at the Hotel Winton 
recently. 

Volkmor spared no money to make 
the entertainment a success. A com- 








Toastmaster was O. K. Dorn 

The toastmaster for the program was 
O. K. Dorn, head of the O. K. Dorn 
Shoe Company, and a leading retail 
shoe merchant of the city. Mr: Volk- 
mor spoke first on the topic, ‘‘Printer’s 
Ink, a Business Asset—the Proof of the 
Pudding Is in the Digesting Thereof.” 
The first response was by W. G. Vorpe, 
Sunday editor of the Cleveland Plain 
Dealer, who was followed by Benjamin 





Full Page—Seven Days—Total Sales $23,000 


pany of two hundred and fifty guests, 
including shoe men of Cleveland and 
northern Ohio, newspaper men and 
others were entertained first with a 
lavish dinner including everything from 
blue points and broiled chicken to the 
choicest of dessert, then were given an 
hour and a half of ice skating and classic 
cabaret in the Rainbow Room of the 
hostelry, with a concluding program 
and‘dance in the hotel ball room. 


Karr, editorial writer of the Cleveland 
News-Leader and in turn by James F. 
Pollock of the Cleveland Press. The 
last address was by George W. Greber, 
president of the Greber Shoe Company, 
who is also president of the Cleveland 
Shoe Wholesalers’ Association. 

In his address, Mr. Volkmor gave his 
theory of advertising in connection with 
business and incidentally told what he 
had been able to accomplish by means 
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of advertising since opening his Cleve- 
land store, and unfolded some of his 
future plans. 


Sweetening the Lemon 


Saying that the store, formerly oper- 
ated as Simen & Eckert, was described 
to him as a “‘lemon’’ when he purchased 
it, he said: “I sweetened the lemon with 
the sugar of advertising.” Mr. Volk- 
mor took possession of the store, located 
at 730 Euclid Avenue on December 17, 
seven days before Christmas. He at 
once launched a great sale, spending 
$5,000 in five days in full page advertise- 
ments in the three Cleveland papers. 
He sold $20,000 worth of shoes in the 
seven days. The advertisements were 
the result of his own original ideas in the 
use of printer’s ink and white space. 
He wrote the ads himself, and for the 
most part they were written in crayon 
in his own handwriting and reproduced 
by photo-engraving process, so that a 
contrast from the usual type-form ad- 
vertising was obtained. 


A Little History 

Mr. Volkmor came to Cleveland from 
Tiffin, Ohio. The Simen & Eckert 
store was operated bya Pittsburgh firm 
which has three stores in that city, and 
desired to close out the Cleveland store 
for certain reasons. Volkmor still has 
his store at Tiffin and also has stores at 


Mansfield, Ohio and Monroe, Michigan. 
The Cleveland store was valued at 
$100,000 when Mr. Volkmor purchased 
it. In addition to the main store, there 
is a complete basement entirely equipped 
with fixtures and shelving which was 
once operated as a men’s department, 


' but has been closed for some time. He 


plans to re-open it as a bargain base- 
ment in the near future. 


Success Interests Capitalists 


The success of Mr. Volkmor’s efforts, 
it is said, has interested a group of Bos- 
ton capitalists who are planning to 
make him director-general of a chain of 
shoe stores to be operated on similar 
principles, and to be opened in the vari- 
ous large cities throughout the country, 
forming a series across the continent, 
including such cities as Buffalo, Chicago, 
St. Louis, Denver and other large 
centers. Mr. Volkmor will train man- 
agers for these stores in the Cleveland 
store, and will have full charge of this 
training, the selection of men, the ad- 
vertising policy and all other details. 
The capital of this new enterprise will 
run into big figures, Mr. Volkmor states. 

The new store with its new methods 
and policy has certainly created a sen- 
sation in shoe circles in Cleveland, and 
the manager with his broad vision and 
plans will bear watching in the shoe 
world. 


Chicago 


While business naturally shows con- 
siderable reduction in contrast to the 
spirited activity of the holiday season, 
the new year is opening fairly well. 
Cold weather has given a much needed 
stimulus to the movement of shoes that 
are adapted for Winter wear, and as a 
whole, merchandise is moving at a uni- 
form rate. Low shoes are selling well, 
black being the most popular shade 
that is in demand for oxfords and 
pumps. : 

Clearance Sales 


Clearance sales among shoe depart- 
ments of general stores and among the 
exclusive shoe stores are still in prégress, 
and many exceptional offerings are be- 
ing presented to the public. The 
Cutler Shoe Co. has marked special 
prices on every shoe for men, women 
and children. Thos. E. Wilson & Co. 
have grouped their stock into four lots 
at $3.75, $6.50, $7.75 and $13.00 per 
pair and are featuring their special 
value in an After-Inventory Sale. 


The Boston Store is still doing con-, 


siderable advertising of their “sale of 


$265,000 worth of footwear at 58c to 
70c on the dollar from three leading 
Eastern factories’ and are devoting 
generous window space to this display. 
Mandel Brothers have started their 
fifty-first semi-annual shoe sale, in 


which they offer “women’s $14 shoes - 


at $9.50; $10 to $12.50 shoes at $7.50; 


. $7 and $8 shoes at $5.85 and $5 to $9 


shoes at $2.50.”" Misses’ and children’s 
shoes are also featured at a reduction. 
Men’s shoes, too, are marked at special 
value, $9 and $10 shoes reduced to 
$7.85; $9 shoes at $6.85; $8 and $9 
shoes, $5.85; $6 shoes, $4.85. 

Marshall Field & Co. also had a 
special offering of women’s boots and 
pumps at $7.75 and $5.75. 


Harry A. Meyer Recovering 


Genial Harry A. Meyer, of the Harry 
A. Meyer Shoe Co., and secretary- 
treasurer of the Chicago Shoe Retailers’ 
Association, who was confined to bed 
since Christmas from a serious attack 
of inflammatory rheumatism, is gradu- 
ally recovering, although still too weak to 


. Emerson Shoe Co.... 
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take very much active participation in 
the day’s rush of business. 


The Bigger the Push the Bigger the 
Business 


Here is an interesting chart of the 
newspaper advertising done by Chicago 
shoe stores from January 1 to November 
1, 1918. These figures are the approxi- 
mate advertising lineage, and it is 
worth remembering in studying these 
figures that the retail merchants who 
are doing the most advertising are those 
that head the list in volume of business. 
Sorosis Shoe Co...............54 lines 
Benson & Rixon Co 
Foreman’s 
Mohawk Shoe Store.......... 
so 0s oe 6 OW OS 
Pinkston Henry, J. E. E. O..1,192 lines 
French, Shriner & Urner... .1,508 lines - 
Queen Quality............. 2.030 lines 
2,250 lines 
2,789 lines 
3,321 lines 
3,397 lines 
5,798 lines 
; 8,497 lines 
Meyer, H. A. Shoe Co 8,916 lines 
Die, Bs st... . een ees 
Morrison Hotel Boot Shop. 14,948 lines 
Martin & Martin 18,122 lines © 
Newark Shoe Stores 19,078 lines 
Cutler Shoe Co 20,595 lines 
Hanan & Son.............22,073 lines 
Regal Shoe Co............22,957 lines 
Walk-Over Shoes .........24,231 lines 
Grossman Shoe Co 29,458 lines 
Douglas, W. L............31,818 lines 
Foster, F. E. & Co 36,166 lines 

38,532 lines 
63,912 lines 
.....- 63,987 lines 
174,040 lines 


Ellings, Theron W 
Rosenbach Shoe Stores 


| Ns AR ager 

O’Connor & Goldberg 

Important Change in Shoe 
Business 


One of the most important changes 
in the shoe business in recent years is 
the affiliation of the R. P. Smith & 
Sons Co., with the J. E. Tilt Shoe 
Company, both being favarably and 
well known to the shoe interests from 
the Atlantic to Pacific coasts. 

R. P. Smith & Sons Company is one 
of the largest and best known wholesale 
shoe houses in this country, having been 
in business for the past sixty years. 
The J. E. Tilt Shoe Company has been 
in business for thirty years and is one 
of the best and most favorably known 
factories making exclusively men’s and 


- boys’ fine Goodyear Welt shoes in the 


United States, and have recently 
added women’s Goodyear Welt Street ~ 
or Walking Boots. 

“QUALITY” has been responsible 
for Mr. Tilt’s phenomenal success and 
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Order at These Prices—In Stock 


B-3455—1214 to 2 
B-3456—814 to 12 
B-3457—5__ to 8 


Another KINDER-GARTEN 
GARTEN. Line ie chock full of W G L T 


VALUE! Just consider the one 

k M™ shown here—Chocolate Elk, Un- 
Sa ® lined, Hi-cut, Soft Tip, Low Heel, Lace. Then note the low prices. 
SMOOTH Sees The KINDER-GARTEN Line comprises: fast-selling, special- 
INSIDE value children’s shoes that make lifelong customers! Thousands of 
STRONG shoe dealers vouch for this. Order a sample pair or send for Catalog 


OUTSIDE B and see for yourself. 


SMITH-WALLACE SHOE CO. 


Adams and. Market Streets, CHICAGO 


Established 1846 


AFTER THE ‘‘CLEANUP’’ YOU’LL WANT TO GET 
BUSY ON THE SPRING DRIVE. 


All signs point to a big year for shoe dealers. 
Whether or not you realize your expecta- 
tions depends in no small way on whether 
you pick winners. 


KEITH’S KONQUEROR SHOES 


are a safe bet any time. The 
two lasts shown here are the 
‘‘Wonder” lasts of the trade. 
Our factory is equal to a big 
quantity production but we ad- 
vise placing orders -without - 
delay. 


*““NATURE”’ 
Your request for our stock style catalo, 
A Man’s Tan Calf Oxford will be promptly eshnectediaa, bs ac 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. “BAYNE” | 
New Yor! roadway, Room Woman’s Gun Metal 
Boston Ofice, 207 Eacer Strect Gait Bal” 








tyle is before 
you when you 
lo ok over the 


GREGORY&READ 


line.Every shoe 
- isforthe @ 


Fornal feminine 
and there is — , 


vice in ait 
& & £ est 


Grade fees 


-wear for Woon, 


N | 
GREGORY 
) a : hy 














What the New Year Means 
for the Bates Shoe 


HE twelve good months of 1919 promise to 
be of peculiar interest and value to the Bates 
Shoe. We foresee clearly these important things: 


1. Wider appreciation of the improvement 
in the make-up of the Bates Shoe due 
to a strengthened factory organization; 


More conspicuous recognition of the 
desirability and salability of Bates 
sensibly-priced shoes—a lesson taught 
by Government war-time regulation; 


Growth and further systematizing of 
all the Bates Shoe advertising, includ- 
ing publicity helps for Bates Dealers; 


Marked growth of the distribution of 
Bates Shoes among capable retail 
dealers, 


Our plans for 1919 are well worth the consideration of the 
enterprising dealers in each community where the Bates 
Shoe is not now represented. 


A. J. BATES COMPANY 


Central Distributing House 


328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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has been his slogan always from the 
beginning of his business. 

The Tilt factory will be operated 
under the present title of J. E. Tilt 
Shoe Company. Mr. Tilt will still re- 
main the president, superintendent and 
general manager of the J. E. Tilt Shoe 
Company. The R. P. Smith & Sons 
Company will take over the entire 
selling end of the J. E. Tilt Shoe 
Company. 

The policy of the new concern will 
be to maintain that same substantial 
quality that has made the success of 
the J. E. Tilt Shoe:Company and to 
improve the styles wherever it is possi- 
ble. 

New Spat Manufacturer 


Fred L. Sayles, for fourteen years 
identified with the spat and over- 
gaiter business, has together with other 
associates established the Chicago Spat 
and Legging Co., with large manufactur- 
ing facilities at 618-626 W. Jackson 
Boulevard, Chicago. Mr. Sayles, who 
recently severed his connection as 
president of the Sayles-Yates Co., is 
vice-president and general manager of 
the new concern. Associated with this 
company is George Egan, superin- 
tendent, who has been in the spat 
business for forty years. The concern 
is already turning out spats in good 
numbers, as well as a full line of jersey 
leggings and sleeping socks. In com- 
menting upon the future of the spat 
business Mr. Sayles says that “the 
spat business is only in its infancy. 
The lover of fashion and the public in 
general has accepted the spat as staple 
wearing apparel, and the overwhelming 
degree with which it was adopted during 
the present season is only an infinitesi- 
mal part that it will occupy in the 
immediate year to come.” 


Ackerburg Leaves Rotschild & Co. 


Mr. J. A. Ackerburg, manager of the 
shoe department of Rotschild & Co. 
for about 27 years, resigned this posi- 
tion on January 2d. 


Henry Fossner Resigns 


Henry Fossner, for five years con- 
nected with the Ries Mercantile Co. 
as a representative in the purchase of 
shoe stocks,- has severed connections 
with this concern. The present plans 
of Mr. Fossner are to continue the 
buying and disposing of shoe store 
stocks independently. 


Hylo Mfg. Co. Changes Name and 
Moves to St. Louis 

The sales headquarters of the Hylo 

Mfg. Co., henceforth to be known as 

the Tweedie Boot Top Co., which have 

been located in the Lees Bldg., Chicago, 


have been moved to St. Louis. The 
factory, for many years located at 
Jefferson City, Mo., also will be removed 
to St. Louis, where the Tweedie Boot 
Top Co., have secured tremendously 
large quarters for the manufacture of 
their product on a large scale.. The 
present office in the Lees Bldg. will 
be maintained as a branch office. 


Open Office and Salesroom 
J. R. Palmenberg’s Sons, Inc., manu- 
facturers of display forms, window fix- 
tures, wax figures, etc., etc., with head- 
quarters in New York City and branches 
in Boston and Baltimore, will on or 
about February 1, open an office and 
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salesroom at 204 West Jackson Boule- 
vard, Chicago, where stock as well as a 
complete sample line will be carried. 
It will be under the management of 
C. E. Smiley, a gentleman well known 
to the merchants and display men of 
Chicago and the West. 

Mr. Smiley’s business ability and 
personality are heartily and heavily 
backed by the Palmenberg incorpora- 
tion, a consolidation of the Palmenberg, 
Norwich, and Kindlimann interests. 
The location is convenient for the local 
and visiting trades. The premises are 
on the ground floor with show window 
and other facilities for the class of dis- 
plays for which this concern is famous. 


Brockton 


COLORS IN FALL SAMPLES 


Tendency Toward the Lighter 
Shades 

It is the opinion of members of the 
shoe manufacturing trade here, that 
colors in both men’s and women’s welts 
will go strong for Fall. Along this line 
there is a sentiment in favor of lighter 
shades. As one manufacturer puts it: 
‘‘Based on the fact that dark shades: of 
tan have had such a long run, it seems 
to me that the lighter shades will be in 
considerablefavor for the coming season. 
Talking with customers in the cities 
and large towns, I find a strong senti- 
ment in favor of blacks for Fall. Such 
being the case, by way of contrast, the 
lighter shades of tan should go well. 
At all events, we are preparing to show 
these lighter shades in our Fall lines, 
not only that, but to carry them in our 
Stock Department for Spring and Sum- 
mer. One of the largest retail store 
buyers in the United States says, blacks 
and lighter shades of tan for him in his 
Fall purchase. I think, in a general 
way, this indicates a trade demand as 
regards good shoes in both men’s and 
women’s welts.” 


BROCKTON MEN AT 
CONVENTION 


Many Manufacturers in New 
York 


Brockton was well represented at the 
annual convention of the National Boot 
& Shoe Manufacturers’ Association in 
New York the present week. John S. 
Kent of M. A. Packard Shoe Company, 
and president of the National Associa- 
tion, presided. Among Brockton con- 
cerns represented were: George E. 
Keith and Oscar C. Davis, of George E. 
Keith Company; Herbert L. Tinkham, 
of W. L. Douglas Shoe Company; Frank 
S. Farnum, of Churchhill & Alden Co.; 


William A. Hogan, of T. D. Barry Com- 
pany; Perley G. Flint, of Fred F. Field 
Company; Clarence P. Waide, of Stacy- 
Adams Company; Hector C. Lynch, of 
Howard & Foster Co.; Chas. S. Mar- 
shall, of C. S. Marshall Company; Pres- 
ton B. Keith and Chas. M. Park, of The 
Preston B. Keith Shoe Company. Sec- 
retary Frank M. Bump and T. J. Evans 
represented the Brockton Shoe Manu- 
facturers’ Association at the convention. 


MOVE TO LARGER QUARTERS 
Local Concern Increasing Output 


W. H. Powers Shoe Company, which 
began the manufacture of shoesin Brock- 
ton about a year ago, has removed its 
plant from the former location to the 
Brockton. Factory Associates Building 
on Court Street. Here an entire floor 
has been leased, which with larger equip- 
ment and increased space, will afford 
opportunity for business expansion. 


TWO VISITING RETAILERS 


Representing Well-Known Houses 

Messrs. Meadors of John A. Meadors 
& Sons, Nashville, Tenn., and Sherron 
of Sherron Shoe Company, Memphis, 
Tenn., were visitors in this city last 
week. These gentlemen were in attend- 
ance at the National Shoe Retailers’ 
Convention at St. Louis, coming East 
from that meeting. The concerns they 
represent are two of the oldest and best- 
known houses in the South. Mr. Sher- 
ron is president of the Tri-State Shoe 
Retailers’ Association, which includes 
Arkansas, Mississippi and Tennessee. 
It is his first visit to the East in two 
years. Mr. Meadors says that his 
house has taken the “‘Recorder’’ for 20 
years, while Mr. Sherron, who is also an 
old subscriber, says he don’t see how he 
could get along without it. Both Mr. 
Meadors and Mr. Sherron were at the 
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WHITE WASHABLE KID LACE OXFORD 


COVERED WOOD HEEL 
VAUGHAN’S IVORY SOLE 


VERY POPULAR FOR LATE SPRING WEAR 


DONN D. SARGENT CO. 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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Stacy-Adams Company factory, placing 
orders for the men’s fine shoes made by 
this house, of which they have been for 
many years large purchasers. They say 
there is a large demand in their stores 
for high-grade footwear, and their stocks 
of this class of goods constantly need 
replenishing. 


STOCK CATALOGUES SOON 
READY 


Manufacturers Preparing to Issue 
Booklets 


By the middle of February, practically 
all the Brockton shoe: manufacturers 
who maintain stock departments will 
have their Spring and Summer cata- 
logues ready for distribution. There 
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will be a strong showing of oxfords in 
blacks and colors, while as a compara- 
tively new feature of Brockton factory 
stock departments, women’s welts will 
also be carried in stock. Typical of the 
Brockton factory stock departments for 
Spring is that of the Preston B. Keith 
Shoe Company, which will carry 28 
styles in stock, including 10 women’s 
styles. These include oxfords and high 
cuts, in black and three shades of tan. 


BROCKTON SHOE SHIPMENTS 


Increase Over a Year Ago 


For the past week shoe shipments 
from Brockton were 10,877 cases as 
compared with 9,460 cases for the cor- 
responding week in 1918. 


Haverhill 


SHOE CONCERN REORGANIZED 
An Old Established House 


Ordway & Clark, Inc., is the style of 
a Massachusetts corporation, formed to 
succeed the old established house of 
Ordway & Clark. The last named con- 
cern has been, since 1873, identified 
with the manufacture of women’s fine 
turn footwear in Haverhill. The offi- 
cers of the new corporation are: Presi- 
dent, Herbert A. Clark; vice-president, 
Sydney L. Curry; secretary and treas- 
urer, Robert B. Clark. 


Personnel of the Concern 


President Clark has been identified 
with the house since its establishment 
45 years ago, and is one of the best 
known men in the New England shoe 
manufacturing industry. He will have 
the general supervision of the affairs of 
the corporation. Vice-President Curry 
is a young man, who has made an excel- 
lent reputation as a traveling shoe sales- 
man and numbers many friends among 
the retail shoe merchants of the United 
States. He will look after the sale of 
the goods. Secretary: and Treasurer 
Clark is the son of President Clark. He 
has had an intensive business training 
for the past 15 years through an associa- 
tion with Stone & Webster, a concern 
which operates many electric lighting 
and power plants throughout the United 
States. Secretary Clark’s latest connec- 
tion with that concern was as superin- 
tendent of the Fall River plant, which 
position he resigned to join his father 
in the new corporation. The manu- 
facture of women’s high grade turn 
shoes and ‘slippers for the large city re- 
tail department store trade, will con- 
stitute the output of the concern, along 
similar lines as in past years. 


WOOD HEEL PRODUCTION 
Haverhill as Leading Center 


“‘Haverhid makes more wood heels 
than any city in the world,” said a local 
manufacturer, ‘“and New England makes 
more wood heels than all the rest of the 
United States. The best wood for 
making heels is Michigan maple. This 
lumber runs uniform and is reliable as 
regards the cutting and shaping of heels. 
The local variety of maple is of an un- 
even quality. One lot which comes 
under the knife may be soft and the 
next lot hard, which makes it difficult 
for the operator to secure good results. 


Less Variety Would Be Desirable 


“Speaking of wood heels, from the 
standpoint of the manufacturer, it 
would seem that there are too many 
petty details involved in production. 
Less variety in the styles of wood heels 
would be, in my opinion, desirable. 
Waste and breakage would be mini- 
mized and much expense avoided. The 
slim appearance which so many wood 
heels now have, owing to the demand 
for light, airy effects in women’s foot- 
wear are detrimental to the wearing 
qualities. However, so long as women 
demand these effects, no doubt manu- 
facturers will supply them. However, 
merchants who buy boots and slippers 
with high, slim, wood heels, should tell 
their customers that these heels are not 
made of iron, and that they won’t 
stand the hard useage that would get 
by with heels of heavier type.” 


BIG BUYING MOVEMENT 
Predicted by Local Manufacturer 
Mr. A. F. Bancroft of Bancroft 


Walker Company, shoe manufacturers 
of this city, returned last week from a 
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visit to the retailers’ convention at St. 
Louis. Mr. Bancroft was enthusisatic 
regarding the success of that meeting, 
and its accompanying exhibition of shoe 
styles. He predicted great success for 
the next convention of retailers, which 
is to be held in Boston in January, 1920. 
Speaking of buying on the part of retail 
shoe merchants, Mr. Bancroft said: ‘I 
think that late in the Spring there will 
be a wonderful swing toward buying. 
Any shoe merchant who has light, airy 
shoes will be swamped with business. 
The great danger of buyers waiting long 
in the hope of lower prices, is that the 
wasted production capacity of factories 
while waiting, which can never be made 
up, will make it impossible for the good 
factories to fill demands.” 


FOREIGN REPRESENTATIVE 


For Local Shoe Manufacturing 
House 


Foreign trade is engaging the careful 
attention of numerous shoe manufac- 
turing concerns in this city. Along this 
line it is of interest to note that Emery 
& Marshall Co. have engaged as their 
European representative, Arthur W. Em- 
mons, who has had extended experience 
in the selling of shoes and similar goods ' 
in Europe and, South America. Mr. 
Emmons has already received his sam- 
ples of high-grade, turn, street, and 
evening slippers. He will have head- 
quarters in Paris, and will later open 
offices in London, Amsterdam and 
Milan. Mr. Emmons sailed last week 
for France to begin his work for Emery 
& Marshall Company. 


LOCAL SHOE EXHIBIT 


For Instruction of High School 
Students 


As a means of giving Haverhill high 
school students practical instruction as 
regards the manufacture of women’s 
shoes, the school committee will place 
on exhibit there several lines of foot- 
wear made by local concerns. Charles 
K. Fox, Inc., will supply a welt exhibit, 
Bancroft Walker Company, a Walkcroft 
process line, and Herman E. Lewis a 
turn shoe exhibit. 


New Sort of Foot 


“I’ve heard tell,”’ remarked the shoe- 
man, ‘‘of trench foot, light foot, hot 
foot, cold foot, flat foot, club foot, cubic 
foot, geometrical foot and even dactylic 
foot. 

“But city foot is something entirely 
new to me. They tell me it is a new 
sort of foot the doctors have discovered. 
Everybody who lives in a city has it. 
It is caused by people walking on hard 
pavements.” 
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THE EXPORT RECORDERIT 


For Foreign Markets 


Published by the 


BOOT AND SHOE RECORDER PUBLISHING COMPANY 








MARCH NUMBER The Export Recorder will be published monthly beginning with 
FIRST ISSUE) = March. Its circulation will be comprehensive among the im- 
porters and buyers of American shoes, leathers and kindred 

products in foreign countries except those of Latin-America and 

Spain, now thoroughly covered by the Edicion Latino-Americana 


of thee BOOT AND SHOE RECORDER. 


INDUSTRIAL TOUR Significant with the launching of The Export Recorder is the 
OF EUROPE First Industrial Tour of Europe by American shoe and leather 
trade representatives arranged and personally conducted by 
Everit B. Terhune, General Manager of the BOOT AND SHOE 
RECORDER. This special party to study trade conditions in 
Europe sails from New York, January 25. Mr. Terhune will 
arrive at the beginning of the reconstruction period—at the 
psychological time to learn first hand the needs of the foreign 
trade. Chaos on every side has rendered a practical business 
trip impossible heretofore. The prime purpose of this mission 
is to give and to get actual trade information. 


PROFITABLE The Export Recorder is already equipped to render a real service 
SERVICE to the foreign buyer and the American seller. ‘The new publica- 
tion will be individual, entirely separate from the BOOT AND 
SHOE RECORDER and will carry in every issue pertinent infor- 
mation relating to American markets—their products and innova- 
tions. An editorial staff with long experience in this work will 

devote its entire time to this purpose. 


BOOT AND SHOE RECORD 


207 SOUTH STREET, BO 


New York: 127 Duane St. Rochester: 626 Granite Bldg. 


Argentine: Balcarce 150, Buenos Aires ; Brazil: Ouvidor 71, Rio de Janeiro 
England: Mansion House Chambers, London Chile: Ahumada 


Now Is the Time to R 


Chicago: 189 West Madison St. 
France: 66 bis Rue Saint Didier, Paris 
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J THE EXPORT RECORDER 


International Trade Service Bureau 
for Manufacturers and Merchants 


Connected with The Export Recorder and under the same direction 
is the INTERNATIONAL TRADE SERVICE BUREAU now 
equipped to supply you with information relating to foreign 
markets, merchandising, shipping and methods of finance. 


REPRESENTATION 


One of the principal functions of this Bureau is its maintenance 
ABROAD 


in foreign countries of responsible agents who are, at the call of 
our advertisers, to give them the benefit of their knowledge and 
experience in their particular localities. 





The American Shoe and Leather trade has the opportunity to 
avail itself of this advantage. Foreign markets are now especially 
susceptible to American connections. The Export Recorder, with 
its International Trade Service Bureau, is the connecting link, 
the medium between the buyer and seller, the practical machinery 
for planting the knowledge, creating the desire for American shoe 
and leather products and furnishing the exporter the service he 


needs. 


Full particulars with respect to advertising rates, service and ADVERTISING 
combination rates with the BOOT AND SHOE RECORDER _ RATES AND 
and the Latino-Americana Recorder will be furnished upon INFORMATION 
application. Our representative will call upon request and go 

thoroughly into the export situation with you. 


It’s not the time to hesitate—Go_in at the Start and get a share of 
this great business across the seas which awaits the enterprising 


American merchant. 





R PUBLISHING COMPANY 
STON, MASSACHUSETTS 


Cincinnati: 501 First National Bank Bldg. Philadelphia: 929 Chestnut St. St. Louis: 1627 Locust St. 
Australia: Cromwell Bldg., Melbourne : Japan: Yokohama Spain: -20 Fuencarral, Madrid 
P85, Santiago, Chile Mexico: 4a Del Cipres 117, Mexico, D. F. 














each Foreign Markets 
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HOW TO READ A BANK REPORT 





G) “Cash” 


Cash means the actual money in the vaults 
or on deposit in the Federal Reserve Bank 
or in other banks where it can be obtained 
and paid out on depositor’s request. Most 
of it is ready money consisting now prin- 
cipally of Federal Reserve Notes. These, 
however, can be redeemed in gold on demand 
at the Treasury in Washington. 


In our next advertisement we shall consider ‘‘ Demand 
Loans.”’ 


We propose to publish a series of advertise- 
ments explaining the various items in a bank 
report so as to enable every depositor to under- 
stand its meaning. 


Report of American Trust Co. to the 
Bank Commissioner, Noy. 1, 191 


ASSETS 
$4,907,770.56 
5,146,474.97 
16,847,160.36 


1,597,811.12 

Customers’ Liability on Ac- 
ceptances 408,000.00 
Investments 2,540, 169.28 


$31,447,386.29 


LIABILITIES 
Deposits $25,7 86,343.65 
Capital - ,000.00 
Surplus Earnings 2,655 231.52 
Acceptances 408,000.00 
Rediscounts................ 1,597,811.12 


$31,447,386.29 


AMERICAN TRUST COMPANY 


Federal ee wean 50 State St., Boston City 


Bunker Hill ‘Branch 
Square, Charlesto 


The first of a series of advertisements 


EMBLEM 


has a meaning. 


The inner circle represents the unity of 
credit action of the concerns who con- 
sult our Credit Department. 


The outer circle represents our Credit 
Department that surrounds its members 
with the protection of the current credit 
information constantly coming to this 
center. 


The Credit Clearing House 


**‘Builder of Better Credits”’ 
Offices in all important cities 


Executive Offices: 440 Fourth Ave.. New York, N. Y. 





OF 
STYLE ana QUALITY 


CARRIED 


IN-STOCK 





ENGLISH TOE 
McKAY WELT 
FLEXIBLE 


GUN METAL LACE, 
High Cut, B to E, 244-7 


$3.40 


GUN METAL LACE 
High Cut, C to E, 1144-2 


$2.85 
ON~ROLLINS COMPANY § 


SUCCESSOR TO GEO. F. DANIELS Corp. 
LYNN, MASS. | 
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Uérrect Dodg' e 


FOR ALL OCCASIONS 
“QUALITY DESIGNS FOR ALL TIMES" 





The lid is off. Society is waking up. It is losing no time to get busy. Functions of all kinds are 
being planned. It is no longer a reflection on one’s patriotism to appear in public attired in new 
apparel. Footwear of the class shown here is selltng. ‘Correct Dodge’ footwear harmonizes with 
gowns of every style and hue. Get this line into your store. Don’t wait for trade to ask for it. Buy 
it and show it up. You can move it any day and every day at a good profit. 





i 


me et 





No. 257—Dull Kid “Eugenie Opera, No. 244—Brown Calf 6 eyelet Oxfo: No. 217—Silver Cloth Opera, Full 

Half Louis Heel, Steel Beaded Orna- a ho 0 ck achvastans bee $5.00 Louis Heel, Long Vamp........ $4.00 

aa ee No. 238—Brown Calf 6 eyelet Oxford. No. 216—Gold Cloth Opera, Full 
Full Louis Heel. Long Vamp. AA, Louis Heel, Long Vamp........ $4.00 

No. 258—Same as 257 in Patent 4-7; A,3%-7; B,C, D, 2-7 Price 

ks Ae eee $4.00 $5.00 


Keep in mind that we specialize on the “snappy stuff.” We have a great variety of 
“Correct Dodge’’ shoes to ship as you demand them. ALL Gold and Silver Cloth 
slippers are warranted not to tarnish. Here's a feature you can capitalize. 


“x Nathan D. Dodge Shoe Co. 
a ‘ Newburyport,. Mass. 


Boston New York Philadelphia Chicago 
183 Essex St. 130 W. 42d St. 600 Denckla Bldg. 20 W. Jackson 
‘ Bush Terminal Bldg. Blvd. 


San Francisco Moutgomery 
417 Pacific Bldg. 20 Galena Ave. 
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Beals - Pratt 
Shoes 
for Men 


High grade, sat- 
isfactory shoes 
that combine 
correctness of 
style, excellence 
of quality and 
careful work- 
manship. 


1065—Brown Trostan. Cinch Last. .100«—.~«vwn Trostan. Bud 
C, D and E, 6 toll Price $5.15 Last. C ead D, 5% to 11. 
ice $5.1 
986—Gun + rg 2 d L 
C and D, 5% ¢ en 
Then $4.60 


The splendid Values offered in BEALS-PRATT 
shoes is assurance that they will please your 
most critical customers and prove big sellers 
970 — Mahog- 


in your store. 
any Calf. Yale 
Last. C, D, 5% 
1... .$6.00 


Beals-Pratt Shoe Mfg. Co. : ieee 46.00 


Milwaukee, Wisconsin Watertown, Wisconsin 5% to 11... Price $5.15 











IN CHICAGO lesz Cinderella 


Silver Slipper 


Morrison Ffotel it 
= Cleaner 


i in we my ae WI cexercasaofn 
the loop—close to the ||] reovmence aca . 
wholesale and retail centers. — The standard preparation 

More than 1,000 rooms, |} used and recommended by 
with bath, circulating ice | = Jeading manufacturers for restoring cloth 


water, and the most modern : 
comforts. There are large, of silver footwear. 


well-lighted, dustless sample : 
rooms. Instantly removes all tarnish and re- 
finishes with silver the worn surfaces. 


In packages for retail trade. 











It is the Home of the 


TERRACE GARDEN 


E Chicago’s Wonder Restaurant Produced by 


EVERETT & BARRON CO. 
“Morrison Totel PROVIDENCE, R. I. 


Madisen end Clark Strects . or Cleaning and Polishing White Kid Footwear 
se 


CHICAGO Cinderella White 





Personal Management Harry C. Moir 
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No. R409. 
Childs’ Gun 
Metal Button Welt, Low 
Heel, 8% to 11, D $2.35 






The following numbers are snaps 
and just what you should have for 
the sturdy kids that come in for 
shoes during the next sixty days: 


Order at once for the stock is limited 


in these numbers. 


No. R509—Misses’ gun button welt, low 
heel, D width, 11% to2.......... $2.60 
No. R409—Childs’, same as above, D 
WN BG We SE. 2 ies $2.35 
No. R3809—Childs’, same as above, spring 
heel, E width, 6to8.............. $2.00 


We advise immediate ordering 
---such offers as shown here are 
bound to be sold up in a hurry! 


BOOT AND SHOE RECORDER 


Can You Fit Children’s Feet 
with Your Present Stock? 


NO-AKE SHOE CO. 


209 S. State St., Chicago, III. 






will help you! 


ALL SHOES DESCRIBED HERE IN 
STOCK --- Ready for Immediate Delivery 


No. 501—Misses’ Black Kid Welt Button, low heel, 
widths B to E 
No. 401—Childs’ same as above in spring heel, 8% to 

Rs Pe ee ae ee ee ey enen Pea 3.75 





DRESS en Ree. Se ee re UL. ok 5 | | 2.35 
No 201—Infants’, same as above, no heel, 1 to 5, C 
Re BS ERE tS ae Re eee bee 2.00 
No. 519—Misses’ eu veel white kid top, welt, 
low heel, B to E.. 4.75 
No. 419—Childs’, same as above, in . spring heel, ‘84 
pag AG ST RSS SS ae CF a tener an . Sel 3.85 
No. 319—Childs’, same as above, in turn, spring heel, 
Ce og Seer ere ren eey eee. 2.95 
No. 219—Infants’ , same as above, no heel, 1 to 5, C 
Was te-acns 4:0 os ass 2 Rae Sete Soe eee eee 2.15 
No. 509—Misses’ pat. vamp, cloth top, button welt, 
eS SR Re Ra ee a ene 4.50 
No. 409—Childs’, same as above, spring heel, 8% 
Bh WE i RI 00 6 0. 55, s. gop pcdtaiw cia ech ke sess oy Seek he oe 3.75 
No. 309—Childs’, same as above, in turn, 5 to 8, C 
DO Wiig scastceinas- 630.08 5 0;6 Boreas Gig Wg eevee baa ote ata o ead 2.30 
No. 209—Infants’, same as above, no heel, 5 to 8, 
SES PPR PE reo ot oe re ta ae. 1.75 
No. 6549—Childs’ pat. vamp, gray suede top, button, 
Cit, GUtiig eel, Psi idiss Sets as were 2.50 
No. 6560—Childs’, same as above, in fawn suede 
RO EE Sa breech bia qpaistertrdiaianetodpemnuicqnddcoan 2.35 





All the above shoes are direct 
from Brooklyn factory --- 
and are exceptional value. 
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$ CO INVESTED IN ‘‘AJUSTO’’ 
BOOTLEG FORMS 


will increase your sales greatly. Your check, money order, or cash, to 
this amount will bring you a dozen forms. When you see just how use- 
ful, how necessary they are, to create most favorable impression on 
possible buyers’ minds, you'll want more. ‘‘Ajusto”’ Bootleg Forms 
smooth the shoes out—doll ’em up so to speak, and make them move 
rapidly at good profits. 


All deliveries F..O. B. Pittsburg, Kansas. Spats can 
also be shaped up with ‘‘Ajusto’’ Bootleg Forms. 


U. S. SPECIALTY MFG. CO. 


DEPT. A, PITTSBURG, KANSAS 





on 


ERE 
Pe 
as 


e 


Norwich Shoe Stands 


Used by the best retailers to show 
their styles; this has been true 
for many years and will continue 
to be a fact so long as the Norwich 
ideals remain. 


ug OU want to blow into town, 
a ss do business and get out. A 
ar layover is annoying. Time 

“=<! counts. You know it means 
a loss or a profit. It’s discouraging to 
put up with delays. The “Essex”’ is 
located within the circle where the shoe 
business is done in Boston and is daily 
saving dollars to travelers by making 
it possible for them to make the most 
of their time. 


We have everything to show any- 
thing in footwear. | 


Our catalogs and general pub- 
licity on request. 


Imperial 
Shoe Stand 


Glass top 4x7". Standard 3-8’’ 
Square Stock. Extends from 12 
to 23’. Imperial Base 4’. 


J. R. Palmenberg’s Sons Inc. 
A consolidation of 
Palmenberg Norwich Kindlimann 
1852 1879 1887 
Salesrooms: 63-65 West 36th St., New York; 26 King- 
ston St., Boston; 108 W. Baltimore St., Baltimore. 


On Feb. Ist we shall open our Chicago branch 
204 West Jackson Boulevard 





Hotel Essex 


BOSTON 


DAVID REED 


Manager 





hg 











De Luxe 4 ay 
Home Set Trade-marks in Foreign 


$4.25 Doz. Countries 


Realize the I tance of Protecting your Foreign Trade 
De Luxe Jr. in ¢ fexico, the Geulh Annestonn Countries and also in Europe, 


frica? 

$3.25 Doz in Foreign Countries award exclusive trade-mark rights in a 
™ a the firs’ of 

Aki chous tho ponll’al eckadie Wenkoeahe io mack 

a L POLISHER WI BRISTLE DAUBER The Boot and Shoe Recorder maintains a Patent and Trade-mark 

Put up in Neat and Strong Box Departmen’ i mptly handle your applications 

Write for Premium Offers on These Sets i nited States. "Ad atl Taal F “~ Countries, as well as 


THE LINCOLN COMPANY Patent and ‘Trademark Department, 207 South St Boston, Mass 
1508 Washington Avenue ST. LOUIS 
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OUR MEN’S 


HOUSE SLIPPERS 


Will be carried in stock throughout the year 


House Slippers can be sold every month in the year 
IF DISPLAYED 


OPERAS & EVERETTS $1.75 TO $2.75 
ROMEOS $2.00 TO $3.25 
L. B. EVANS’ SON CO., WAKEFIELD 


BOOT AND SHOE RECORDER 





Boston 


AT THE TRADES CLUB 
A Publisher’s War-Time Trip 


At the weekly luncheon talk of the 
Boston Shoe Trades Club,-Janudry 15, 
Frederick F. Cutler, publisher of the 
Shoe and Leather Reporter and the 
Shoe Retailer was the speaker. Intro- 
duced by President Terhune, Mr. Cut- 
ler told his fellow members some experi- 
ences of a war-time visit to Europe by a 
party of American publishers, under the 
auspices of the British Government. 
Starting from New York late in October 
last, and covering a period of ten 
weeks, the members of the party had 
unusual opportunities to get behind 
the scenes in war times. 

Meeting men high in the councils of 
England and France, being royally en- 
tertained in Paris, London, and other 
cities, visiting the grand fleet, touring 
the battle fronts in France and Belgium, 
while traveling under strictly war con- 
ditions, were novel experiences. The 
speaker related numerous instances of 
the hardships suffered by the people of 
England, Belgium and France; the 
wonderful war work accomplished on 
land and sea by the allied nations, and 
the heroism of the American doughboys 
who turned the tide of war. . 

Mr. Cutler emphasized the important 
part the war has played in bringing the 
two English-speaking nations together, 
and expressed his belief that the British 
Government hopes for yet closer rela- 
tionship with the United States in the 
future. Mr. Cutler’s remarks were 
given appreciative attention and were 
punctuated by enthusiastic applause. 


Shoe and Leather Men Sailing on 
Lapland 


In addition to the Boot and Shoe Re- 
corder party of manufacturers and tan- 
ners, sailing for Europe on the White 
Star Liner, Lapland, Saturday, January 
25, the following well-known members 


of the trade have also secured passage 
on that boat and are expected to sail 
at that time: Phillip G. Aulson, of 
John W. Aulson & Sons, Salem, Mass.; 
O. D. Mosser, of J. F. Mosser & Co., 
New York and Boston; Phil Abbott, of 
of A. C. Lawrence Leather Company, 
Boston; A. Yawtshik, of Henry Boston 
& Sons, Liverpool, England; H. 8S. Sny- 
der, of H. S. & M. W. Snyder, Boston, 
Mass.; Elden Keith of Geo. E. Keith,, 
Campello, Mass. 








MISCELLANEOUS 








Fitting Stools, Screens, etc., 
Wood Window Display Fixtures 


Catolog 
on 
Request 





sexe 


1141 W. ox §.Cogpe Ounen <2. U.S. A. 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds. of 


shelvin 
Send for ca 
giving full de 











a. 
The cle 
Step Ladder 
Company 
67 Randolph St. 
Chicago Tu. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 














,» MASS. $3.00 


«93 


TAN VICI- 
Stitchdown 





MISCELLANEOUS 








Metal Shoe Fitting Stools 


And Floor 
Mirrors 





No. 141 


owe ter, The Chicago 
Pris Wire Chair Co. 
621 N. LA SALLE STREET, 
CHICAGO, ILLINOIS 











ORE LADDERS 


-" 


— 


"| 


\ue 
mw \ 








Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ye ey WANTED. Three cents per word for each insertion 
Minimum amount accepted, Gaty oe cents. For other “Want” ad- 
vertisements, five cents per w Minimum 

amount accepted One Dollar. Ads saiier 4 this headi i be received 
up to five o’clock Tuesday P.M. When advertisers desire answers to 
come in care of this office, twelve words must be allowed in each adver- 
tisement for address. When advertisers desire replies forwarded direct 
to their address, each word of the address must be counted in the 
advertisement and paid for accordingly. Answers to ads. must be sent 
under letter postage. 


“Recorder” rates for space less than one-eighth 


page per issue: 
1 time 7 times 


$4.00 $3.00 
8.00 6.00 
9.00 
12.00 


52 times 
$2.00 
4.00 
6.00 
8.00 


13 times 26 tim 


$2.75 $2. 50 
5.25 4.75 
7.75 7.00 

10.00 9.00 








15.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open acéounts 











SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 





WANTED ROAD SALESMAN FOR IOWA— 
Cee of applicants must combine strong 
personality, sales record in Iowa. Promi- 
nent Trade “Heshed. Children’s Line stocked in 
Ch icago. Established trade, 200 samples. Young 
ladies’ to infants’, Turns, Welts, Mck ays, medium 
and grades. State age, single or married, 
detail information—past connections. Ad 
B176, care Boot and Shoe Recorder, Security Bldg., 
Chicago, Ti. 
SALESMAN WANTED at once to “sell rubber 
footwear to well established trade in Pennsyl- 
Ohio and Virginia; Commission 
State age, experience erence. Address B169, 
care Boot and Shoe Recorder, 207 South St.; 
Boston, Mass. 
OOD, live-wire salesmen ‘to “sell retail trade 
high-grade line of spats, jersey jleesings. ai and 
sleeping socks as side line on on. ic: 
Spat and Legging Co., 618 W. Jackson Blvd. 
icago. 
WANTED-—Salesman | covering Wisconsin,Min- 
nesota, and the Dakotas, to sell our snappy, 
up-to-the-minute line of high-grade Infants’ t 
Soles. Ten per cent commission, short sample line, 
backed up by the largest factory in this country 
producing infants’ specialty footwear. Apply 
jrometts. if you want for 1919 by strongest side 
ine on the market. Do not appl HW unless you are 
acquainted in the territory. 
Manufacturer, bl d 1896, iE t 
ALESMEN WANTED—To sell on commission 
a line of Women’s Welts, Turns, and McKays, 
in the following States: Kentucky, Virginia, Ohio, 
patione, Illinois, Wisconsin, Minnesota, North and 
h Dakota, Iowa, Missouri, Nebraska, Kansas, 
Oklahoma, Montana, Wyoming, Colorado, Idaho, 
Utah, Arizona, Nevada, Oregon, California, and 
Ww on. Only salesmen that can furnish 
es mm and with an established business will be 
idered. Samples ready about February 15th. 
ps nee B178, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





WANTED—Live-wire “experienced salesmen to 
sell patented article to the > | eee Easy 
to E. 1y. rapid seller, liberal comm: Address 
B179, care Boot and Shee Recorder, 2 207 South St., 
Boston, Mass. 
GALESMEN_ | WANTED—To cz carry 01 on comission 
as a side line, Men’s Welts to retail $8. One 
ome -_ Orders filled from stock. New con- 
equipment. Only “live ones” need 
apply. et Ralph Baker Shoe Co., Bridgewater, 





NSW EN EN GLAND ‘Manufacturer of ae, 
king ~~ fe the wy ne le — 2 
eng: a large force of traveling salesmen or vari- 
a waste of the United States. Goods carried in 
stoc! Hustlers only wanted. This line can be 
carried as the main line or as a side Se ge 
non-conflicting lines. Address, B128, care of 
and Shoe Recorder, 207 South St., Boston, Mass. 


ienced salesman covering Wis- 
congin, to the original Rochester line of 
snappy, up-to-the-minute First-Step Turns, also 
our short, exclusive Soft Sole line. Short sample 
commission, and a line with old estab- 
lished reputation, backed up by the largest factory 
in this coun producing specialty footwear for 
infants and c — Do not apply unless you are 
acquainted in the territory, and are covering the 
larger towns “ss cities, nor if you have more than 
one line. H. Freeland, Manufacturer, Estab- 
lished 1896, Rochester, N. Y. 


WANTED—Shoe salesman to sell high-class 
guaranteed shoe, nationally advertised, on 
commission to the re shoe trade, south of the 
Ohio River and east of the Mississippi River. 
Address B168, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GALESMEN WANTED—To cai “Federal 
Shoes for Boys” in several Middle Western 
territories. Unusual line, in stock: ne 
only. Address in confidence giving detuils of 
experience, Federal Shoe Co., Lowell, Mass. 


WANT ED—bxp 


. Freeland,. 
N. Y. 


WANTED—Salesmen to sell to the larger retail 
trade a manufacturer’s line of boy’s and girl’s 
McKays on commission basis. earried in 

, sold i a = —_ 2 ome _ Reference 
Also lines y w carrying or have carried. 
Apply N. Pi Post ‘t Office Box 2812, Boston, Mass. 


ORK-SHOE SALESMEN—For State of 
Missouri. Only 





proposition on a a straight 
le line of men’s, boy's 
and gent’s service and some semi-dress 
ay Mad > in Bbwuaines. Gain in business 
cent over last F Luedke Schaefer 

But Co., Milwaukee, 


SS wire side Lat men acquainted 
ith shoe and Liberal com- 


mission. Address B159, care —_ and Shoe 
Recorder, 127 Duane St., New York, N. Y. 


W with thoe and wire salesman, acquainted 
with shoe and Finding Trade, to Cotero 

« Pads, ag straight or side line. Cotero 
} jon Mfg. Co., Burr Bldg., Scranton, Pa. 


Salesmen_ Wanted 
Nationally ikea Line 


All territories open for High-Grade 
Novel Shoes. Twelve Samples to be 
carried as Side Line. Five cent Com- 
mission. Apply B177, care t and Shoe 
Recorder, 207 th St., Boston, Mass. 

















SALESMEN—NOT ORDER TAKERS 

Wanted for the following territories: 
MICHIGAN, WEST VIRGINIA, OHIO, 
TEXAS and the NORTHWEST. The line 
consists of Men’s medium-priced Dress 
Shoes, made by a Middle Western manu- 
facturing has an established 
po agen i » as to 

. experience, references and terri 

pa Aw Six per cent commission basis. 
Address B175, care Boot and Shoe Recorder 
189 W. Madison St., Chicago, Ill. 














POSITION WANTED 


ETAIL shoe man, thoroughly capable, four 
R years last -—y Ten pom? New York 
experience, desires ange. pable mae aT 
West or Middle West ‘prelerred.. haives K1l4 
a fous and Shoe Recorder, 127 Duane St., 

ew Yor 


[.XPERIENCED shoeman wn F my = 

menege or assistant manager of d 
ment or shoe store, preferably in town to one 
hundred thousand population in Middle West or 
South. Now employed as manager of shoe store 
but desire a change. First-class references from 
present employer. F.C. Wood, 1031 N. Lawrence 
Ave., Wichita, Kansas. 


apn a Shoe Recap = ape ten ,e- 
ence, desires tion with repu:' house t 
reference. eran B167, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 

















HELP WANTED 


GALES: manager who thoroughly understands the 
ladies’ overgaiter and legging 
pease opportunity for the right man. Address 
care Boot and Shoe Recorder, 127 Duane 
, New York Ci ity. 





GHOE BUYER—For bargain basement in busy 
store. Must be ambitious young man ready to 
hunt for merchandise. Address P. O. Box 1046, 
Bridgeport, Connecticut. 





Sales Manager 
Wanted — 


p= A 2. bay wee Western House doing a 

business in Men’s, Boys’ and 

Fine and Work Shoes. Please 

detail your ce, 

qualifications and present connection, to- 

gether with salary expected. All informa- 

tion held confidential. Address B180, care 

Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


FOREIGN 
CORRESPONDENT 


Desires to make a connection 
with a firm in need of the services 
of an expert correspondent. 


The advertiser speaks and 
writes fluently, English, French, 
Spanish, Italian and German. 
Address Foreign Correspondent, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 




















LINE WANTED 


ALESMAN Southern Swans, fe 
S a sna Rage ph a y Sond 
Address B171, care Rost on and Shoe  Meeeeden, 207 
South St., Boston, Mass. 


WoOuLD like to connect with 
a _ a of —_— 
joes, Clean and snappy, to represent 
Michigan. Have pons i yy [= for toch 
line, as I carry now a line of men’s shoes, but 
desire, to change. Address Box 170, care, ‘Boot 
207 South St., Boston, Mass. 


SALESMAN with good references traveling 
_South—wishes to make a change. Wants 
Misses’ and Children’s medium price line. Address 
B172, os Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


bad pt ete pe crag ge 
and sell lar-priced shoes. I am in a 




















request. 
epee Foastem, cave 
Recorder, 207 South St., Boston 


f 
cash for fac rejects. 
Boot and Shoe A 


S Routh on with established trade traveling 
oun far 0 Hing at nae ’ and Children’s 

es shoes. Address B174, one — 

and met Shwe ecorder,-207 South St., Boston, M 
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LINE WANTED 


BOOT AND SHOE RECORDER 


EXPORT OPPORTUNITIES 


WANTED TO PURCHASE 





EXPERIENCED salesman with good following 
in Greater New York and vicinity, would like 
to connect with a few manufacturers of non-con- 
flicting lines of shoes, on a strictly commission 
business. Address B181, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


SOUTHERN LINE 
WANTED 


Salesman with Al references, open for a 
Side Line of medium-priced Misses’ and 
Children’s turns and welts, for Southern 
trade. Address B173, care Boot and Shoe 
Recorder, 207 South ‘St., Boston, Mass. 




















FOR LEASE 


HAYE desirable space to lease for ladies’ and 

children’s shoe ow ens on sales percentage 

een ina pepper re priced department store in Grand 
fixtures installed. 


Address 
Rapid® th Millinery Co., Chicago, Il. 


SFromea' FOR LEASE—On Feb. 1 we move our 
fo my $5.00 Boot Shop to Stillman Theatre 

° aiding, One of. the choicest locations on Euclid 
ve. 








for men’s Kirkpatrick-Beers 
Co., 1309 Ed Ave., “Thined. oO. 








FOR SALE 


HOE Eee FOR SALE—Best neighborhood 
SS iietrd > aa Store is —_ but 
. - equi with very attractive mahogany 
amar exipped, wi tock of $8,000 is clean and 
ly new. con turn over a splendid lease. 

reason for selling. dress B160, care 

ne and Shoe Recorder, 207 South St., Boston, 
Mass. 








Sis OF ee LASTS, 
Shoes, Surplus Division, Munitions 
Bldg., 19th and B Sts., Washington, D. C., will 
receive bids on a proportion of lasts, Munson 
Goodyear Welt, which have been used for manu- 
facture of Army Shoes. Bids are invited on any 
quantity of these lasts. Numbers of pairs of shoes 
made on each last varies. Lasts can be i ted 
at various Zone Supply Offices located in the 
owing named Cities: Atlanta, Ga.; Boston, 
Mass.; ~ hb Ill.; New York, N. Y.; Phila- 
om hia, Pa. t. Louis, Mo.; and San Francisco 
Bids should be made in duplicate on 5 ial 
>. in time to reach Washington by A. M. 
February 5th, 1919, at which time and place they 
will be opened in the mce of such bidders as 
desire to attend. Specifications and forms for sub- 
wittes bids may obtained on ap Hicaton | “9 
va § Property Division, Reference 











EXPORT OPPORTUNITIES 


POST-WAR TRADE— Italian agent, with 15 
ears’ connection amongst leading shoe and 
men Fe ——_ baer Italy, is open to 


Saye firms. 
pm nn gg ite Achille Gobhe Via A. Cappellini, 
7, Milan, Healy. 


WANTED 


Cincinnati shoe manufact- 
urers of women’s fine shoes, de- 
sire to make connections with 
foreign representatives, in the 
countries of England, France, 
Italy, Norway, Sweden and Den- 
mark. Will only consider appli- 
cations from established houses, 
who are accustomed to represent- 
j ing American shoe manufac- 
turers. The Wise, Shaw & Feder 
Co., Cincinnati, O. 


























Leading firm of English boot factors with 
travelers covering whole United Kingdom, 
desire to represent in U. K. high-class 
firm of American Manufacturers. Write 
Milton Agency, Dudley House, Southamp- 
ton Street, Strand, London, W.C.2. Eng- 
land. 








Important French Firm 


handling shoe trimmings, having a large con- 
nection, appointed travelers all over France and 

ia, a it warehouse in the commercial 
centre of Paris, is desirous of representing 
thoroughl ly reliable American manufacturers. 
Address B164, care Boot and Shoe Recorder, 
207 South St.; Boston, Mass. 








GANNON BROTHERS 


110 MIDDLE ABBEY STREET 
DUBLIN, IRELAND 


Resident Buyers, and Manufacturers 
Agents in the Wholesale trade, are pre- 
pared to negotiate with United States 
Shoe Manufacturers (or firms in Allied 
trades), with a view to acting-as agents 
on Commission for such firms, or being 
appointed Sole Buying Agents in the 
United Kingdom. Big Business Guaran- 
teed. 


, 








Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
ire or Phone us 
Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
401 eters New York 


a hs 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 








CASH PAID 


Max Kalter Mercantile Co. 
100-102-104 Grand St. New York 
Phone Spring 9418 




















WANTED TO PURCHASE 


MISCELLANEOUS 





J] AM looking to buy a shoe store in a live town or 
city where I can settle down and make a teres 
living. Willing topey strictly cash. Address K112. 
oe Recorder, 127 Duane St., 

New York. 




















We Buy for Cash 


odie Jobbers’ sl 
near dl Surplus Stocks, 
obs, 


NO QUANTITY TOO LARGE 
We also purehase entire stocks 
— — or manufactur- 

particulars of 


what you Rees. for sale. 
Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 


537 Resedwen, New York, N. Y. 
Telephone 2248-2249 Spring 



































WANTED FOR EXPORT 
Slow Sellers 
YOUR Discontinued Numbers 


Entire Stocks. 
FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 











515-517 Broadway, New York City, N. Y. 





Milbradt 
Step Lad 


i 
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Wanted at Once 


for Department Store 
forCash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. Short 
Leases Taken 


GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office 
23 Lispenard St., New York City 
Merchandise of All Kinds Purchased 
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X2533—Havana Brown 
Vici, 9-inch Polish, Mc- 
Kay Sewed, Flexible, 
Fenway Last, Leather 
Louis Heel, B. C, D 
Widths. 

Price $5.00 


X4102—Same_ with 
Brown Cloth Top. 
Price $3.85 


X2532—Havana Biown 
Vici, 9-inch Polish, Mc- 
Kay Sewed, Flexible, 
College Last, Imt. Tip, 
1 %-inch Military Heel, 
B, C, D, Widths 
Price $5.00 


X2461—Same with 
Brown Cloth Top. 
Price $3.85 








A WORD from you and these Snappy 
Examples of Women’s Footwear are on 
the way. The opportunity is open to offer your 
feminine customers splendid style shoes of gen- 
uine value. 


You will find the two models here pictured to 
be quick and completely satisfactory sellers. 


We advise you to get in touch with us at once. 


Parker, Holmes & Co. 


“The House That Helps’’ 


BOSTON - * ths MASS. 





—They're up-to-the-minute shoes— 
They re ready to ship! 
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The Dalton Company, Inc. 
Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON 


183 Essex Street 651 Marbridge Building 
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1415 Great Northern Bidg. 
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WORTH-WHILE SERVICE 


Cy during the war, prices at the time of- 


delivery were very much in advance of the 
prices at which an order was taken. 











We filled such orders cheerfully. Import and export 
regulations and restrictions, combined with lack of 
tonnage, presented difficulties, but not excuses. 


Whether it be Gray or Field Mouse, Black or Brown, 
you know exactly what to expect from a duplicate 
order, for when you see one bundle of a grade, you 
see all of that grade, now and always. 
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Standard Kid is your guarantee of color, weight, and 
grade uniformity. 


" PRICES REASONABLE 
Inquiries Solicited 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT,KID 


207 SOUTH STREET, BOSTON, MASS., U. S. A.. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del.. 
AGENCIES 


AVeqdtacecessTbVarbyacrenuitlexareratareathTevatdtacot 


CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS. MO. 
I. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL. 
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Insist upon Ivory and insure style 
and service to your customers 












Vaughanss Ivory 


The Sole that Has Made White Shoes Staple 


T the recent Boston Shoe Style Show a lady 

A visitor made the remark that her great 

difficulty with white shoes was in keep- 

ing the edges and heels good-looking. 

She said ‘‘They are either tan color and 

HHH then my feet look so large or else they 
crumble and break off.”’ | 


What she meant was that natural fin- 
ished heels and edges make shoes look 
clumsy, while the painted ones check 










































and peel. 

Vaughan's Ivory Sole Leather is the 
a solution of her problem—its edge is its 

own. 





The Vaughan exclusive tanning process 
makes every fibre of the hide ivory-white 
and produces a finished sole that is light, 
durable and smart in appearance—for 
dress, for street, for sport. 








Costs no more than other good soles. 











secepeccen: cece 





George C. Vaughan 
Tanneries at 
PEABODY, MASS. 
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HEN a whole classifi- 
cation of leather 
jumps in a short 

period of two or three years 
from the “cheap substitute” 
group to the “first-class alter- 
nate” group, it makes leather 
history. . 

Side leathers have done 
precisely that thing. Con- 
centration of tanning intelli- 
gence is the cause. 

Agoos Bell Brand Side 
leathers have had an impor- 
tant part in producing this 
advancement. Many of the 
best-known makers of fine 
shoes put Bell Brand Sides 
into their grades next to and 
often paralleling their genuine 
Calf grades. 

Bell Brand quality is even; 
it is dependable all the time. 


S. L. Agoos Tanning Co. 


Specialists in Fine 
Side and Veal Leathers 


145 South St., Boston, Mass. 





Samples for 
Fall 1919 


No Restrictions 


A Smart, Snappy Style 























“NUBUCK” 


Registered U. S. Patent Office 


N moving conspicuously toward 
suedes, as it is doing today, the de- 
mand for leathers for fine shoes has 

thrown NUBUCK into remarkable 


prominence. 
The reason is simple: 


Nubuck has a fineness of texture and 
finish that has made it a monument 
in the trade. And now its range of 
shades—White, Imperial, Light Gray, 
Olive Brown, Taupe and Mahogany— 
have come to meet the exactions of the 
most intelligent builders of fine shoes. - 


Send for color pad of the genuine Nu- 


buck, originated and tanned exclusively 
by 


A. C. Lawrence Leather Co. 


161 South Street, - Boston, Mass. 


New York, Chicago, St. Louis, Cincinnati, 
Rochester, Gloversville 


























‘““KREEP-A-WA” 
THE SLIPPER BEAUTIFUL 
“SELL THEM EVERY DAY” 


~ 


The element of style plays a very important part in the 
merchandising of shoes today, and gives the merchant a 
real opportunity to realize a handsome profit. 
Kreep-A-Wa Slippers are famous for their exclusiveness of 
style and attractive combinations of color, which have 
made them the inevitable choice of millions of satisfied 
customers. 

We stake our reputation on the fashion value of ‘‘Kreep- 
A-Wa’ Felt Slippers. 
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Dansville, New York, 


BLUM SHOE MANUFACTURING COMPANY 
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Fred Rueping Leather Company 


Fond du a Wisconsin 





FRED RUEPING LEATHERCO. 
FOND DU LAC, WIS.U.S.A. 


Calf, Veals and Side Upper Leathers in 
Black and Colors, Smooth and Boarded. 
The quality leather produced by Rueping 
does not “Just Happen” and is not 
“Luck.” Our process is the result of 
over sixty years tanning experience and 
assures you of leather of good strength, 
mellow feel, fine tight break and eco- 


nomical cutting qualities. 


—BRANCHES— : 

Boston Cincinnati Milwaukee 

New York Chicago San Francisco 
Northampton, Eng. 
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APPEARANCES REFLECT THE 
Bieber ts OF: THE .PARTS— 















































































































































































































































A shoe of Vici Kid on a freak last. Note the ball 
room, enough to satisfy any man when standing or 
walking. The beauty of this shoe is that one does 
not realize it is on even after being worn for hours. 
A fine feature is the formation of the heel, assuring 
a fit that’s right at this point. You'll find it a good 
seller, repeater and profit producer. 


P. S.—It is our aim to attract to our factory the 
best obtainable labor, which in part accounts for 
shoemaking that makes our values extraordinary. 
Our manufacturing policy provides for first quality 
silk in uppers; first quality russet leather welting; 
first quality hooks and eyelets, and first quality 
leather toppings. 


NUMBER 806 


CALIFORNIA ,. LAST.—Men’s Vici 
Kid California Blu, made with whole 
quarter. Single leather sole. Leather 
counters. Full sized tongues, fleece 
lined. Leather top facings. In stock 
C, D, E widths. 


PRICE $5.25, LESS DISCOUNT 


WTA 





























Ail HAT 


J. W. CARTER CHICAGO COMPANY 
CHICAGO, ILLINOIS 








| Jan. 25, 1919 BOOT AND SHOE RECORDER 11 



















































































lil i 


CV ¢ 1 


“ey 


ae) | 






















x | 
2 











; nl 
The 


























Patent Leather 
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men e rage who hav “A ; 
found it, by experience, ‘ All| Thayer Foss 
to be - : 
mas Standards 
The Safest Patent MOC 
Leather to Use js d \ Beaugrain side leath- 
Nn Os er will give you the fine 


shoemaking results you 


and your trade appre- 
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MO aul! 
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Will you be 


PREPARED? 


A new material is going to (at least) 
supplement leather 








The manufacturer is fast learning the 
different, satisfactory and unsatisfactory 
products offered. He is learning to use 
the new product to good advantage. 


Are you keeping .in touch with the trade on it? 


Are you becoming familiar with the differ- 
ent kinds? 


Can you discriminate? 


HAVE YOU SEEN LOXSOL? 


It is unlike anything else 


H. E. LOCKE & CO., INC. 


gr a 99 Chauncy Street eg oe 


New York 7 Rochester 
Philadelphia Boston, Mass. 
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a OMEN have learned that ‘Walk-Croft’ process 

shoes increase the attractiveness of any attire. 
They have learned also that ‘Walk-Croft’ process 
shoes fit and wear better than ‘tums’ and are far daintier 
than ‘welts.””” 


s 


uve, BANCROFT WALKER COMPANY “xen 


MASS. RICE BUILDING 
MAKERS OF SMART SHOES FOR WOMEN 


AEH HEHEHE HEHEHE FEE A HEHE HEHE AHI TEE IEE TET IT FT 


“Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 
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oe ditions beyond our control. 2 
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We But we do insist on maintaining New ; 

ni Castle Kid quality priority. Hi 
Alo 3 bo 
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th ° maintaining New Castle standards is limited; 3 I 
iE consequently we are unable to supply all sh 
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i ka : 
¥) ° Ps NE 
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de : sty 
4 8 But don’t forget New Castle quality priority. ; i 
nS ; Fy WV. 
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In the Spotlight! 


Stands the Rays of 
Investigation 


Ask Your Neighbors 








G.LEVOR &CO.,1Nc. 


MANUFACTURERS 


GLOVERSVILLE, N.Y. 


TS me fe) >) Grivi na Temcleo) Roky 


ST LOUIS: LEATHER EXCHANGE BUILDING BOSTON: 145 SOUTH ST. 
JOHNSON .STEPHENS ¢ PATTON LEATHER CO THE G.LEVOR COMPANY 
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OUR WOMEN’S OXFORD STYLE 


A COUNTER ESPECIALLY MOLDED 
FOR WOMEN’S OXFORDS 


Note that the counter is exactly 
the shape of the back part of the 
shoe. That’s why it fits the 


last perfectly. 


“HORN FIBRE” counters, made on new improved moulds,—the result of the study 
of hundred of modern lasts—are the best fitting and most shapely counters on the market. 


If you have a counter problem, bring it to us! 
FIRST IN EVERYTHING 
IDEA—QUALIT Y—GUARANTEED SERVICE 


Made only by the 


ROGERS FIBRE COMPANY 


MOUSAM OD/V/SION 
121 BEACH STREET~— BOSTON, MASS. 
CINCINNATI ST. LOUIS 
DENNETT & PRINCE 


PHILADELPHIA 
WILKINSON & REGER JOHN C.RUPP CO. 
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The very best 
shoe retailers 





It is what is said of All America 


Shoes that counts rather than 
what we say ourselves. 


The many splendid things said of these shoes 
by merchants qualified to pass impartial 
judgment have been a source of great satis- 
faction to us. 


Take their word for it that there is no better 
line of men’s shoes on the market today; 


add to this the fact that All America Shoes - 


are carried in stock in each of our nine dis- 
tributing houses, and you have the whole 
story. 


Rice & Hutchins, Inc. 
20 High St., Boston, U. S. A. 


Distributing Houses 
The Rice & Hutchins 


New York Company 


The Rice & Hutchins 


Baltimore Company 


The Rice & Hutchins 


Atlanta Company 


The Rice & Hutchins 


Chicago Company 


The Rice & Hutchins 


Cleveland Company 


The Rice & Hutchins 


Cincinnati Company 


The Rice & Hutchins 
St. Louis Shoe Company 
The Atlas Shoe Company 


oston, Mass. 


Joseph I. Meany & Co., I 


ne. 
Philadelphia, Pa. 
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An Oxford Season Ahead 


HE change of mode and thought that has come 
over the people of the United States since 
signing of the armistice is truly marvelous. 

Up until that time social activities were to a greater 
or lesser degree suppressed. The whole concerted 
thought of the nation was bent toward winning the 
war. The minds of men were occupied with matters 
of serious concern. Women of every class and station 
of life were actively engaged in some sort of winning- 
the-war activities. While a great many are even yet 
giving a lot of thought and a lot of time to these 
matters yet there is a rapid transition back to the 
channels that made up the rounds of normal activities 
in pre-war time years. 

A mere glance at the society columns of any of the 
big city newspapers is sufficient evidence of this. 
Men and women are, as a general thing, happy and 
exuberant and this exuberance is finding expression 
in the renewed social activities of every community 
of the nation. 

The holiday season almost depleted the exclusive 
stores and big department stores of women’s evening 
gowns and “dress-up” apparel. 

Black and the more sombre colors have largely 
given way to the brighter and more gorgeous hues in 
attire. Along with this has come an almost unprece- 
dented demand for women’s “dress-up” shoes and 
evening slippers. In boots the demand has been well 
within the color limits, which the merchants have 
stock on hand to supply. 

For evening wear patents, black suede, black satin, 
_ gold cloth and silver cloth have all been good: 

Many of the large stores, profiting by the experience 


of last year when it was almost impossible to get 
oxfords and pumps of the dressier types for early 
spring, had quantities of this merchandise made up 
and shipped in November and December. At the 
time this was done the buyers did not anticipate that 
they would need to put these shoes in stock before 
the regular spring selling season, but when the 
demand came they opened them up and put them 
on sale in mid-winter. 

Since the turning of the year the demand for this 
merchandise is increasing. This is especially true of 
black suede, kid and satin oxfords, tongue pumps and 
colonials: 

All this augers well for the forthcoming spring sea- 
son. It is conceded that merchants generally have 
bought considerable larger quantities of low-cut 
footwear for Spring, 1919, than ever before in the 
history of the industry. Many merchants bought no 
women’s boots for Spring and others bought only very 
limited quantities. So necessarily the coming season 
must be the biggest low-cut season the country has 
ever seen. It does not always happen that what the 
merchant has bought is just the things the public is 
demanding, but in this instance, fortunately, mer- 
chants have madeasafe buy. Sofaras the Spring selling 
season is concerned, the outlook is reassuring. There, 
will, of course, be filling in on sizes of the good sellers 
and strengthening the lines where weak spots appear. 
- From the attitude of retail merchants visiting the 
National Convention at St. Louis buying was not all 
done in the early Fall months as many factories and 
wholesalers reaped a harvest of orders. Among mer- 
chants catering to the high class trade there was héavy 
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buying on black suede and black satin lace oxfords, 
tongue pumps and colonials, many of the colonials to 
be fitted with bright cut steel buckles and others with 
soft beaded buckles. 

If the demand is to be so largely on low cuts there 
arises the question as to the proper method of mer- 
chandising women’s boots now in stock so as to be 
prepared for Fall and Winter season. 

A very prominent western wholesaler, in discussing 
the question said, ‘““The next six months should be a 
period of stock liquidation with the average shoe 
merchant. There are two good, logical reasons for 
this. In the first place, for the past three or four 
seasons shoes have been worth more than money; 
shoes on the shelf represented more value than could 
be bought again for the same price. We are approach- 
ing a time when this may not be true. Prices today 
are stiff and there seems to be no weakening of the 
market, but there is in the air a feeling that this con- 
dition cannot always prevail. 

But for the action of the conference committees 
of the shoe and leather industry representing manufac- 
turers, tanners, retailers, wholesalers, last men, sales- 
men and fabric manufacturers establishing a program 
for Fall, 1919, there would undoubtedly be a big 
splurge on new lasts, new patterns and shades of 
leather. There is safety in the co-operation of each 
of the branches in the trade in an orderly style 
program. 

A new and stronger term than “Novelty Footwear” 
will have to be created. Boots will run between 
81% to 9 inches in height. For these reasons, mer- 
chants should have their shelves well rid of boots by 
July 1 in order to be ready for the new Fall creations. 

It may be said that this view is not altogether 
accepted by some other wholesalers and manufac- 
turers who seem to think the average merchant has, 
in the past two seasons, learned the lesson of conduct- 
ing his business on a limited number of lasts and 
colors and consequently will not be inveigled into 
buying novelties, nor will prices recede at all. 


Getting the Cart Before the Load 

OPULAR wisdom long ago made the phrase 
Peeing the cart before the horse’ an expres- 

sion indicative of inverted logic and back- 
handed reasoning. Nobody doubts where the horse 
and cart belong, in the matter of physical prece- 
dence, but how about historical precedence as between 
the cart and the load? Which came first? Did man 
first invent the cart, and then awaken to the idea 
that it was a handy thing to use in moving heavy 
stuff about? Or did he toilsomely carry on his 
shoulders or in his hands all sorts of loads, until some 
pre-historic Edison made the greatest of human in- 
ventions, the Wheel, and the cart followed as an 
elaboration and application of the invention, to the 
relief of shoulders and aching muscles? 
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We incline to think that the latter was what hap- 
pened. In fact, the cart was not achieved in one step, 
but the first application of the enormously useful 
load-carrying and friction-reducing wheel was in a 
man-propelled wheelbarrow—a device which is the 
only freight carrier for millions of tons of goods in 
China, to this day. 

Would it be unreasonable to say that in a general 
way the same order of precedence applies to ships 
and their loads? There seems to be a persistent idea 
in the popular mind that if we just get hold of enough 
ships, our foreign trade is assured; and we note the 
following from a recent issue of a great business man’s 
newspaper, the New York Times: 

“The entire economic world will be made over by the new conditions in 
by the building of railroads. 


shipping even more than continents are 
The mere routing of the i 


of raw ma it the world, and all the 

ent upon their redistribution. World trade was financed in London because 
British shipping focused at the British Isles. Soon American shipping will 
focus on our coasts, and the financing will be done here.”’ 


But will the mere ordering of ships thither and 
yonder by the United States shipping board really do all 
that, or willit not? Is the world’s trade handled as an 
attendant handles the streams of wheat in a grain 
elevator, by switching the spout to this bin or that 
one, a sort of universal commercial gravitation being 
depended upon to press the commodities along on 
their way? . 

There are observers who get too far above the 
situation to see it clearly in detail. There appears to 
be an idea that all an American manufacturer needs 
to do, in order to help swell the total of our national 
exports to, say, South America, is to go to the wharves 
with a truck-load of goods, browse along until he sees 
a ship placarded “South America,” and dump the 
goods over the rail into the hold. But in actual life, 
goods are not shipped to continents, nor to countries; 
they are shipped to some single individual or firm, 
among the thousands doing business, who has con- 
tracted to take the goods and pay for them. 

The “Recorder’s” idea of the basic move in getting 
goods sold abroad has been that it is first necessary 
to get the interested attention of an actual buyer, by 
telling him what you have to offer him; the offer 
being finally accepted and the sale made, then, and 
then only, enters the subject of who or what is going 
to haul the stuff from seller to buyer. Get the custo- 
mer; get the goods SOLD; then you can somehow 
(in ordinary times) get them SHIPPED. That has 
been our idea in our World Market editions, and our 
Spanish publications; to TELL FOREIGN BUYERS 
what American manufacturers and merchants have to 
sell, in shoes, leather and appertaining goods ofall sorts. 

The seas are a great universal highway, “free” 
today, as they always have been, except when Ger- 
man greed undertook to make piracy the rule. There 
are some 20,000 merchant ships afloat; one that 
carries as little as 500 tons is a mere unconsidered 
midget, and the big ones will carry at a load the con- 
tents of a train of freight cars five miles long, and 
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take it across the Atlantic in ten days. Supply the 
cargo, and somebody will be ready to do a job of 
hauling! 

Just at this time, of course, all ocean traffic is 
disturbed on account of war conditions; but the 
snarl will be untangled very rapidly; one thing alone, 
the quicker “turn-around” will increase total capacity 
by a large percentage; and ship-owners will, before 
many months, be bidding for business. 
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SELL THE GOODS; there will be somebody 


~ hitched up and ready to haul them to your customer. 


If it is not an American ship, it may be Norwegian, ~ 
or Japanese, or Netherlandish, or British, or what- 
not; as soon as a few million tons of sugar from 
Java, rubber from adjacent parts, wheat from 
Australia and this country, and other lumps of piled 
up traffic are dissolved there will be plenty of cargo- 
space. 





A Bulwark Against Labor Unrest 


PAY ROLL 





, f 
Youre 
WELCOME To 


A JOB MY /AWHITE SIAR FOR THE 


: 


sei ' 
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“‘We must accept the doctrine that the manufacturer and the workman are really partners in industry and that each 
is doing what he can do best for the benefit of the business and the prosperity of all concerned.”—John S. Kent. 
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Washington, January 21 
EPRESENTING the shoe dealers of the country, Sol 
R Wile, secretary of the National Boot and Shoe Manu- 
facturers’ Association; A. H. Geuting, president of 
the National Shoe Retailers’ Association; Walter Hallahan, 
of Walter Hallahan & Sons, Philadelphia; Jack Slater, New 
York; Irwin M. Krohn, of Krohn, Fechheimer & Company; 
and .B. S. Watson, of Green, Anthony & Company, Provi- 
dence, R.I.; conferred today with the Secretary of Commerce, 
and Richard I. Lennihan and John Cutter, of the Industrial 
Co-operative Service, regarding the continuation of the 
present shoe conservation program. 
The representatives of the shoe industry urged upon Sec- 
retary Redfield the advisability of continuing shoe conserva- 


FROM THE ST. LOUIS MOVIE 
Nationally Shown in Weekly Film Service 





J. P. ORR AND A. H. GEUTING 


Twin Stars in retaildom 


tion, pointing out that it eliminated much of the waste in 
retail stores, due to poor movers, as well as in the factories, 
due to sudden changes of popular styles and colors. 


No Power to Compel 


The secretary delivered to the shoe men a very interesting 
address upon present conditions affecting the industry in this 
country. 

“‘We have no power to compel an industry, and we do not 
want any such power, to adopt the work of our scientific 
staff,”’ said he, in discussing the work which the department 
is doing with its new division of industrial co-operation. 
“We have to depend on the foresight and reason, the dic- 
tates of good sense, and very frequently we find an industry 
in which, so far as desiring our co-operation in the beginning, 
we are met with smiles, if not something more violent. I 
could name a number of industries where this work was 
accepted with the greatest possible reluctance by men who 
did not believe there was anything concerning their industry 
they did not know. Yet these industries today ure actively 





Washington Considers Conservation 
Program 


Committee Confers with Secretary Redfield 
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co-operating with our Bureau of Standards through the ap- 
pointment of eommittees to their very great profit. 

“‘We are entering, we are already in the beginning of a 
situation in which a certain stern economy has come to be 
more necessary to American industry than ever before. I 
speak as a manufacturer myself. The effects are these: We 
are facing a very serious burden of taxation. We shall cer- 
tainly be called upon this year to pay six billion dollars in 
taxes, an unprecedented amount. The next year it will be 
lessened, but it is likely to be four billion dollars, about four 
times as much as before the war. On top of that, we will 
have to face, probably in April, another loan of six billions, 
and on top of that we must finance to a large extent, the pur- 
chases of Europe for food, material and equipment, the build- 
ing of several million tons of new ships of our own, and the 
maintenance of an Army over yonder for some months to 
come. 

“There is only one certain way in which the country can 
meet this burden, and that is by saving; and the oppor- 
tunity and the need for saving is just as great in the year 
1919 and possibly 1920 as it was in the year 1918, for while 
the military operations are over, in the strict sense of the 
word, it is true that the war burdens are not over, and there 
is nothing of the excitement of being in the war to urge these 
savings, 

“‘We cannot afford to dissipate our energies on things which 
do not contribute to our commercial success. The man who 
produces a lot of irregular styles for his personal profit is not 
helping along, and we have to be able in some way, through 
influence, through council, through publicity, to get him as 
closely as may: be in line in co-operative effort with those 
who have larger and broader vision and can see more clearly.” 

As a result of the conference, the Department of Com- 
merce, through its division of industrial co-operation, has 
taken the conservation question under advisement. It is 
probable that, even though it is-found inadvisable to take 
the matter up as a part of the department’s work ,the secre- 
tary, as a result of the representations of the shoe men, will 
issue some sort of an appeal to the public at large, urging 
upon them the necessity of continuing the work of economy 
which was so successfully inaugurated during the war- 





A Stamp on Products 


Washington, D. C.—Manufacturers of shoes, rubbers, etc., 
will be permitted to stamp on such products, under certain 
conditions, the approval of the Bureau of Standards, under 
a bill which has just been introduced into Congress by 
Senator Fletcher of Florida. 

This measure authorizes the Bureau to examine and test 
manufactured articles or products for the owner or manu- 
facturer, and to issue a certificate as to the nature or quality 
thereof, copies of which may be attached to all such articles 
owned or manufactured by the recipient of the certificate of 
the particular kind or quality so certified and intended for 
sale or other disposition in interstate and foreign commerce. 
The use of such certificates on products not conforming to 
the standard or quality of those examined is prohibited and 
penalties are provided for such illegal use. 
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What Will He Wear? 


Further Enlightenment on the Footwear of the Returning Soldier 


civilian life there is a style element entering the men’s 
shoe business worthy of national study. Here is what 
three wide-awake merchants say this week: 


B Y the influx of soldiers to America and their return to 


Will Call for Medium English Last 


“T am inclined to think,” said the manager of one of the 
leading shoe stores of a large city, ‘‘that when our boys come 
back they will be inclined to adopt the medium English style 
last, not the extreme narrow toe but the medium toe. I 
have a hunch on this. 

“The style will be more like the nature shaped last. It is 
evident that the boys cannot at once adopt a very narrow 
toe even if they were so inclined to do this. 

“In some instances where they have tried to do this they 
have been obliged to adopt the medium style. I feel that 
our boys have been obliged to look for comfort in their shoes 
while in the service and while they will want a more dressy 
style, they will not incline to anything in the extreme styles.” 


HARRY TERHUNE, 
Manager Willson’s Boot Shop, Boston. 


Dressy Styles On Call 


As to the style of shoes that returning Soldiers and Sailors 


will demand, our recent experiences with men who have-not 


been overseas, is that they wanted dressy styles of tan ». 


shoes, of the darker shades, made on medium or semi-extreme 
English lasts. 

We sell a quantity of men’s Munson last tan ‘welt calf 
shoes, as work shoes, and we believe that this demand. -will 
very probably increase. z 

Yours very truly, 
JAS. F. CONDON & SONS, * * 
Charleston;'S. C. 
M. A. Condon,-Sr. 
t caerg’ ’ 


3% 


Style For the Soldier Hero 


“In a recent issue of the ‘Recorder’ you asked for sug- 
gestions as to the style of shoes which returning soldiers 
would wear. Being in a city where a large cantonment is 
situated, and one where large numbers of troops are being 
demobilized, we can speak with some knowledge on this 
question. 

“We found that those discharged from the Officers’ Train- 
ing School chose the Officers’ Plain Toe Dress shoe or Eng- 
lish Lasts in Cordovan or Calf leathers. During the last 
three weeks, however, practically all the men are demanding 
nobby English styles, with flat clubby heels. As an example 
of this tendency, only this morning six discharged men came 
in for shoes and five of them bought English shoes. We 
think that this will be the type most in demand-as these men 
came from every section of the Union. 

““A small per cent buy straight lasts and some few call for 
swing lasts. Over 90 per cent, however, we find demand 
flat English lasts, in Cordovan or dark calf. 

“Yours for what it is worth, we are 


H. L. DAVIS, 
Davis-Smith Booterie, Waco, Texas.” 


Death of L. B. Guggisberg 


L. B. Guggisberg, who was a member of the firm of Guggis- 
berg Bros., Gaylord, Michigan, died January 4, 1919 at the 
Grace Hospital, Detroit, from pneumonia following the 
dreaded “‘flu.”’ 

Mr. Guggisberg was born May 8, 1889, at Preston, On- 
tario. He received his education through the public schools 
at Gaylord, Michigan, later taking a commercial course at the 
Ferris Institute, Big Rapids, Mich. On September 1, 1910, 
with his brother, J. C. Guggisberg, he established a shoe busi- 
ness in Gaylord, Michigan, known as Guggisberg Brothers. 

In 1913, he accepted a position as salesman on the road for 
J. H. Bass & Co., of Wilton, Me. covering Minnesota, Wis- 


THE LATE L. B. GUGGISBERG 


consin and Michigan. In 1917-18, he traveled Alaska in the 
interests of J. H. Bass & Co., and Geo. E. Keith Company of: 
Campello, Mass. 

Upon his return in the Spring of 1918, he became connected: 
with the Cadillac Motor Car Company, Detroit, Mich., in a 
welfare department, through the war period, and held this 
position until his death. He was buried at Kitchener, Ont., 
on January 7, 1919. 


Shoe Trades Salesmen Elect 


The twelfth annual dinner of the Shoe Trades Salesmen’s 
Association was held on Wednesday evening, January 22, 
at Hotel Brunswick. 

More than one hundred and fifty members and guests 
attended. A business meeting preceded the dinner at which 
the following officers were re-elected for 1919: 

Jesse Gitterman, president;' H. Chipman, vice-president; ‘ 





H. Came, second vice-president and C. R: Childs, secretary pi 


and treasurer. 
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A Change of Fashion for Women 


Gay Note in Feminine Attire---More Parties---More Style---and a Call for 
Pretty Footwear 


able one. The signing of the Armistice has entirely 
altered the mental attitude of many people and this 
is reflected in every channel of living. Women are particu- 
larly quick to change from somberness to gayety—and not 
only are they beginning to entertain extensively but are 
buying expensive and elaborate clothes. To take care of 
these new demands many leading dress- 
makers are working day and night to turn 
out these orders, as so many dances, 
bridges, dinners, teas, and parties are 
being given that women find their ward- 
robes are very inadequate and sadly in 
need of replenishment. 
Furthermore, many of the young men 
are now being released from the service, 
consequently many dances are being 
given by the younger set, who have had 
to forego these pleasures for the past two 
years. 


[Te ushering in of the new year, 1919, will be a memor- 


In Party Costumes 


The frocks and gowns worn at these 
affairs are usually of diaphanous fabrics, 
such as tulle, net, chiffon, and they are 
frequently trimmed with beads, lace, 
ribbons and flowers. Some of the older 
‘ womén are wearing elaborate frocks of 
velvet, silk borcaded, or satin. Delicate 
colors such as ciel blue, rose pink, nile 
green and daffodil are being selected by 
the younger women, while the older ones 
favor the richer shades, as American 
beauty, sapphire blue, empire green and 
black. 

The Dancing Slipper 


The dancing slipper in matching color 
of satin is always good style and is favored 
to-a great extent. In some cases it is 
relieved from plainness by the introduc- 
tion of a dainty buckle in rhinestones, 
gold, silver, or in some other design. 
Occasionally these slippers are beaded 
with matching or metallic beads. The 
use of slippers made of cloth of gold or 
cloth of silver and of silk, are particularly 
effective if the gown has any metallic 
trimmings. With the dark rich colored 
dresses the slippers are often made of 
the same material as the dress, or in satin of a matching 
shade. There are some women who prefer their slippers of 
metallic cloth or of black satin, handsomely beaded. 


At Afternoon Teas 


A number of smart afternoon teas have been given recently 
to introduce the young debutantes into society. At these 
functions the dresses of velvet or duvetyn richly trimmed with 
furs are often seen, as well as some afternoon frocks of 
georgette and chiffon, heavily beaded and sometimes com- 
bined with fur. The low shoe often accompanies gowns of a 
semi-dressy nature. 


Style note—a Showing of Button 
Boots in Suedes and Satins —these 
were revealed at the recent Boston 
Shoe Style Show. 


Beige Colored Oxfords 

A very smart looking woman who attracted much favorable 
attention at a luncheon yesterday wore a dress of Beige 
colored velvet, trimmed with dark mink, her oxford ties 
were of beige colored suede, with stockings to match. Her 
friend was equally attractive in a dress of gray duvetyn, 
heavily embroidered and trimmed with flying squirrel. Her 
pumps were of gray suede in the exact 
shade of her gown. Another young 
woman at this affair, was attired in a 
mahogany colored velvet with sable 
trimmings, and her pumps were of 
black patent leather, finished off with 

colonial buekles in black and gold. 


Low Shoes Despite Cold 


At a recent bridge given for charity, at 
which the patrons were all society women, 
it was remarkable to notice the number of 
low shoes which were worn in spite of the 
cold weather. Each came in her car, 
however, and therefore did not have to 
give the weather any serious thought, but 
it showed the tendency of the hour, that 
is—the wearing of low shoes at afternoon 
functions. 

A few high shoes are seen at afternoon 
affairs, mostly in black suede or black 
satin. 


High Shoes at Luncheon 


At the luncheon hour, however, many 
. high shoes are worn. There are a num- 
ber of women who prefer high shoes with 
the tailored-made gowns and many smart 
looking high shoes were seen at the Ritz 
and Sherry’s during the noon hour re- 
cently. Amiong the smartest of these 
shoés were those with gray tops and dull 
kid or patent leather vamps. Some were 
buttoned, but the majority were laced. 
There were, also, a number of shoes 
with tan and beige tops made of suede 
cloth and occasionally of kid. 

Low shoes, however, were not at all 
taboo, as there are a great many low 
shoes seen regardless of its being the 
mid-winter season. 

There is still a tendency to favor browns and grays but 
black suede. and black satin oxfords are now seen with many 
of the smart costumes. Oxfords have many friends particu- 
larly among the younger women who have given much 
thought to the choice of her clothes. 


Strictly Tailored Effects 


Although there is a very strong inclination at present to 
wear rich clothes and elaborate furs, there is a certain type 
of woman who prefers strictly tailored garments. While her 
shoes are cut on the smart last, they are made to give com- 
fort and have the low wide heel which permits the wearer to 
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indulge in walking, if this happens to be one of her pastimes. 
These low heeled shoes are often of Russian or black leather, 
but the more dressy styles are shown with leather vamps and 
topped with suede, or soft kid in various shades of gray or 


tan. 
Skirts Five Inches from Floor 


Few well-known dressmakers are making the skirts ankle 
length, but the average woman prefers a skirt just a few 
inches higher than these, as they realize the extremely long 
skirt is not only unbecoming, but unsanitary. A few dresses, 
which have recently been received from Paris have very nar- 
row and very short skirts, but the average woman prefers 
the skirt to escape the floor about five inches. This type of 
skirt permits the wearer to select any style of shoe she may 
prefer, as both look very well, and leaves the matter entirely 
to her own judgment as to which style meets her requirements 


. 


At Southern Resorts 


The exodus to the Southern resorts has begun and many 
women have left during the past fortnight to spend the 
colder days in the warmer clime. For morning wear sport 
colors are expected to predominate, either in plain color or 


A SUMMER OF WHITE 
Seasonable whites promise well for Summer—this 
pair of oxfords have a high throat—a blucher pattern 
that is distinctively new 


in combination with some fancy plaid stripe or check. Many 
white frocks have been selected for Winter resorts with shoes 
to correspond in white buck or canvas. The pumps and 
oxfords and high-laced boot are all well liked. In some 
instances the young girl wears white shoes with colored stock- 
ings to match her clothes, but occasionally she has white 
shoes trimmed with colored leather to further add to the 
effectiveness of her ensemble. 


A White Summer 


This vogue of white is looked upon as a forerunner for 
Summer and many think white will be very popular. 





Boot and Shoe Club Ladies’ Night 


The Happy Annual Occasion a Marked Success 


The annual ladies’ night of the Boston Boot and Shoe 
Club was held at the Hotel Somerset last Wednesday even- 
ing. About three hundred members and ladies participated. 

As is the custom on this occasion there was a banquet 
and two short addresses, the remainder of the evening being 
devoted to dancing. The big Banquet Hall was decorated 
with the National colors in honor of the guests who are mem- 
bers of the National Service. 
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At the head table were President Odell and the invited 
guests, the latter including: Gen. John W. Ruckman, U.S. A., 
Col. William C. Cannon and Mrs. Cannon, Col. and Mrs. 
T. W. Griffith, Maj. and Mrs. Maurice H. Cook, Maj. and 
Mrs. Joseph H. Land, Capt. W. A. Hallstrom, Maj. and Mrs. 
A. F. Austin, Capt. and Mrs. Leo Dillingham, Lieut. and 
Mrs. Alfred G. Austin, Lieut. P. J. Newland, Dr. and Mrs. 
Lemuel H. Murlin, Dr. and Mrs. George H. Watson, Mr. and 
Mrs. J. W. Aulson, Mayor Perry D. Thompson of Lowell 
and Mrs. Thompson and _F. C. Hartridge, a well known man 
in the trade of Melbourne, Australia. 

The banquet was of the usual Somerset excellence, and was 
fully appreciated by the guests and at the conclusion of the 
repast, President Odell in a short and happy speech wel- 
comed the members and guests and commented on the good 
work done by the women’s organizations during the war. 

The first speaker of the evening was Brigadier-General 
John W. Ruckman, U.S. A., North Atlantic Coast Artillery 
District Commander, who seconded the remarks of the presi- 
dent regarding women’s work during the war. 

‘‘The women,” he said, “‘have borne their sacrifices nobly, 
have never grumbled, and when their supreme sacrifice came 
they stood by it and urged their sons to ‘carry on’ to the end, 
proud that they had raised their boys to be soldiers in such 
a cause.” 

The principal address of the evening was by Dr. Lemuel 
H. Murlin, president of Boston University, the subject of 
whose remarks was the ‘“‘Present Conditions of Russia,’ and 
pleading for sympathy with the Russians who have been misled 
by the small percentage of Bolsheviki. He claimed that it 
was the duty of the United States to send to that country 
social workers, physicians, teachers and men-and women 
Christian Association workers, believing that this great 
nation, if its people were properly educated, would,be a lead- 
ing nation and worthy of all the help other nations can give 
it in that quarter. While on the contrary.if we neglect so 
great an opportunity our children may live to regret it. 

The floor was then cleared and the company was soon one- 
stepping, two-stepping, fox-trotting and hesitating to the 
straing of the Ladies’ Orchestra, the program being inter- 
rupted at times to admire the graceful Scotch dances by Miss 
Wilfred Gillrain, a pretty balloon dance by Miss Frances 
Purcel, and wonderful toe-dancing by Miss Mabel Patten. 
The dancing lasted until midnight when the company was 
reluctant to depart, announcing this the most successful 
ladies’ night in the history of the club. 





Texas Retail Store Plans for Further 
Success 


The Dillingham Shoe Company of Austin, Texas has just 
closed a long time lease on their present location. The firm 
is composed of B. M. Dillingham and B. M. Dillingham, Jr. 

The Dillingham Shoe Company has been successful from 
its first day of business twenty-three years ago. Each suc- 
ceeding year has witnessed an increased volume of business 
until today this concern is ranked as one of Texas’ 
largest stores. ‘ 

Both members of the firm will go East this Spring t 
study the newest store fronts in New York, Chicago and 
Philadelphia, as they are planning on a modern front which 
will be installed sometime during the year. All of the latest 
features of store fronts will be incorporated in their plans. 
Architects are working on new features for store improve- 
ment, but in all probability it will be June before actual con- 
struction is started. When completed, Austin will be able 
to make claim of having one of the most. modern and beau- 
tiful shoe stores in the state. 
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No. 920, 25c 


LEATHER 


Formerly Requisitioned 
by the Government for 


Soldier Wear 


IS NOW AVAILABLE 


Real Oak Soles 
Selected Kips, Uppers 


Through and through tan- 
nage 


Sturdy Workmanship 
Smart Style 


One customer figures the short 
200 days by 5c per day— 
$10. 


Every day additional free 
service. 


Come and try a pair. 


$10.00 
BLAKE’S 
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February with its problem of clearance is a banner month 
for advertising to bring customers, providing however, that 
the prices quoted are actually big values—a clean sweep now 


prevents a bigger loss next season. 
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Ice Carnival Night 


Have you your skates and shoes to make 
the big night on the lake completely enjoy- 


The prices at this time of the season would 
appeal to you—if you cut only one figure 8 
—another Winter is coming you know. ° 


$8 the set—values from 
$10 to $14 


Outing Shoe Store 






No. 921, 50c. 
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Dress-Up 
for Men 


Be a regular fel- 
low once more. 
Take the _ wife, 
daughter or best 
girl to the theater, 
ball or party. But 


our shops, 











Shoe Store _ 








be sure you are dressed right. 








Time 



















No. 922, 25¢ 


Style-right footwear 


Afternoon Styles $7.00 to $12.00. 
Evening Styles $6.00 to $14.00. 


Blake Shoe. Store 







in 
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Give the public some idea of the sizes you have on hand—it 
is poor advertising to give the impression that all sizes are 


available on shoes of a remarkably low price. 











No. 923, 25e 


Oxford lime 


Early Spring tendency of 
style in footwear is to- 
wards the Oxford. 


Style in Oxfords to har- 
monize in the new skirt 
length—especially Louis 
XV heel models. 

Styles in satin, suede and 


buck, in black. 


Style in kid leather: 
Brown in two shades, 
black and white. 


Style in calf leather: 
Low heel, walking shoes 
in Russia. 


Forerunners of Fashion 


$7.00 to $14.00 


Blank Shoe Shop 








Try a 


“Clean-Sweep”’ 
Sale 


The victorious fleet carries a 
broom at the mast head. 


Show styles and brooms, 
Sell shoes out soon. 


























No. 924, 25¢ 


These Cuts at 
25c each 


Use the same text 


—or get new copy. 


Style cuts on special order 
if desired 





STURDY 
SCHOOL 
SHOES 


In wet weather see to it that 
shoes are serviceable. 


There is sense in good shoes 
for children—health and 
studies demand dry and 
warm shoes. 


We have a complete line of 
footwear for the family of 
students. 


First steps to college days. 


$1.20 to $10.00 


Blake’s 
Shoe Store 
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Most 


Census 
Up-to-date 


of 
Facts 


Manufac- 
on 


turing 
Types 


June and 


July 
August 
1918 


DEPARTMENT OF COMMERCE 
BUREAU OF THE CENSUS 
WASHINGTON 


BOOTS, SHOES AND LEATHER MANUFACTURED DURING JUNE, JULY AND AUGUST, 1918 





Per Cent of 
Increase* 





July- June— 
August July 





1,545 
28,311,876 
1,371,900 
2,385,924 
3,477,144 


339,648 
490,020 


439,668 
677,364 
11,341,392 
2,084,328 
1,612,920 


318,013 
34,569 
1,282,439 
1,819,091 


1,572,315 1,229,259 
4,586,215 3,139,590 























*A minus sign (—) denotes decrease. 


The result of the census of boots and shoes and manufactured leather goods, as reported to the Bureau of the Census for the 
months of June, July and August are given in the above table, together with the percentage of increase or decrease. 
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New. York State Shoe Retailers’ 
Association Promoted 
Preliminary Meeting, Rochester—February 3 


At a luncheon given by the Rochester Retail Shoe Dealers’ 
Association to the retail shoe merchants who were guests of 
the manufacturers during the time of the Rochester Shoe 
Style Show, an important project was launched. William 
Pidgeon, Jr., president of the Rochester organization, pre- 
sided. The principal speaker was A. F. Sloane, of Oxford, 
Ohio, Field Secretary of the National Shoe Retailers’ Associa- 
tion, who urged the formation of a New York State retail 
shoe dealers’ association. 

Once upon a time a so-called association existed in the 
State but it was supported by the shoe manufacturers and 
wholesalers who .year after year were importuned to buy 
“advertising” in a “state manual” issued by a person who 
had a liberal contract with the association and pocketed 
about 90 per cent of the proceeds. When the shoe retailers 
gave the facts to the trade and to the members of the associa- 
tion, the association went to pieces. 


Rochester Association to Take Lead 


The Rochester Association, which is the oldest in the 
State, has been asked to take the lead in the proposed State 
work. In a letter to William Pidgeon, Jr., T. C. Mirkil, 
Secretary-Commissioner of the National Association, urged 
the need of a State body and the greater responsibilities that 
the retail shoe merchants must bear in the coming year. 
Mr. Pidgeon appointed a committee, composed of Harry H. 
Phelan, C. E. Shields, R. H. Webster, Harry A. Chase and 
Don J. Burke, to represent the Rochester members. 

The committee of retail merchants in charge of the luncheon 
was Fred L. Myers, Jr., Albert B. Eastwood, Albert F. 
Smith, Don J. Burke and J. F. Hall. 

Mr. Sloane explained that although there was a strong 
National Shoe Retailers’ Association and twenty-three 
states have State Associations, New York, the Empire State, 
is represented in the national body only by individual mem- 
bers. The fact that the retail shoe dealers had a strong 
National organization saved them from disaster during the 
war, he said, and during the process of reconstruction it was 
probable that there would be problems just as acute to be 
solved, that the formation of a strong association in this 
state would aid materially in this work. 


Two Hundred Retail Merchants to Meet at Rochester 


A resolution was adopted by the meeting the sense of which 
was that communications would be sent to two hundred of 
the prominent retail shoe merchants of the State inviting 
them to attend a preliminary meeting to be held in Rochester 
on February 3d, to discuss the advisability of holding a con- 
vention of all the retail shoe merchants of the State to form 
an association. 





Presentations at Shoe Trades Club 
Bronze Tablet and Clock Given 


At the regular Wednesday meeting of the Boston Shoe 
Trades Club to a crowded assembly, acknowledgments were 
made of the acceptance of a handsome marble gold clock pre- 
sented by the Hon. E. T. Wright of E. T. Wright & Co., Inc., 
Rockland, Mass., and a bronze tablet inserted over the fire- 
place, the gift of C. H. Alden of C. H. Alden & Co., North 
Abington, Mass. 

The presentation exercises were opened by Charles F. Max- 
well, who told of the wonderful growth of the club under the 
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presidency of Everit B. Terhune and said that with a two 
thousand membership, the club now stood the second largest 
in the United States. 

Harry Ripley in telling of the gift by C. H. Alden said that 
Mr. Alden’s generosity was only exceeded by his modesty 
and that the gift of a bronze tablet over the fire-place was 
one of those permanent identification discs, insuring the con- 
tinuity of the club and the constant appreciation by it of Mr. 
Alden. 

I. Wendell Gammons, treasurer of the club, read a brief 
poem on both the tablet and Mr. Alden, and followed on with 
a witty bit of verse on the clock presented by E. T. Wright. 


Hon. E. T. Wright Tells of Profit Sharing Plan 


Hon. E. T..Wright made one of the finest speeches yet 
heard in the Shoe Trades Club. He spoke of tact, education, 
and nerve, particularly emphasizing the last word and the 
fact that the forty-two years contact with live men on the 
road gave him nerve enough to do most anything. The part 
of his message that was most significant is as follows: ““To the 
manufacturers, my colleagues in business, this thought has 
come to me, I am now about to fulfil my obligations to the 
salesmen who have been so instrumental in making my busi- 
ness a success. Are you also willing to divide with the boys 
on the road a fair proportion of the progress of your business? 
Give the boys an opportunity to join in the executive side of 
your business. I am pleased to announce that we have now 
made provision that our salesmen are to get a third interest 
in our business and to share in the profits thereof.” 

After rounds of cheers, Toastmaster Maxwell urged every 
man to make an inspection of the many gifts which were 
announced by House Chairman Walter G. Dennison, who 
from time to time accepts on behalf of the club these tokens. 





New Retail Shoe Merchants’ Asso- 
ciation at Bay City, Mich. 
The Bay City Retail Shoe Merchants met recently and 


‘perfected a local organization which is to co-operate with the 


Board of Commerce under the new multiple membership plan, 
and to secure united action on the part of dealers in regard to 
matters connected especially with their business. 

Chief among these is a plan to co-operate with the Saginaw 
Association, recently organized for the entertainment of the 
state convention to be held in Saginaw this year, it being- 
proposed to have the convention outing at Wenona Beach. 

It is also planned to have, at various times, men who are 
authorities on the shoe business, in its various features, 
come to Bay City to give talks to the dealers on topics of 
especial interest to them. The first of these talks was given 
January 15, when J. W. Myrtleand F. E. Rutledge, of the 
Scholl Manufacturing Company of Chicago, gave a lecture, 
illustrated with stereopticon views, on “Orthopedic Treat- 
ment.” Mr. Rutledge presented various operations in detail, 
the same as would be given in a class clinic. Short talks were 
also given by George E. Owens, Fred Nentwig, and O. L. 
Huff, members of the Saginaw Association. 


Officers Elected 
The officers elected by the new association are: President, 
Dick Bendall; Vice-President, Robert Woodworth; Secretary 
and Treasurer, Fred Moessner. 
The Bay City Shoe Retailers’-Association is most anxious 
to push with Saginaw at the coming state convention and help 


’ make it a “‘balley’’ game for cennety in their section of 


Michigan. 
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The Nineteenth Annual Dinner Boston Shoe 


Travelers’ 


Association 


An Event of the Mid-Market Season With the Travelers as Hosts 


T the Boston Shoe Trades Club, 
A Tuesday January 21, one hun- 

dred twenty-seven enthusiastic 
travelers and guests met to celebrate 
the Victory Banquet in the nineteenth 
year of the Boston Shoe Travelers’ 
Association. There was music, refresh- 
ments and cabaret, prior to the speak- 
ing session, which was opened by An- 
drew F. Jones, who by the way, spent 
the better part of two hours in arranging 
the napkins on the tables in the form 
of a shoe and it is safe to assume that 
not five men in the hall observed the 
innovation. 

The first speaker of the evening was 
Lieut. Col. Thomas F. Brown, Ordnance 
Corps, U. S. A. Colonel Brown saw 
service in the Philippines with William 
H. Larkin, one of the members of the 
club, and when he made due mention 
of it, lusty cheers were given. The 
high point in Col. Brown’s talk was 
the esprit-de-corps of the American 
Army. “It was very necessary that 
every man in American uniform had 
to be a better man than the man holding 
a corresponding place in the German 
uniform. It was a matching of .men 
and we showed great superiority. The 
results have shown it.” 

L. F. Burdett, president of the 
Southern Shoe Salesmen’s Association, 
made a reciprocal speech commenting 
on the friendship of the Southern 
Association. 


Charles F. Maxwell, the new presi- 
dent of the club, asked for real co- 
operation in 1919 and pledged a strenu- 
ous fight on behalf of the Boston 
Association to win the silver cup offered 
by the N. S. T. A. for the largest gains. 


Committees for 1919 

The Boston Association numbers 280 
men therefore has a big membership 
fight on its hands. 

President-elect Maxwell then an- 
nounced his committees for 1919 as 
follows: MEMBERSHIP—George J. 
Loveley, D. R. Carr, E.S. Murray, F. R. 
Bridges, A. B. Guild, R: B. Emmett, 
G. E. Armstrong, R. L: Miller, Geo. F. 
Stinson, D. J. Tobin, Vernon H. Moss, 
T. A. Murphy. 

ENTERTAINMENT AND EDU- 
CATION—T. A. Delaney, Ed. J. 
Andrews, E. S. Murray. 

OUTING BOOK—Sid. L. Curry, 
W. M. Oakman, Geo. J. Loveley, A. F. 
Jones, W. H. Larkin, B. J. Lockwood, 
L. F. Burdett, John-J. Whalen. 

SPORTS—A. L. Puffer, 
Burdett, H. A. Goller. 

PUBLICIT Y—John J. Whalen, Wm. 
P. Brennan, W. M. Oakman. 

FLAGS—Wnm. H. Larkin. 

OUTING COMMITTEE—Chas. F. 
Maxwell. 

TICKETS—Wnm. Noll. 

The next speaker was John Baxter 
from the New York Association who 
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told of the fellowship of the salesman 
with his customer and the opportunities 
for co-operation under the new plan of 
the conference committee. 

So many fine things were said about 
Oakey that the vice-president of the 
National Shoe Travelers’ Association 
was called upon for one of his celebrated 
stories and he did justice to a couple of 
them. 

The final announcement was by T: A. 
Delaney, chairman of the Entertain- 
ment Committee, that on Saturday, 
January 25, there would be a Joint 
Smoker of the Southern and Boston 
Associations at the Boston Shoe Trades 
Club. 








Cincinnati Association of National 
Shoe Travelers, Elect Officers 


The members of the Cincinnati Asso- 
ciation of the National Shoe Travelers 
met at the Hotel Gibson, and after a 
very fine dinner held their annual elec- 
tion of officers. 

S. S. Fechheimer, of the Krohn Fech- 
heimer Shoe Company was unanimously 
elected president; Frank J. Weber, 
secretary and Chas. F. Weckel, treas- 
urer. There was a spirited contest for 
the office of vice-president, between 
Claude Orr, regular, and John B. Hen- 
nessy, independent. Claude Orr was 
elected. George Schuette, regular, and 
Jos. Janow, independent, were winners 
for directors over Walter Greenebaum 
and Col. R. E. Harrison. 

A report from the entertainment com- 
mittee was another interesting feature 
of the meeting. Chas. Auer announced 
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plans for their annual dinner dance, 
to be held on February 19 at the Gibson 
Hotel. The members of this committe 
are busily engaged in selling tickets. 
Bill Hennessey, reports the sale of 
more than a hundred already and states 
that everything points towards a much 
more successful: affair than the one of 
February, 1917. The permanent enter- 
tainment committee consists of Chas. 
Auer, Chairman, Wm. P. Hennessy, 
Claude Orr and Ed. Hughes. 

Secretary Frank Weber of the Cin- 
cinnati Association of the National Shoe 
Travelers’ reports a growing member- 
ship this year. At their last meeting 
Mr. Weber enrolled twenty new mem- 
bers. 


Next Convention, Cincinnati, 
‘ 1920 

Cincinnati shoe travelers, manufac- 
turers and retailers were glad to learn 
that the next convention of the National 
Shoe Travelers will be held in Cincin- 
nati, January 1920. Chas. Auer is 
chairman of the committee in charge of 
arrangement for the next convention. 


Central Association Traveling Shoe 
Salesmen Meet 


The C. A. T. S. S. met for their regu- 
lar meeting and luncheon, January 11. 
After partaking of a very appetizing 
luncheon they repaired to a meeting 
room, where they were called to order 
by their vice-president, D. M. Hamil- 
ton, who presided in the absence of 
President S. C. Bloomer. 

Isaac Hamburger of Oklahoma City, 
representing Endicott-Johnson Com- 
pany and F. J. Graham, representing 
the B. F. Goodrich Company were wel- 
come visitors, and they also had the 
pleasure of having with them their 
former President Ralph D. Hammond, 
Sales Manager for The Menzies Shoe 


Company, who after a brief speech 
left hurriedly to catch a train for 
Milwaukee. 


Five New Members 


Five new names were presented for 
membership and voted in, as follows: 
J. W. Charleville of Fort Worth, Texas; 
Chas. A. Bratnober of Williams, Iowa; 
F. C.-Haberkost of Akron, Ohio; R. N. 
Forbes of Akron, Ohio; and E. L. 
Tieche of Akron, Ohio, all representing 
the B. F. Goodrich Rubber Company, 
and traveling out of the Kansas City 
office. 

A committee appointed at the last 
meeting to look into election systems 
of other organizations to see if the old 
system could’ be improved, made its 
report, which was listened to with 
great interest and after some discussion 
decided to hold this report over until 
the next meeting for action. 


Discussion of Trade Acceptances 


Trade Acceptances came up for dis- 
cussion, and after listening to D. M. 
Hamilton and Ray D. Bowen bring out 
the various points for and against, 
everyone present knew much more 
about the subject than he did before. 

It was agreed by everyone that the 
meeting had been one of the most in- 
teresting for some time and adjourned 
to meet again at the same place and 
hour to-day, on January 25, 1919. 


Salesmen of Outing Shoe Co. Hold 
Annual Convention 


The annual convention of the sales 
force of the Outing Shoe Co. was held 
at the new felt factory at Worcester, 
Mass., Tuesday, January 21. 

Much enthusiasm was displayed and 
all anticipate a record-breaking trip 
on the new line of felt slippers which 
they are showing to the retail trade. 
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The banquet was held in the evening 
in the Jap room at the State Mutual 
at which Mr. Roger Manning was 
toastmaster. 

Following is a roster of the salesmen 
and their territories: 

L. A. L. Gale, New England; A. W. 
Darling, New York, Mich; A. B. 
Brown, West Virginia, East Penn- 
sylvania; W. H. Drumy, Illinois, 
lowa, West Pennsylvania; W. D. 
Cahill, Indiana and Kentucky; C. W. 
Rogers, Wisconsin, Minnesota, North 
and South Dakota, Nebraska, Colorado 
and Wyoming; W. Mansfield, Ohio; 
F. N. Morgan, Oklahoma and Arkansas; 
W. D. Britt, Alabama, Louisiana, 
Mississippi; C. R. Rice, Kansas and 
Missouri; C. H. Kinder, Maryland, 
Delaware, Virginia; C. H. Hall, North 
Carolina, South Carolina, Georgia and 
Florida; A. E. Geddes, New Jersey, 
New York City; H. I. Thompson, 
Texas; P. A. Ehrle, Pacific Coast. 


Of Interest to Every Shoe Traveler 


Of interest to every shoe traveler will 
be the completion of the new Fort 
Des Moines Hotel, which is expected 
to be ready for occupancy by May 1. 
The hotel will have 400 rooms, and the 
equipment of the hotel and furnishings 
will involve two and_ three-fourths 
million dollars. W. F. Miller, who is 
manager of the Blackhawk Hotel at 
Davenport, Iowa, will also be manager 
of the new Fort Des Moines, was here 
recently and looked things over. Mr. 
Miller is considered a thorough hotel 
man in every way. 


J. E. Pitts, Pacific Coast man for the 
Val Duttenhofer Sons Company, left 
this week for Los Angeles after attend- 
ing a style building conference at the 
factory. 


Boston Shoe Travelers’ Banquet in Main Dining Room, Boston Shoe Trades’ Club 


-_ 
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January 27 — Monday — Connecticut 
Retail Shoe Dealers’ Association—Annual 
meeting at Meriden. 


January 29—Wednesday, 11:30 A. M. 
Annual meeting ef the New England 
Shoe and Leather Association, 166 Essex 
Street, Boston: Talk by Mayor Peters. 


January 29—Wednesday, 6.30 P. M.— 
Victory dinner, Hotel Somerset. Thirty- 
second ‘annual event. Boston Leather 
Associates. 


January 30 — Thursday — Tanners’ 
Council — Sheep, Lamb and Patent 
Leather Division—Rooms of New England 
Shoe and Leather Association, 166 Essex 
Street, Boston. 

January 31—Friday —at 12.30— Sole 
Leather Tanners—Algonquin Club, Bos- 
ton. 

February 5—Wednesday, 1.00 P. M.— 
Boston Shoe Trades Club—Annual meet- 
ing, election of officers, reports and 
recommendations. 


February 11—Tuesday. ‘‘New England 
Day’? under the auspices of the Massa- 
chusetts Retail Shoe Merchants’ Asso- 
ciation. 


February 10, 11 and 12—Monday, Tues- 
day and Wednesday—Texas Shoe Re- 
tailers’ Association— Annual convention 
at Galveston. 

February 12—Kentucky Shoe Retailers’ 
Association—Annual convention at Tyler 
Hotel, Louisville. 

February 18 and 19—Tuesday and 
Wednesday—Oklahoma Retail Shoe Mer- 
chants’ Association at Ardmore, Okla. 


February 18 and 19—Tuesday and 
Wednesday—Annual convention of the 
Missouri Shoe Dealers’ Association, 
Kansas City, Mo., at Muelbach. 


February 19—Wednesday—Cincinnati 


TRADE EVENTS | 


From January 27, 1919, to January 22, 1920 









Shoe Travelers’ Association—Annual din- 
ner dance at Gibson Hotel, Cincinnati. 


March 5, 6 and 7—Wednesday, Thurs- 
day and Friday—Annual convention of 
the Ohio Retail Shoe Dealers’ Associa- 
tion, Columbus, Ohio. 

March 10, 11 and 12—Monday, Tuesday 
and Wednesday—Annual convention of 
the Iowa Retail Shoe Dealers’ Association 
Des Moines, Iowa. 

March 11, 12 and 13—Tuesday, Wed- 
nesday and Thursday—Indiana Shoe Re- 
tailers’ Association Convention at In- 
dianapolis. 

March 17 and 18—Monday and Tues- 
day—Annual convention of Kansas Re- 
tail Shoe Dealers’ Association at Kansas 
City, Mo. 

March 24 and 25—Monday and Tues- 
day—Pennsylvania Shoe Retailers’ Asso- 
ciation—Annual convention, Johnstown, 
Pa. 

April 17—Thursday—Spring meeting 
of Tanners’ Council, Copley Plaza Hotel, 
Boston. . 

April 25—Friday—lIowa National Shoe 
Travelers’ Association to meet at Grant 
Club, 12 o’clock noon luncheon. 


July 7, 8, 9 and 10—Monday, Tuesday, 
Wednesday and Thursday—Boston Shoe 
Style Show, Symphony Hall. 


July 28, 29 and 30—Monday, Tuesday 
snd Wednesday—Illinois Shoe Retailers’ 
Association annual convention at Spring- 
field. : 

January 12, 13, 14 and 15, 1920—Mon- 
day, Tuesday, Wednesday and Thursday 
—The National Shoe Retailers’ Associa- 
tion annual convention at Boston. 


January 19, 20 and 21—Monday, Tues- 
day and Wednesday—National Boot and 
Shoe Manufacturers’ Association annual 
convention at New York. 
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Survey of Stocks on Hand and Conditions 
From the Retail Shoe Merchants’ Viewpoint 


Information Transmitted to the Manufacturers’ Convention by President 
Geuting and Director Willson of the National Shoe Retailers’ Association 


Service Rendered Customers 
By A. H. GEUTING 
r SHE trade links in our industry are first, raw material; 
second, tanning; third, shoe manufacturing and last 
making, and fourth, jobbing and retailing. These 
links:make up the service that we render the consumer. The 
consumer is our goal; it’s from him we receive our praise, our 
good-will, our patronage, our success. He is our sovereign, 
to him we must bow in humility. His decrees are our laws. 
This is democratic, and democracy is the rule of our age. 
It’s the rfle in politics, in statesmanship, in diplomacy, in 
religion, in education as well as in busi- 
ness;. and just to the extent that we 
please and serve the public, to that de- 
gree will we be successful, whether in 
our home market or in the markets 
of the world. This is the rock upon 
which we must build. We must never 
lose sight of this unalterable fact. 
There can be nothing arbitrary about 
merchandising. Occasionally we meet 
manufacturers who think they can de- 
cree and forcé the issue; in the long 
run this will always fail. When occa- 
sionally it seems to succeed, it is because 
the guiding force comprehended the con- . 
sumer’s point of view better than it 
knew, and, therefore, was not arbitrary, 
but was serving the will of the con- 
sumer. 


Style-Progress Through Merchant 


To make, so to speak, a hit with the 
consumer all the time is our problem, to 
accomplish this spells conservation of 
man-power, capital and raw material. It 
means to succeed with the least effort and 
worry. Understanding our problem, 
therefore, from this point of view it is logical to look to the 
retailer for your style program. At least to co-operate with 
him for that information. It’s the retailer’s proper function; 
it’s his business to answer this problem. He is the one who 
must study the consumer so that he may gather in the style 
ideas that represent the spirit of the times; crystalize them 
for you so that your problem will be one of manufacturing 
and manufacturing only. Just to the extent that the retailer 
fails in this he fails as a retailer. It’s my humble judgment 
that the responsibility of this problem rests upon his shoulders 
and my hope is, that through our association some way may 
be brought to you and to the tanner so that the waste of lasts, 
patterns, matérials, and dead stocks may be avoided. These 
losses occur because the merchandise has not been pred- 
-- icated on the consumer’s wishes. No greater. error was ever 
made than to think that a good retailer can sell anything he 
desires. 

Retailing is a fine art—the study of human nature, the 
close contact with the people to understand the sudden 


A. H. GEUTING 
President N.S. R. A. 


shifts that often oceur. As difficult as are your problems 
the real problem of the shoe business is the retailer’s problem. 

Therefore, proper co-operation begins by thinking from 
the consumer’s point of view represented by the retailer. 
Your leadership: and success depends upon the service you 
can render the intelligent retailer. 

The Bible says: ‘’They who serve shall lead them,” and 
it is true that the lines that best cater to the retailer or con- 
sumer are the lines that are quoted as the leaders of our 
industry. 


” 


Organized Merchant Body 


There may have been some skepti- 
cism in past years regarding the retailer’s 
ability, but this was before the retailers 
were organized, and before they learned 
to clear their ideas in convention with 
other retailers. The war period has 
proved beyond doubt that the retailer 
is capable, and can dignify his proper 
sphere and be of great service in the 
co-operative plan for the good of the 
entire industry. | 

The proposition which I have thud 
placed before you epitomizes my own 
firm convictions on the broad subject 
of co-operating our efforts for progress 
and conservation, and co-operation based 
upon this thought cannot but be. per- 
manent for it’s based upon the eternal 
truth of democracy which must be 
worked out in business as well as in 
political life. It is, broadly speaking, 
business statesmanship. If this effort 
is properly led and guided along these 
lines it cannot but simplify manufac-- 
turing, do away with much waste, and 
make each branch more truly efficient;. 
economical and profitable, as well as 
establishing and maintaining for our craft world leadeér- 
ship. 
5 Report on Conditions 

Your secretary asked me to gather some ideas of the con- 
ditions of the retailers throughout the United States, the 
extent of their stocks and their. future buying possibilities 
which, of course, are of vital interest to you, and in order to 
bring these facts before you, I have endeavored to sound somé 


- of the principal retailers throughout the United States to 


speak not alone for themselves but the conditions in their 
immediate locality. 

Through a resume of all these reports I have reached the 
following conclusions. 
: The general reports indicate that. the retailer is optimistic; 
is doing a good business, and the indications are that he will 
continue to do a good business for some time to come. That 
his stocks are from 25 per cent to 35 per cent higher than 
normal, due in many cases to advance shipments of low shoes 
already in stock for the Spring; 1919.. That while there may. 
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Intensifying the Efficiencies 
of the Bates’ Plant 


ONTINUING a subject we dis- 
C cussed two weeks ago in these 

advertisements—that is, the 
value of following-through in the Bates 
Factory—we have another thought 
to give to present and future Bates 
Dealers. 

It is this: The excellence of super- 
intendence in our Webster plant not 
only brings new efficiency into our 
follow-through system but it gives 
extra value to each of our old-estab- 
lished efficiencies. 


rs 


For instance, we have always put 
standard leathers into Bates Shoes. 
But today our leathers—Gallun’s, 
Creese & Cook’s, Lawrence’s and 
other well-known stocks—are better 
handled in our cutting, fitting and 
lasting rooms than they used to be. 

All along the line they receive, 


from our improved superintendence, 
those little corresponding improve- 
ments in manipulation that are 
directly reflected in the finished 
shoes. 

The occasional errors inevitable in 
hand work come under the observa- 
tion of intensified inspection—also due 
to improved superintendence—and 
thus are corrected before they have 
even a chance to become flaws in the 
finished Bates product. 


re 


Our own knowledge of these 
things justifies our enthusiasm 
over today’s Bates Shoes. It war- 
rants our activity in offering the 
Bates Agency franchise to repu- 
table retail dealers who recognize 
the business advantages of cater- 
ing to American men’s sensible 
demand for reasonably-priced shoes. 


A. J. BATES COMPANY 


Central Distributing House 


328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 














Jan. 25, 1919 








Jan. 25, 1919 


be a tendency to take advantage of some Iast word in Sum- 
mer footwear, I am under the impression that re-orders on 
low shoes will be below normal. 


Early Deliveries and Re-orders 


As for Fall, I think shoe manufacturers may count upon 
having a lucrative business, but my advice would be that 
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the manufacturers of this country clear their decks and cut 
their high shoes as early as possible so as to make early 
deliveries. Early deliveries on high boots for Fall will mean 
re-orders. Late deliveries mean loss of business and a loss 
of profits which will reflect upon the manufacturer’s business 
itself. I know of nothing more constructive and more con- 
ductive to big business than the early delivery of Fall shoes. 


The Concensus of Merchants’ Reports 


By W. W. WILLSON, of Willson’s Shoe Shop, Boston, Before National Boot and Shoe Manufacturers’ Convention 


and give you the concensus of these opinions that come 
from all parts of the country. 

First Question—How do the total pairs of shoes in stock 
compare with two years ago? 

The general opinion seems to be about twenty-five per cent 
less pairs on hand now than two years ago, but it is admitted 
by some retailers that the stock two years.ago was increased 
considerably as they had bought heavily, trying to beat the 
rising market. 

It is believed. that the country stores have less pairs on 
account of the ‘high cost of shoes which affected their sales 
more than it did the city stores. There are some stores that 
report more pairs on hand at this time but the average seems 
to be 25 per cent less. 


I AM going to treat each of the six questions separately 


Percentage of Greater Investment 


Question No. 2—About what percentage greater invest- 
ment is tied up in the shoe stock today compared to two 
years ago? 

The replies run from ten to fifty per cent po invest- 
ment with an average of 29 per cent. 


Question No. 3—What are the jrespdiis for business 
in your section for the next six months? 

The answers are practically all good, the feeling being that 
business will not only be good the next six months, but 
indications are very optimistic for the next several years. 

In some sections, the discontinuing of overtime wages has 
reduced the purchasing power to some extent. 

A feeling is expressed that if the Government continues 
control of railroads, paying high wages, it will be hard for 
private capital to make successful investment in building 
operations on the present high cost of materials and labor. 

Retailers in the steel and iron sections are very prosperous 
and the only ones who seem at all anxious are those who are 
near the plants that have had Government contracts for war 
material which have been cancelled, and they believe that the 
reaction is only temporary and that after a short readjust- 
ment period, the business will be géod. 

Good increases in sales were reported for the month of 
December, and altogether the business has been exceptionally 
good during the year 1918. Retailers have made money and 
are in a more healthy condition than ever before. 

There is a feeling that the trade who buy the better class 
of merchandise will be more liberal in their purchases than 
they have for the past two years, on account of many practic- 
ing economy during the war. 


Question No. 4—What is the greatest problem con- 
fronting the shoe retailers in merchandising shoes for 
men, women and children? 

Numerous points were brought cut which I will give to 
you for your consideration, which are as follows: 

Getting merchandise—Having orders filled with sufficient 


promptness to keep the stocks liquid, which has been seriously 
handicapped by slow deliveries and poor transportation. 

Correct selection of goods and getting them when the 
public want them and are willing to pay the price. 

We will assume that the goods ordered are worth the price 
paid if delivered in time to meet the consumer demand, but 
if those goods are delayed one, two or three months after 
that period, they are not worth the price that they would 
have been if they had been on the retailers’ shelves in time for 
him to merchandise them when the public wanted them. 

You can readily understand that from the retailers’ stand- 
point, the value of the goods to him decreases in proportion 
to the delay that exists in their delivery. 

Importance of correct fitting of the human feet. 

Worrying about goods on the shelves and the ones bought 
for Spring, some overbought which resulted in cancellation 
since the close of the war, especially those who seat over 
four months in advance. 

‘To buy correct styles for Fall, 1919, in women’s shoes 
particularly and keep away from bad numbers. 

There is a strong demand for lower priced shoes for both 
men and women, to retail at $7 and $8 per pair. 

Loss, shipments and difficulty to get a prompt settlement 
from the transportation companies. 

The continued rise of prices in boys’ and children’s shoes 
which seem to be beyond all reason to the consume. 

The public are demanding better shoes for the money and 
things that were possible to get away with during the war 
will-not be easy as we approach the peace basis, and manu- 
facturers should endeavor to give the best possible mer- 
chandise at the price. 

That retailers should understand, however, that good shoes 
cannot be bought cheap and that if quality merchandise is 
demanded, prices are not likely to drop much for the next 
six or eight months. 

Some reports are very strong against the excessive high 
prices and poor quality of merchandise. 

One of the leading thoughts seems tobe, not to get caught 
with large stocks of shoes on hand when the prices do go 
down, as the feeling is that they will in time. 

The big problem is to keep the stocks clean, make rapid 
turnovers and be ready to meet the new conditions as they 
come. This cannot be done successfully however, unless 
the manufacturers will co-operate and overcome the diffi- 
culties of the past two years so far as it is humanly possible. 


Questions No. 5 and 6—Suggestions of what the 
manufacturer can do to help merchandise shoes at 
retail? 

What -constructive viewpoints have you to offer on the 
subject? 

There were numerous suggestions offered which I will give 
you for your consideration. 

Good. clean merchandise in keeping with samples from 
which the goods were bought. 
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HUCUQOROUCHGEOOUGRGOUGEUGEORUCUOEOOOGHGOUOEGOOOUGEODUGOOODONGROORGHUONOUOOOOUSEOONDOBE: 


18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 





300,000,000 


A YEAR 


is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 
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Retailers feel that it is absolutely wrong for manufacturers 
to show perfect shoes in every detail and the goods to be so 
different when received. Some cases you hardly recognize 
them as having any relation to the sample, especially as to 
colors, stock and workmanship. 

Prompt deliveries, orders intelligently filled and complete 
shipments of a style. 

Great injury and inconvenience is done the retailer when 
he receives the double AA’s and E widths of a style and the 
other widths do not come until some time later and then, in 
many instances, only one width at a time with considerable 
interval between them. This, coupled with late deliveries, 
makes it impossible for the retailer to show the complete 
widths, with the result that many sales are lost, many people 
are misfitted, and the widths are so broken up that it de- 
creases the efficiency of the style, almost to the zero mark. 

The manufacturer can help the retailer immensely if he 
will deliver the style complete and reduce this trouble to the 
minimum, and we understand that this is being done by 
some manufacturers, but there are still many of them who 
do not seem to give this important question any thought. 

The opinion is that this can be done and that it is a ques- 
tion of organization on the part of the manufacturers and it is 
urged that he incorporate this idea into his system. 

There seems to be a strong feeling that those who maintain 
in stock departments should increase their service by carry- 
ing complete assortments on the best selling styles only. 

As the market relaxes in price, improve the quality and 
finish of the merchandise and aim to get back to the quality 
standard of several years ago. 

That manufacturers encourage retailers to purchase more 
sizes and less styles and thereby reduce the number of broken 
lines at the end of the season. 


More Consideration to Retailers’ Demands 


Manufacturers should give more consideration to the re- 
tailers demands and ideas when creating new styles. The 
retailer should be the deciding factor as he is in closer touch 
with the public than the manufacturers, and that there 
should be a closer contact for mutual helpfulness. 

That the style program be. followed until June 1 and that 
manufacturers refrain from springing new styles that may 
upset the ones already bought for this season. 

That manufacturers adhere to the style program as made 
December 11 in New York City and slightly amended Janu- 
ary 13, and that the trade co-operation be continued and 
further perfected, by frequent meetings. ; 

The retailers want the manufacturers to stick to the pro- 
gram as made from time to time and that the entire trade 
become more unified from the tanner to the retailer, and that 
the public be educated to pay a fair return for the service 
given. 

The retailers want shoes that combine fit and service in 
keeping with the kind of shoe made. 

Keep all grades up to standard. 

Manufacturers should not take on more orders than they 
expect to deliver in time for the retailer to sell them to the 
consumer; this has been a great evil in the past. 

Smaller orders given oftener and better deliveries will help 
to keep the stock moving in a liquid condition, and must be 
adhered to by both manufacttfer: and retailer if they are to 
meet the future conditions:successfully. 

That manufacturers encourage retailers to feel that they 
are merchants rather than mere storekeepers and shoe mer- 
chants should continue to educate their salespeople in the 
art of fitting shoes and make their position a profession rather 
than a job. 
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A Program of Style 

Some say less styles and colors and no button shoes but I 
have not heard any comment against the sane and sensible 
program as outlined by the recent style meeting. 

That the colors from different tanners be more uniform. 

Manufacturers should aim to make shoes to please the 
public and meet their requirements and this would make 
retailing easier. 

There is a strong sentiment that children’s shoes, quality 
considered, are very high in price and are not giving the ser- 
vice in keeping with the price. It is better to sacrifice heights 
and increase the quality. 

Discourage extreme fancy shoes that have no merchandis- 
ing life. 

Manufacturers should be particular about the construc- 
tion of their shoe and not lose sight of this in watching volume 
alone. 

The goods should be in keeping with the samples and the 
prices asked the retailer, and the prices that the retailer must 
ask the public to pay. 

The manufacturers may ship shoes in carload lots but he 
must always bear in mind that eventually the retailer must 
show every pair of those shoes individually to discriminating 
buyers and if a multitude of shoe making sins exist, he not 
only justly loses his patience, but the customer and his profit 
that you have made impossible on account of shoe making 
faults. 

I am sure retailers are not expecting perfection all at once 
but there are many details that can be improved and will 
help to make the retailer more contented, more prosperous 
and what manufacturer will deny that this is not a good con- 
dition to exist. 

It is reported that some manufacturers place new styles 
on the market before they make deliveries on orders taken 
months previous, this often interferes with the earlier styles 
and does not give the retailer a chance to sell what he has 
bought and catch his breath. 

Only the last few years has the retailer assumed the posi- 
tion that he should occupy as the distributor of your product. 
Now help him to stay there for your sake as well as his own 
by intelligent and foresighted co-operation. 


Encourage Records in Shoe Stores 


Much progress has been made in the past five years in 
educating the retailer in the proper handling of his account- 
ing system, but much remains to be accomplished. This 
should be encouraged for our general good, 

It is more important than ever that shoe stocks be closely 
checked and watched and kept down to the minimum in 
pairs as well as capital invested, if losses are eventually to 
be eliminated or reduced to the lowest possible point. 

I believe that it is wrong for the manufacturer and his 
salesmen to load up the retailer with big stocks of shoes six 
or eight months in advance of their need as has been done in 
the past. This not only ties the retailer up but the manu- 
facturer is not able to make deliveries in time for the retailer 
to turn them into money, and if a sane and sensible policy is 
not pursued, great harm will come to both manufacturer and 
retailer. ; 

The manufacturer should aim to make frequent deliveries 
to the retailers as néar the time as possible when the goods 
are wanted. This will help more than anything else to keep 
the retailer’s stock in a liquid condition and put him in a con- 
dition financially to meet his obligations promptly. 

We should take advantage of our experiences in the last 
four years and especially the last eighteen months and not 
scare ourselves into the idea that we must buy all the shoes 
in the universe at one time and that there will never be any 
more shoes made after that one order. 











Models in the Window—a 
Fitting Stunt 
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Shoes in the Movies 
One Studio Has a ‘“‘Prop”’ Stock of 11,000 Pairs 
By C. F. CARTER, Famous Players—Lasky Corporation 


Faithful attendants at “‘th’ movies” are sure, sooner or 
later, to see on the screen pretty much everything on earth 
and in the waters under the earth, for there seems to be no 
limit to the imagination of the scenario writer nor to the 
resourcefulness of the director. Still, about the last thing 
one would expect to see in motion pictures would be a shoe 


store. 
**Cupid’s Day Off’’ 


To the creator of Paramount-Mack Sennett comedies 
belongs the honor of being first to discover possibilities of 
pictorial humor in a shoe store. He called it ““Cupid’s Day 
Off; though why, you-never could tell, any more than the 
bumboat woman in “‘Pinafore’’ could tell why she was called 
“Sweet Little Buttercup.” 

Anyway, the shoe store scene serves to introduce some 
uproarious proceedings that cannot be recommended to the 
proprietors of -prosaic shoe stores in every-day life. It also 
reveals possibilities in rolling ladders ‘that were not dreamed 
of in our philosophy, Horatio.” 


Infallible ‘‘Rule of Three’’ 


All this serves to call attention to that remarkable coinci- 
dence of three. Every railroad man knows that accidents go 
by threes. Observant folk know that many other incidents 
and episodes, for some unaccountable reason, also occur in 
trios. The Famous Players-Lasky Corporation, the largest 
producer of motion pictures in the world, has a program 
calling for a production for every day in the current year. 
This requires a considerable army of actors, scenario writers 
and directors, who by their combined efforts, produce an 
immense variety of incidents which are registered on the 
film. Yet in all-the great mass of material that comes to- 
gether in the main office in New York for months there was 
not a single scene, not even a single photograph that had 
anything to do with shoes in any way. To be sure all the 
performers have the usual number of pedal extremities, but 
they do not boast of them, not seek to obtrude them into 
their art. They accept them as’ they do an attack of coryza 
or a summons to serve on a jury trying to forget them as 
much as possible. 

Yet within a week after the shoe store comedy turned up, 
along came a scene showing Pauline Frederick holding her 
left shoe up for inspection. The next day no less a personage 
than William S. Hart, the Artcraft star in wild West roles, 
was discovered to be vastly interested in his right boot, 
although it was not what you might call a beautiful boot, 
thus confirming the infallibility of the Rule of Three. 





A Little Story of the War 
Rochester Boy Wins Distinguished Service Cross 


He pushed on with the precious message he had been 
assigned to carry. Although a gas shell got him, he carried 
his message through and today he is a hero. He now wears 
the distinguished service cross. His nanie is Frank J. Semple, 
and his home is at 400 Caroline Street. He is a private and 
a member of Company 1, 310th Infantry. He was a foreman 
jn the plant of the Levinson Shoe Mfg. Co., for several years. 


The War Department makes the following announcement: 
“The Commander-In-Chief, in the name of the President, 
has awarded the Distinguished Service Cross to the following, 


BOOT AND SHOE RECORDER 39 


named for acts of extraordinary heroism described afte: 


name: 

“Private Frank J. Semple, Company 1, 310th Infantry, 
(A. S. No. 2941349) for extraordinary heroism in action near 
Grand Pre, France, November 1, 1919. Under heavy ma- 
chine gun fire Private Semple, a battalion runner, volun- 
teered to carry an important message to a detachment on 
the extreme flank, after seeing two runners killed by ma- 
chine gun fire while endeavoring to deliver the same message. 
He was successful in his mission. Home address, Mrs. Lottie 
Semple, mother. No. 400 Caroline Street, Rochester, N. Y.”’ 

In a letter dated December 5, 1918, written in France to 
his parents, Mr. and Mrs. Theodore Semple, Private Semple 
said: 

“T am on a seven day pass. I left camp on the 4th and had 
a twenty hour ride on the train and arrived at Aix les-Bains. 
It is a Summer resort just like Charlotte, only it is run 
Winter and Summer. The people do not know what snow is 
here. It sure is fine. I am living in a hotel, the best there is 
here. The Government pays our expenses. 

“In August we were in reserve at the Arras front, but the 
Tommies fought their way through, so we were not called 
on in September. We were on the Metz front at a town 
called Theucourt. Well, the second day we lost some boys; 
also our captain, and he was a fine boy, only 23 years old. 

“Before I go any further I must let you know what I was. 
I was arunner. I had to bring messages to all the company 
captains and the major, no matter how much Fritz shelled 
me. 

“One day we needed more men and Fritz was just raining 
shells and bullets. The captain said, ‘Semple, take this 
message to the major.’ The major was about one mile back. 
I said to myself, ‘Good bye, Frank.’ I started and I guess 
Fritz saw me, for he just gave me hell. He started the 
artillery. They always want to get a runner, because he 
has messages. 

“Well, he (Fritz) popped a gas shell in front of me. I 
could not get my gas mask on, so I was gassed, but I got my 
message through all right. Then I went to a first aid station. 
In a week I was all right, but the doctor said, ‘You stay 


, another week.’ 


“I am very shortwinded, but I have gained. My face is 
just fattened up. One morning I went into the yard and ran 
back to my company. Ha, ha, ha! I got hell from the 
doctor, but I stayed with my company. 

“Dad, I have had hair raising experiences in our last drive 
at the Argonne wood, but you would not believe them. 
When you see your mates fall right and left of you—well, I 
guess you will do anything. 

“T heard I am going to get a D. S.C. That means a medal 
for bravery.” 

Private Semple is an only son, 30 years old. me went to 
Camp Dix on April 29, 1918. 





To Sail for France 


Arthur W. Emmons, active in export trade as representa- 
tive of American shoe and leather houses, sails for France in the 
S. S: Rochambeau from New York today, January 25. Mr. 
Emmons has lately been in Cuba for a large export firm, 
and has alsc made several trips to Europe. He will now 
establish an organization on his own account in Great 
Britain and the Continent, and has the representation of a 
number of lines of shoes and leather for American firms. 
He will return for his family’in’ May and then leave forza 
stay of several years in the European field. His address 
will be 16 Rue Moncey, Paris. 


. 





GENIAL BOB ROBERTS 
The Fine Colored Calfskin 
Expert of Carl E, 
Schmidt Co., Detroit 











LOUIS F. MAHLER 


Champion Shoe Mach’y 
Co., Who Visited Con- 
vention Prior to His Trip 
A Country-Wide to Europe 
Group in Front 
of Statler 




















A Few of the Boosters at St. Louis 




















etl a 
i al 








A FEW PICTURES---REVIEWING ST. LOUIS FEATURES OF CRE 





NEWS PICTORIAL 


Delegate from Texas 
GEORGE A. VOLK 
Dallas, Texas 











CHARLES E. PETOT 
Cleveland, O. 


Operating Twenty Stores. 
He Was Actively Present 





The Ladies’ Party Convened 











Many Merchants 
from Many States 
—It Is for Boston 
to Double the 
Crowd 


























ii GREATEST AND MOST HOSPITABLE CONVENTION OF SHOE MERCHANTS 
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G N\ United States Rubber Company 


Now We Can Deliver U. S. 
Protected’ Rubber Footwear 


HE war is over and war restrictions are 


forgotten. 


Yesterday it was our first duty to build rubber boots 
and arctics to comfort millions of soldiers’ feet; we 


were glad to do it and we did. 


But now our plants are back, full blast, on U. S. 
“Protected” Rubber Footwear for civilians. 


Now Is the Time to 
Stock Up Quick 


No doubt you need rubber footwear badly. Most 


_ dealers’ stocks are badly off in sizes. 


We can help you now. Rush your order to the 
nearest distributor. 


New York 
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RUBBER BOOTS AND SHOES 


Orders Already Being Placed for 
Next Fall Delivery 

The demand for rubber footwear 
varies with the weather. and while the 
retail call in some sections is light, there 
is an active demand in others. The 
distribution of snow is markedly un- 
even, varying from none at all to several 
feet. Were this latter precipitation in 
thickly populated sections, there would 
be a lively call, but as it is, demand is 
only moderate. Still with present con- 
sumption somewhat subnormal, jobbers 
are placing orders for next Winter’s 
stocks, to be delivered in August, 
September or later, and the prospect is 
good for a steady season of production 
at the factories, which is likely to be 
magnified should the Winter later prove 
stormy and severe. 


TENNIS GOODS 


Good Orders Being Filled, and 
Duplicating Expected Later 

The call for tennis is none too active 
at present for every jobber and most 
retailers have given their orders for all 
they need for early delivery and are 
content to wait till the season opens 
before placing further orders. The 
factories have not turned out these 
orders in full and are still at work on 
them, while the manufacturers confi- 
dently expect heavy duplicate orders. 


CRUDE RUBBER 


Somewhat Lower Prices Inducing 
Sales 

Crude rubber prices weakened early 
in the week through lack of buying and 
for a time it seemed more a buyers’ 
than a sellers’ market, but towards the 
last of the week the tendency to decline 
was halted, by the buying induced by 
the decline, and although prices have 
not recovered, the activity is likely to 
push them upwards. During the week 
sales were noted at 54c for first latex, 
spot, and 53c for smoked sheet, while 
February forward quotations 53 and 
52c, atid March Ic less, though July- 
December were again 53 and 52c. 
Para grades have been steadier, while 


pu 







Market Review of Rubber 
Footwear, Supplies and Prices 
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centrals are but nominal, as are caucho 
ball and some other South American 
grades. 

That prices are low is because of the 
heavy stocks of plantations at pro- 
ducing points. But now that all 
restrictions are removed, and American 
rubber industries are given full swing, a 
large demand is expected as soon as 
transportation facilities are available, 
with probable strengthening of the mar- 
kets both in South America and the 
Far East. 

We quote today’s spot prices: 


Upriver fine para............. $0.60% 
ON ER rn eee 54 
Upriver coarse................ 36 
TRNMAEG COORG 5.055 55) 5.6 a5 5) oie 80 24 
Caucho ball upper............ 35% 
Caucho ball lower............. mone 
Cameta...... A Sey Pee 25 
First latex pale crepe.......... 54 
Smoked sheets. .........5...... 53 
Brown trepe. ...'. 2.2.20 47 to 48 
Centrals and Mexicans.... 37 to 39 


Guayule (20 per cent moisture). .35 


Guayule washed and dried..... 47 


SCRAP RUBBER 
Business Quiet and Prices Too Low 
to Interest 

As Winter advances scrap rubber 
accumulates and under normal times 
with this increase would come a similar 
enlarged demand. But this is the ex- 
ceptional year, the reclaimers, in the 
absence of demand for their product 
are buying comparatively little and 
dealers are indifferent buyers of stock 
which must probably accumulate. Dull- 
ness pervades the entire scrap rubber 
market with such activity as there is 
being confined to boots and shoes. The 
prices per hundred pounds dealers in 
the principal markets are paying col- 
lectors are as follows: 

Boots and shoes: Boston, $7.90 to 
$8.10; New York, $7.75 to $8.00; 
Philadelphia, $7.65 to $7.90; Chicago, 
$7.25 to $7.35. 

Trimmed Arctics: Boston, $6.00 to 
$6.50; New York, $6.00 to $6.25; 
Philadelphia, $6.00 to $6.15; Chicago, 
$6.00 to $6.40. 
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PUTTIN 


Untrimmed arctics, $5.00 to $5.50; 
New York, $5.00 to $5.25; Philadelphia, 
$5.00 to $5.15. 


RUBBER ASSOCIATION OF 
AMERICA 


Annual Meeting, Election and 
Banquet 

The annual meeting of the Rubber 
Association of America was held in 
New York City last week, at which the 
principal questions taken up were the 
standardization of rubber and the 
standardization of products manufact- 
ured of rubber. The question of pro- 
viding funds for the maintenance of the 
association and its work was discussed, 
and a resolution was passed recommend- 
ing that a tax of 2 cents or 3 cents per 
hundred pounds be placed on all rubber 
imported and not consigned to the 
association. The question of this 
amount is left to be worked out by a 
committee. The officers elected for the 
present year are Homer E. Sawyer, of 
the United States Rubber Co., presi- 
dent; Harry T. Dunn, of the Fisk 
Rubber Co., first vice-president; F. A. 
Sieberling of Goodyear Tire and Rub- 
ber Co., second vice-president; H. S. 
Vorhis (re-elected), secretary and treas- 
urer. 

In the evening a banquet was held 
at the Waldorf-Astoria, at which 
President Bertram G. Work presided. 
There was an attendance which filled . 
the great banquet hall, while in the 
gallery were many ladies, wives and 
friends of the members. 

Secretary Redfield Gives Address 

The principal speaker of the evening 
was Secretary of Commerce Wm. C. 
Redfield, who gave an interesting talk 
on the reconstruction problems facing 
the country. He reviewed the achieve- 
ments of the rubber trade and com- 
mended the members for their splendid 
co-operation during the war. He spoke 
of the many difficult problems facing 
the industry but prophesied that they 
would all be solved triumphantly in due 
time. The dinner was pronounced the 
most enjoyable and successful since the 
war started. | 
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The Practical Buyer 























The Union man may be no more cautious in 
his buying than the average customer but he is 
particular on one detail above all others in the 
shoes he buys. 


He insists—in nine cases out of ten—on the 
Stamp which marks the Union made shoe, the 
Stamp of the Boot and Shoe Workers’ Union. 


More and more the demand is increasing for 
Union shoes among Union men and it is the wise — 
retailer who wishes to extend and broaden the 
scope of his business who insists on Union Stamp 


footwear. 


Write for our free list of manufacturers mak- 
ing Union Stamp footwear and prepare next sea- 
son for the trade of the Union man in your 
community. 


Boot & Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer Street - - Boston, Mass. 








John F. Tobin - - Gen. Pres. 


Chas. L. Baine, Gen. Sec’y-Treas. 
WORKERS 
ii a TT TTT oT MT 
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Sewing the tape on Korxole for 
use in welt shoes. The welt is 


inseamed to the tape. 
HY do some merchants still believe 


that none but-a channelled leather 

innersole will hold up under constant 

strain of wear? Experience proves 

that an innersole of Korxole, prop- 

S h erly taped and gemmed for a welt 
t A en g t Sonoma shoe, will stand any service to which 


the hardest use may subject. it. 


And FS lenty of I f aT Korxole in some of your 


Armstrong Cork Company 
132 Twenty-third Street, Pittsburgh, Pa. 
Branches in the Principal Cities 


Reg. U. &. Pat. Of. 
“The Flexible Cork lanersole That's Built Into the Shoe” 
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South America 


offers a very attractive field for trade expansion following the war. 


The First National Bank of Boston is in close touch with all parts of South 
America. It maintains a Branch at Buenos Aires, Argentina, and has valuable 
connections in other South American countries. 


Representatives of the Bank have visited South America and have investigated 
conditions there at close range. As a result the Bank can supply accurate and 
dependable information which will enable importers and exporters in the United 
States to compete for South American trade on favorable terms with concerns in 
other countries that have the benefit of long experience. 


Our Commercial Service Department will supply this and other information 
upon request. 


The First National Bank 


of Boston 


Capital, Surplus, and Profits, $27,000,000 
Resources : . Over $250,000,000 


Branch at Buenos Aires, Argentina 


THE SPRING AND SUMMER SEASONS WILL BE 
STRONGLY A LOW SHOE PERIOD 


It is quality not price that is uppermost in the minds of 
the consuming public. Buy with this thought in mind. 
The quality standard maintained in making a, 


KEITH’S KONQUEROR SHOES 


has been time-tested. To build up a reputation 
for retailing ‘shoes of such quality and style will 
gain the confidence and steady support of a long 
line of customers. 


Spring and Summer Stock Styles of Keith’s 


“NATURE” . 
A Man’s Tan Calf Oxford igo or Shoes are Catalogued. Send for 


THE PRESTON B. KEITH SHOE CO. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 . 
Boston Office, 207 Essex Street 


oS oe oo oe oo oo oe oo 
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Let the Now 
Year teach 


the value of WYCLO 


to your customers—to your business. 


“WYCLO” a kid-like shoe cloth of many merits is different from 
other shoe cloths—it has an individuality that makes it distinctive— 
its qualities of wearing-strength—texture—and moderate price 
make for its use in stylish, timely footwear. 


Specify “WYCLO.” 


Henry 
& Compnay | 


NEW YORK 
Haverhill St. Louis Rochester 
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Buyers’ Easy nme Povo 


Ouane Puoe G. 
The feel wins favor. 


143 Duane St, | NEW YORK ST ie 5h . 
jae Brooklyn, N. Y. : i, Established brand. 
Manufacturers of the celebrated 4) D oe Quality. 
: ff ependable : 
: | Steadil d by produ- 
Duane Shoe De Luxe : \\,__ Steady used by produ 
and children’s shoes 
Expert attention to 


[he ul Cl ya) Is export trade. 


PO NOWAK INCE 30 


1AM — My “ial vastitutil Nine = 





WUGRAREEOEE 





The ultimate in Women’s Turned Footwear 
| | 


IN STOCK 


Sample Pairs gladly sent on request 























CRCUCOCGEGRCRCRCGERRCRRREEEE ans 
ESTABLISHED 1884 = 


Everything in 
Wood Heels 


Our experience and time at your sérvice 
BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. _ Bancroft Walker Cc Comp te? 


‘Famous for CLEAN shoes 























Shuantnstueteanesnestensioeticsnastdoroeiaviavotvbnsn ean . 
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Our Spring Line 
—e— 

BAREFOOT SANDALS 

OXFORDS and PLAY SHOES 


In Stitchdown and Welt is now in Stock. 
Many Styles at PRICES RANGING FROM 


60c to $2.75 
WRITE FOR SAMPLES 
Laing, Harrar & Chamberlin 
43 N. 3d St., PHILADELPHIA 


Another One 


Black Kid 34 Foxed Polish, 
Goodyear Welt 


CtoEE. 3to9 


$4.85 


Style 1796 IN STOCK 


& ‘0 New York City 
TUTTI d 
ASUCUOOGGOCOEROOEUREEDOEEOSOS TUTTLE Ld 


— MARTINIQUE CORDO TAN DYE 


Broadway, 32d & 33d 
A oy denies changes a Heied ton or Rahs extend tahoe, 
calf or a deep, rich cordovan brown, the popular shade 

















Sts., o— York 
Ricniase tba ond today: 
Hudson Tubes. CORDO TAN is the result of exhaustive 
)} One Block from research, and is absolutely guaranteed to do 
Ee re cog Send for trial 50c package with 10c added for parcel eo NOW 
ually mvenient for 
Amusem ts, Sho 4 Pints ay 4 Pints +2: 
ping or Business. . - se % Gallon §=5.00 
Rates $2 Per Day and Up. : 
A_ SPECIALTY - ARISTO PRODUCTS 
602 Myrtle Ave. 
R pane entiipaent he - - -. NEW YORK 
ce We have taken over the business of the New York Shoe Dyeing Co. 
for good food and reac ARISTO BLACK DYE will dye any leather a permanent jet 
ble prices. black. 
































TRIMLINE 

















Fashion’s Best 


HE “Standard” line 

I gives you the latest 

and most advanced 

style ideas in Spats for 

Men and Women, in Fash- 
ion’s latest models. 








" 
| \ “) 





i 


Advertised to Sell 


“C1TANDARD” Spats will be ad- 
vertised more extensively than 
ever duri 1919. 
models shown 
nently featured. 
advertising will stimulate the liveli- 
est sales of spats you've ever experi- 
enced. The moral is “Be Ready!” 


ere will 
This “Si 











Reg. US. Pat. Off. 





"- ? 
F'uLTop 


neenmenennt 


New Leaders in the World’s Finest Spats 
These two smart “Standard” models express the last word 
in fine. spat making. Masterpieces in quality, they em- 
phasize the, beauty and distinction of the feminine foot, 
and sell with success to well-dressed women everywhere. 


**TRIMLINE”’ — the smartest model ever designed, combining the best in 
imaterial. styling and workmanship. Modelled in flowing, graceful lines over 
heel, arch and instep, it gives that ultra trimness to the foot so much sought by 
the woman of fashion. 

Made ‘with nine buttons, in all the advance shades of Fashion: Fawn, Light 
Fawn, Dark Fawn, Drab, Brown, Leather-Tan, Chamois, Champagne, Pearl, 
Smoked Gray and White. 

**FULTOP”’’— is modelled so that it fits snugly over the entire top of the shoe 
in smooth, unbroken lines, giving every Sppapeanee of a smart cloth top shoe. 
Has !no buckle and is fitted to the foot heel first.’ Made in all the advance 
shades of Fashion: Fawn, Light Fawn, Dark Fawn, Drab, Brown, Leather- 
Tan, Chamois, Champagne, Pearl, Smoked Gray and White. 








Write for interesting particulars and prices 


S, RAUH & COMPANY 2? 58 Ave., 


New York City 
The Largest and Foremost Manufacturers of Spats in the World 
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(GS ALLUN’S 
OQuatiry 
LEATHERS 


ZTEC CALF IS A SPECIALIZED LEATHER 
FOR SUMMER SHOES. IT IS FAVORABLY 
KNOWN AND ENJOYS THE CONFIDENCE 
OF THE B EST MAN- 


UFACTU RERS IN 
_ THE COU AZTEC} nrry. a 
QUALITY LEATHER 
THAT IS T CALF ANNED SO 
THAT THE | NATURAL 
PORES OF THE HIDE ARE LEFT OPEN, 


2 
: THUS INSURING A PERFECT FOOT 

















VENTILATION FOR WARM WEATHER. 
AZTEC CALF CAN BE SPECIFIED WITH 
SAFETY BY THE RETAIL MERCHANT. 


IKING CALF IS MADE FOR FALL AND 
WINTER SHOES. THIS SPECIALIZED 
LEATHER IS.RECOGNIZED AS AN IDEAL 
LEATHER FOR COLD 
WEATHER 


AND WET 
IT PROTE VIKING CTS THE. 


FOOT, RE SISTS SUR- 
FACE AB CALF RASIONS 


AND IS LIGHT 
AND PLIABLE ON THE FOOT. VIKING 
CALF TAKES A BRILLIANT, LASTING 
POLISH. RETAIL MERCHANTS WHO ~ 
SPECIFY THIS LEATHER ARE IN A POSI- 
TION TO INCREASE THEIR LIST OF 
SATISFIED CUSTOMERS. 


A. F. GALLUN & SONS 


MILWAUKEE, WIS. 
H. A. ELY, Manager ___11 East St., BOSTON 
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SALESMEN AND TERRITORIES 


E. H. ALLISON 
Arkansas 


THOS. BUFORD 


owa 


W. H. BYRNES 
New England States 


J. F. CARNAHAN 

hr and Southern Ohio 
A. A a = aaa 

Weet V irginia 

J. B. CHAMBERS 

Virginia and West Virginia 

R. D. CONKLIN 

Minnesota 

W. W. COOK 

Wisconsin 

J. E. DENMAN 

West Va., Va., and Maryland 


H. C. ELLET 
South Dakota and North Neb. 


C. T. FOREMAN . 
maga 
P. GAUTIER 
Missouri 
W. H. GRIFFITH 
South Neb., Colo., New Mex., 
Wyoming and Utah 
Ww. L. HAMMER 
Mississippi and Louisiana 


W. H. HARWOOD 
Kansas 


NUNN, BUSH & WELDON 


Cc. C. HAYES 
Alabama 


J. B. JONES 

Illinois 

W. O. McDONALD 

Georgia 

NORMAN McLEOD 

Idaho, North Dakota, Montana 
and Washington 

T. D. MITCHELL 

N ern Texas 


H. S. MORRIS 


North Dakota and South 
Dakota 


Oss F 
. Arizona, Nevada 


HUGH E. NOELL 
North Carolina 

H. J. NOELL 
South Carolina 

A. O. PETERS 
Michigan 

C. F. PITTS 
Pennsylvania and New York 
A. E. RUNNION 
Chicago and vicinity 
F. 8S. SCHOTT 
Southern Texas 

J. RICH THOMAS 
Tennessee 

J. T. VANCE 
_ Western Ohio 


SHOE COMPANY 


MILWAUKEE 


ARE YOU 
READY 


to get your share of this sea- 
son’s prize business ? 


GET SET 


with plenty of those good Nunn- 
Bush work and fine shoes. Our 
salesmen will leave the factory 
immediately to prepare you for 
the race. Then— — 


GO! 


You are sure to win and get the 
benefit of every effort. 


If you want to “get the jump” 
on the start, write to your 
Nunn-Bush salesman or to us 
and we will arrange to take 
care of you. 


| MILWAUKEE. 





Jan. 25, 1919 


Jan. 25, 1919 
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MILWAUKEE / 
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Convention Boosters Caught by the Camera at St. Louis 


LEADERS IN MILWAUKEE 


Seated—ALBERT H. WEINBRENNER, of A. H. Weinbrenner Co., Milwaukee 
Standing—W. J. BOOTH, of Weyenberg Shoe Mfg. Co., Milwaukee 


Selling a City on Its Merits 


The Co-operative Plan of the Milwaukee Sales Managers’ Association 


tions and many applications; a term that is being 

applied by the Milwaukee Sales Managers’ Associa- 
tion, not only to shoe materials and to shoe construction, but 
to the method of merchandising Milwaukee products to the 
shoe fraternity. 

There certainly was quality in all the ways this bunch of 
live wires went about the process of “‘Selling Milwaukee”’ to 
the retail shoe merchants of America. 

To them belongs the distinction of first arranging for a 
combined co-operative exhibit of the representative manu- 
facturers of a particular city at a retail shoe dealers conven- 
tion. 

Heretofore every manufacturer, no matter from what city 
he hailed, has “gone to it’’ on his own account; contracted 
for space and arranged his exhibit entirely independent of 
any other exhibitor. 


(son All Ways” is a term that has many defini- 


A Well-Planned Campaign 


Milwaukee is different—the old plan is not in accord 
with the Milwaukee idea and the Milwaukee spirit of co- 
operation and pull together. The Sales Managers’ Associa- 
tion held a meeting; they sent a committee to St, Louis. 
This committee induced the St. Louis Advertising Club to 
abandon for a few days the four rooms on the Mezzanine 
floor of the Hotel Statler. The.temporary partitions were 
taken out so all four rooms were thrown together. 

In this space was built a wonderfully beautiful joint ex- 


hibit booth; neither time nor money was spared to make 
the space both attractive and convenient. 


Reception to Every Visitor 


About one fourth of the entire space was given over to a 
general reception room and general display. In the center 
of this was an octagon shaped pergola which constituted the 
registration booth. .This booth was presided over by a 
bevy of attractive young women, {who were particular to get 
the name and address of each person who entered the room. 

In one corner was an orchestra which furnished excellent 
music and which attracted many visitors. 

Back of the main reception room were the smaller booths; 
each was occupied by the display of each individual manu- 
facturer. 

Milwaukee was in the race for the 1920 convention and 
from this joint display room emanated all the advertising for 
this enterprise also. Every visitor was presented with a 
medalion on which was reproduced the Milwaukee “‘Quality 
First” trade mark. 

The pillars which supported the roof of the pergola were 
illuminated, and on each of these was the trade mark. 
Throughout the whole room the Milwaukee trade mark stood 
out supreme. 

When the contest for the 1920 convention began to wax 
hot the manufacturers and their salesmen joined hands with 
the Milwaukee and Wisconsin merchants in an effort to land 
the convention for their city. 
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WHEN A FARMER OR A WORKMAN 


gets additional wear—additional comfort—additional satisfaction out of a pair of work 
shoes that you have sold him, then you have secured his good-will. You are striving 
to do this every day. But unless you are carrying 


RaW nee 
SHOE res 
The Tanner's OwnDressing 


you are passing up an opportunity to acquire this valuable good-will. 

This dressing is the very same preparation that Pfister & Vogel use in their tanner- 
ies to stuff and waterproof their heavier leathers. By selling a box of this ““Tanner’s 
Own Dressing’’ with every pair of farm or work shoes you will make the customer 
come back to you and say “It’s the best work shoe I ever bought! I want another pair 
just like it!” ‘ 

Get a display stand for your store and sell a box with every pair of work shoes that 
goes out of your store. 


$2.00 per doz. per gross 
eé x ee 
Sample size.... .50 “* ‘* . ” ry 


Your jobber will supply you; or you may write directly to us for full par- 
ticulars. 


PFISTER & VOGEL LEATHER COMPANY 


MILWAUKEE - - - - WISCONSIN 
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Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia 
and Africa? 

Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to 
the first applicant, irrespective of prior use 
by another. This allows the piracy of valu- 
able trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all For- 
eign Countries, as well as in the United States. 


cae of Mayer 
yw Honorbilt Shoes are not only 
satisfied customers, but en- 
i thusiastic customers. 
And it’s enthusiasm like 
this behind a line of 
merchandise that makes it a val- 
uable asset to the merchant. 


|) EARERS 
it 





F. Mayer Boot & Shoe Co. 
Milwaukee, Wis. 


Address all Inquiries to Boot and Shoe Recorder 

= Patent and Trade-mark Department, 207 South 

Ml \| Hi | | | | St., Boston, Mass. 
| 
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Here again was displayed the spirit of co-operation among 
these factories to boost Milwaukee as a shoe and leather 
market. To show the shoe merchants of the country that 
Milwaukee produces not merely shoes and leather but pro- 
duces “Quality First’’ shoes and leather. That ‘All Ways” 
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is a much broader and more significant term than the much 
used and disabused word “‘always’’; that the underlying prin- 
ciple of Milwaukee manufacturers is to build business on 
a basis of honesty, fidelity and co-operation with each other 
and with the merchants they serve. 


Milwaukee Shoe Selling 


The Season of Intensive Salesmanship Opens 


Within the coming week or ten days, the traveling repre- 
sentatives of nearly all of the big Milwaukee shoe factories 
will be on their way to campaign for business in the retail 
trade of .the entire country. While a number of factories 
sent out their road men during the past week, the great ma- 
jority have waited until the latter part of January to put 
under way the annual trade missions, this being considerably 
later than usual. Sales conventions were held at a good 
many factories last week and the January “round-up”’ is 
taking place in others this week to prepare for the first comb- 
ing of the various territories. Because of the lateness of 
their starting, the travelers this year will hardly be able to 
make as many “repeat”’ trips as in former years and they are 
urging the dealers to take this fact into consideration and get 
their orders on the books on the first time ’round. 


FACTORIES WARNING DEALERS 
The Prices and Production Are Important 


The inclination of some dealers to buy sparingly at this 
time has brought from Milwaukee shoe manufacturers a 
warning that in view of every indication that shoe prices are 
going higher, nothing is to be gained by delay in placing re- 
quirements.. Reports are filtering in from various sections 
of the country that dealers are holding off in anticipation of 
cheaper prices and although the sources of this opinion are 
scattering, cognizance is being taken of the reports by the 
makers, who feel that they are doing a real service to the re- 
tail trade by pointing out the. necessity of getting under 
cover at once if dealers expect to be fortified to take care of 
their trade during the year. There is bound to be a shortage 
of merchandise at the very time it is urgently needed, unless 
orders are placed early, say the manufacturers. There seems 
to be hardly a chance that prices will recede, owing to the 
firmness of the material and labor markets, while there seems 
to be every reason to believe that lists may stiffen perceptibly. 


FROM SPIRIT SHOWN 
It Looks Like Milwaukee 1921 


The Milwaukee Shoe Sales Association held its regular 
meeting Friday noon, January 17, at the Milwaukee Athletic 
Club, and it was the unanimous opinion that every expecta- 
tion was met by the results of the vigorous campaign to 
“Boost Milwaukee” at the National Shoe Retailers’ Associa- 
tion convention in St. Louis, January 6, 7 and 8. All mem- 
bers expressed themselves as highly satisfied by the reception 
given the efforts of the Milwaukee sales managers to make 
better known its slogan, “Quality First—All Ways—Mil- 
waukee.”” While, of course, disappointment was felt over the 
failure to bring the 1920 national meeting to Milwaukee, 
every member of the Sales Association acknowledges the 
wisdom of the selection of Boston, an Eastern city and 
famous shoe center, in preference to a Middle West city, since 
the conventions have been held in this section of the United 
States for several successive years. All are going to boost 
hard for the Boston convention next January, at which time 


there seems to be no doubt that Milwaukee will be picked 
for the next meeting. The year which will elapse will find 
the sales managers of Milwaukee dividing their efforts be- 
tween “plugging” for Boston and strengthening the inclina- 
tion to Milwaukee in 1921. 


WHEN HOSTS AGREE : 
In Their Desire to Entertain Merchants 


Nothing but the kindliest feelings toward Boston are 
expressed by Milwaukee shoe dealers, who, although they 
were denied the privilege of entertaining the 1920 National 
Convention, are determined to do their utmost to make it a 
big success, just as if it were to be held here. At the monthly 
meeting of the Milwaukee Association, held Thursday even- 
ing in the Milwaukee Association of Commerce rooms, the 
sentiment was officially expressed. Local dealers were 
perfectly satisfied to defer to Boston in the selection of the 
1920 convention city, in consideration of being chosen as 
hosts for the 1921 meeting. The same spirit manifested at 
St. Louis when Boston was selected still prevails and is being 
accentuated by the desire of all to help upbuild the National - 
Association so that when it does come to Milwukee in 1921, 

* it will be even a bigger and better organization than it already 
is. 
NO DECLINE IN PRICE LOOKED FOR 
Says A. B. Caspari of Milwaukee 


President A. B. Caspari of the Milwaukee Shoe Dealers’ 
Association, reporting at the monthly meeting on January 16, 
as one of two official delegates to the National Convention at 
St. Louis, said that the trade need not look for declining prices 
for some time to come, according to the sentiment expressed 
at the convention and advices received from the manu- 
facturers. The shortage of leather and other materials and 
the lack of competent factory labor, said. Mr. Caspari, are 
the principal reasons advanced why shoe prices not only 
have little chance of declining, but may go even higher. 
President Caspari’s opinion was supported by Otto A. 
Hensel, first vice-president, the other delegate. 


UNIFORM CLOSING HOURS FOR STORES 
Uptown Dealers to Close Fhree Nights a Week 


As the result of an investigation made by the Milwaukee 
Association, it was decided at Thursday night’s meeting that 
merchants in the outlying sections of the city continue to 
close their stores at 6 P. M., on Tuesday, Wednesday and 
Thursday of each week as a matter of good business practice 
and for general conservation purposes. While all of the 
downtown shoe stores have always made it a rule to close 
at 6 P. M., every evening save Saturday, the uptown mer- 
chants in former times kept open until 9.30.0’clock and,even 
later, until wartime conservation measures iete ee 
open evenings to Monday, Friday and Saturday.” Since the 
end of the war these limitations have no longer been in effect, 
still the change has been found to be so beneficial in every 
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ior — conditions in the factory vitally affect the sta- 
bility of a product. Our shoe and leather manufac- 
turers not only operate up-to-date and modern plants, 

but zealously guard the well-being of every employee. 


HAT’S why the wholesome ‘“‘make-good”’ spirit of 
the ‘‘quality first’? market is universal. We are all 
boosters—it is this spirit which has made Milwaukee the up-to- 
date, well behaved factory city that it is. Nowhere in the U. S. A. 
isjthe retail shoe merchant assured of a more complete, steady and 
comprehensive output than in Milwaukee. 


ALBERT TROSTEL & SONS COMPANY 
BRADLEY & METCALF CO. 
EDMONDS SHOE CO. 
HARSH & CHAPLINE SHOE CO. 
- MAYER BOOT & SHOE CO. 
NUNN, BUSH & WELDON SHOE CO. 
OGDEN SHOE Co. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 


Albert H. Weinbrenner Co. 


AA, 


SHOES 
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Harsh & Chapline Shoe Go. 


MILWAUKEE,U.S.A. 


The tremendous resources of the Harsh & Chapline Shoe 
Co. enable a daily production exceeding 4,000 pairs of high 
grade work shoes for farmers, mechanics and laborers. 


Concentrating exclusively on high grade work shoes for 
men and boys, the Harsh & Chapline Shoe Co. are thus in 
a position to manufacture a quality product of unusual 
character. 


. All the upper leather used in the construction of ‘‘LION 
BRAND” Shoes is tanned in the Harsh & Chapline Shoe 
Co. tannery, which adjoins their shoe factory. 

The many exceptional qualities of ““LION BRAND” Shoes 
merit thorough investigation by the trade. 
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Mushrooms Grow Over Night (;.-™ 


but it takes weeks and months—even years— - 
to produce something lasting and ‘‘worth while’’ 


MILWAUKEE 











Menz “Ease” 








& Hmerican Boy’ 











work and fine shoes are the result of over twenty years of our shoe making experience. 


Protect Yourself 


with a good stock of these shoes so as to get your share of business which is sure to 
come in this tremendous wave of reconstruction. 


Our representatives start out immediately. 


Write to your Menzies salesman listed below 


so he can protect you with the genuine “Milwaukee Quality.” 


“QUALITY FIRST ALL WAYS MILWA U KEE” 


AAAAAAR AR AAS 


H. C. BRUESHABER 
Southern Ohio and West Virginia 


M. T. CAMPBELL 
Tennessee and Mississippi 


R. L. COOPER 


Iowa 


DANIEL 
North Carolina, South Carolina 
and Georgia 


L. E. DANIEL 
_ Kentucky and Tennessee 


A. S. DAY 
Pennsylvania and New York 


A. P. S. DEEM 
Ohio 

E. F. EDWARDS 
Arkansas 


J. H. FUDGE 
Kansas and Missouri 


Cc. S. JACKSON 
Texas and Oklahoma 


W. T. JACKSON 
Texas and Louisiana 


W. W. KEMP 
Utah, Nebraska, South Dakota, 
Wyoming, Colorado and Montana 


OTTO C. LUECKE 
Wisconsin 


GEO. C. SELLS 
Chicago and. vicinity 
W. V. SLACK 
Indiana 


W. F. TURNER 
New Jersey, Connecticut, Delaware, 
Maryland, and Virginia 


B. P. WISWELL 
Illinois 


The Menzies Shoe Co., 


Milwaukee 


aa 
MILWAUKEE 
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way that the wartime schedule will be adhered to indefi- 
nitely. It is proven that just as much, if not more business, 
can be done in the shorter hours, as before, and the merchant 
and his employees can really enjoy life since they are not 
compelled to be “‘on the job’’ from early morning until late 
every night, six days a week. 


RETAIL BUSINESS IS ACTIVE 
Despite Chameleon-like Character of Weather 


Under the stimulating influence of semi-annual clearance 
sales, retail business is active and merchants generally express 
themselves as satisfied with the manner in which merchandise 
is moving. The weather, as usual in Milwaukee at this time 
of year, is chameleon-like in its swift and radical changes, but 
dealers have long since ceased to worry about the effect of 
climatic conditions. One dealer said that during the recent 
cold snap, when the temperature declined to 14 or 15 degrees 
below zero, his sales of high and low shoes for women were 
about equally divided. During the latter part of the past 
week the weather was balmy and low shoes were not an 
uncommon sight on the streets, showing that the Milwaukee 
woman is in a state of preparedness in regard to her shoe 
requirements to meet any contingency. 


News of the Trade 

The D. L. Luby Co., has been incorporated with a capital 
stock of $20,000 to succeed the partnership of D. J. Luby & 
Co., shoe dealers, Janesville, Wis. The incorporators are 
D. J. Luby, Nels Selgren and Esther Kammer. 

M. I. Friede, retail shoes and clothing, Wausau, Wis., has 
opened a branch store in Antigo, Wis., in the former quarters 
of Dave Wigderson, who failed several months ago. 

H. L. and E. H. Breithaupt, formerly in charge of the 
Women’s Wear Section of Espenhain’s, Milwaukee, have 
opened a specialty shop at 1-3 Grand Avenue, Milwaukee. 
The new firm expects to install a complete women’s shoe 
department within a short time. 


Janke Factory Increases Capital Stock 

The Janke Shoe Mfg. Co., 762 Thirty-second Street, 
Milwaukee, has increased its capital stock from $75,000 to 
$100,000. The additional issue will be utilized for the 
enlargement of production to meet the rapid growth of the 
company’s business, which is now national in scope and 
expanding. The company originally was organized as the 
Lange-Janks Shoe Mfg. Co., but some time ago the word 
“Lange”? was dropped from the corporate style because of 
the retirement of the Lange interest. The present officers 
of the company are: President and General Manager, Earl C. 
Janke; Vice-president, Ernest E. Kieck; Secretary and 
Treasurer, George Becker. 


Mrs. Edward A. Luedke Dies 

The death of Mrs. Angelia Luedke, wife of Edward A. 
Luedke, a well known shoe manufacturer of Milwaukee, 
occurred on Thursday, January 9. Mrs. Luedke suffered an 
attack of Spanish influenza, which developed into pneumonia 
and caused her death after a short illness. She was forty- 
four years of age and a native of Burlington, Wis. Mr. 
Luedke is president of the Luedke-Schaefer-Buttles Shoe 
Co. A daughter and one son also survive. 


Meeting of Connecticut Retail Shoe 
Dealers 


The Connecticut Retail Shoe Dealers will hold their 
annual meeting at Meriden, Monday, January 27. They 
have sent an invitation to every shoe man in the various 
towns throughout the State to be present at the big event. 
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Oklahoma Retail Shoe Merchants 
Planning 


Biggest Convention in History of Organization 


J. E. Brechheisen, president of the Oklahoma Retail Shoe 
Merchants’ Association, was very busy at the National 
Association Convention at St. Louis watching the interest 
manifested on the part of the visiting merchants in various 
parts of the program. From his observations he planned the 
program for the Oklahoma convention of his association at 
Ardmore, February 12 and 13. 

The Oklahoma Association always has good conventions, 
but this year bids fair to eclipse all previous meetings both 
in attendance and the real worthwhile subjects to be dis- 
cussed. 

The Oklahoma convention follows immediately after the 
Texas meeting, so the National officers that attend one will 
arrange to be at the other. Field Secretary A. F. Sloane, 
will be among the prominent speakers. He will bend his 
efforts toward increasing the membership of the State Asso- 
ciation and will also present the plan of firm membership in 
the National Association. 

There is not a retail merchant in the country, whether a 
member of an association or not, who has not profited dur- 
ing the past year from the activities of the National Shoe Re- 
tailers’ Association. Within the coming year greater things 
than have heretofore been accomplished will be brought 


‘about. It is always the men who put the most of themselves 


into association work that get the most out of it, so it be- 
hooves every merchant in the State of Oklahoma who sells: 
shoes to be present at this forthcoming convention. 


A Prosperous Year 


The year just closed has been very prosperous with most 
Oklahoma merchants. They, in common with merchants all 
over the country, have learned many new merchandising 
methods; the year just beginning will, from present indica- 
tions, be fraught with many,many problems that must be met 
and solved. There is no other place where a merchant can 
gain so much advance information or get so many good ideas 
as to the safe conduct of his business as at a convention of 
this sort where every man lays his cards on the table face 
up: and bares his heart to his fellow merchant. 


You Cannot Afford to Miss Convention 


A merchant who traveled many miles to attend the 
National Convention at St. Louis said to a friend whom he 
met in the hotel lobby, “I hesitated about coming here; felt 
it was a question of whether I could afford to spare the time 
and money but it is the best money I have spent in a long 
time. I wouldn’t take a thousand dollars for what I have 
learned.” 

No Oklahoma merchant can afford not to attend the state 


convention. 





Death of R. E. Dildihe 


The ‘Recorder’ notes with sorrow the passing away of a 
close friend, R. E. Dildine. : 

For the past three years Mr. Dildine had been connected 
with Ames, Holden and McCready, Ltd., of Montreal, as 
general-manager of that concern. Mr. Dildine had wide 
experience in the shoe manufacturing business and was 
formerly sales-manager of the Endicott-Johnson Company, 
Endicott, New York. 





BOOT AND SHOE RECORDER 











= =): 


CEU RPORETCCEEAE EOE DEOREREEAY 


SHOES 


1the 


BROOKLYN MADE 
TURNS AND WELTS 


Dr. Adler’s Shoes for 
Misses and Children 


Shoes That Sell 


They will build your 
children’s department 
into the best profit 
maker of your store. 
See them before plac- 
ing your spring orders. 
We will send samples 
of these stock lines— 
ship your order as 
soon as received 

—and give a 

March 1 dating. 


———— = es 
—— a a a a a a ae aes 


Tan Calf, 
. Pony Cut, — 


3.75 
Also in Havana brown kid. 


Over 300 Styles-- 
IN STOCK 


Once Dr. Ad- 
ler’s Hy grade 
Shoes are in 
your stock, you 
are a perma- 
nent, satisfied 
customer. See 
samples, or 
have a_ sales- 
"is man call. 


Same in gun metal, black vici 
and white nubuck. 


Write for Illustrated Catalogue 


Hygrade Shoe Works 


145 Duane Street - - - New York 
Factory: 2963-81 ATLANTIC AVE., BROOKLYN 
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1919 Directory of 


Shoe Manufacturers 


ge Mee ee ie 


Directo. 


eat 


| 
J 
—7~ na 
“The R Book” I 
— Ly 4 | 
———————— : 


The 16th original edition will contain all the improved 
features of previous editions, thoroughly and carefully 
revised to date. - 
More important changes have occurred during the past 
year than ever before. Many new firms, changes in 
addresses, changes in lines of production, etc. 
Remember this is the only Directory giving complete 
description of product, output in plain figures and con- 
taining the names of mine § manufacturers—no jobbers 
included. 


Vest Pocket Size, Price $2.00, postpaid 





American Shoemaking Publishing Co. 
Successors to Rogers & Atwood Pub. Co. 
683 ATLANTIC AVENUE - - BOSTON, MASS. 





ACCURATE - COMPLETE - HANDY 
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H.H. Freeland | 


Established 1896 
MANUFACTURER 
for the retail trade 
INFANTS’ 
Snappy Flexible 

TURNS 


Top grade Soft Soles 


Rochester,!N. Y. 











Children’s Turn Shoes 
Exclusively for Jobbers 





JOBBERS 
You Need Them 


Write for samples of our No. 10 
Infants’ and .Children’s Turns 
—cheap. 


Desbrow Shoe Ca, ag 


Rochester 











F. S. Elam Shoe Co., 


Incorporated 


Manufacturers for 
Jobbers Only 


Infants’ First-Step Shoes 
Rochester B.. ie 
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Quality of Soft Sole 
Shoes for the Baby 


Samples will be 
gladly submitted 
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“The Shoes That Fit” 
Desbrow Shoe Co., Inc. 


15 Caledonia Ave., Bacthesten, N.Y. 


BOSTON: 212 Essex St. C. H. Daniels 
CHICAGO: 19 So. Wells St. 
BH. Wendt 
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Levinson Shoe Mfg. Co., Inc. 


Children’s Turns and Welts 
for Jobbers Exclusively 


jangan Comirea'e Bee 
Factory in N. Y. State 


ROCHESTER, N. Y. 





HOME-OF-INFANTS-FINE: SHOES 
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—— [IMPORTANT — 


A happy understanding has been arrived at for “STYLE SHOES” 
for the Fall Season of 1919, which STABILIZES the “STYLE 
SHOES?” for that period, and in the spirit of INTERLOCKING- 
CO-OPERATION, “at the proper moment,” we will, in our country- 
wide Publicity Campaign, recommend shoes made of: 





MEE VB PAT OTE 


Qualitas Patent Leather 

















“F, B. & C.”’ Kid, No. 98 

“F, B. & C.”’ Kid, No. 88 1 

“F. B. & C.”’ Kid, No. 74 © 

“F, B. & C.”” Kid, No. 24 @gagn KA CRst 
“F, B. & C.”’ Kid, No. 26 REGISTERED TRADE MARK 

“F, B. & C.”’ Bronze Kid Golden Brown Kid 
“F, B. & C.”’ Black Kid Color No. 21 





In accordance with the ideas expressed at the St. Louis National Shoe 
Retailers’ Convention by the President of F. Blumenthal Company, 
we sincerely trust that ALL publicity will be conducted on Interlocking- 
Co-operative lines, and thereby give the stability to the trade in each 
season so keenly desired by all parties interested. 


The enactment of the New Plan of Interlocking-Co-operation 
in publicity retains the “STYLE SHOE” as the foremost 


factor! 


Fashion Publicity Company of New York 


acting for and in behalf of 


F. BLUMENTHAL COMPANY 


WILMINGTON, DELAWARE 





“The largest manufacturers in the eae of Glazed Kid and 


ifs at of high class raw material.” 


‘Also Manufacturers of Patent Leathers and Side Leathers ’”’ 


the largest consumers in the 






























Jan. 25, 1919 


= EEL A i ; 
_ all 


Manufacturi 


Samples of new shoes for Easter are 
being made. Easter comes April 20 
this year. A little late, some may think! 
Five or six weeks are needed to make 
welts, and three or four weeks are 
needed to make McKays in Lynn shops. 
So late orders for Easter shoes can be 
filed by a number of manufacturers. 
White footwear, both boots and oxfords, 
look good for Easter. 

Some talk there is of a shortage of 
fine black shoes. A sharp advance in 
the price of fine black and colored kid 
leathers is reported. Scarcity of raw 
skins caused it. Imports of them have 
not been resumed strongly. So if there 
is any unusual demand for shoes of fine 
black kid leather, and some buyers say 
there is, then the shortage in the supply 
of black shoes is to be expected. 


Good Sellers for Fall 


Button boots are talked about for 
Fall, and some manufacturers are show- 
ing samples of them. A leather sales- 
man says that field mouse brown, grey 
kid leather, is his best seller among the 
colored leathers for Fall. So it looks as 
if grey were coming back. Also, more 
interest is there in patent leather. 
Brown is good. 

Regulations prevail all the while, of 
course. Lasts and patterns show few 
changes. The tendency is towards 
higher heels. Toes continue slim. 
Shanks are getting more ribbon like, 
and that is a sign of finer shoemaking. 

One firm is featuring welts and Mc- 
Kays. Another firm is featuring 
McKays and welts. Time was when 
the welt was considered superior to the 
McKay shoes. But the McKay has 
been graded up. Evidently, some firms 
now class their best McKays with their 
welts. The output of turn footwear is 
certainly on the increase in Lynn, par- 
ticularly the classy style turn boots. 


Readjustment of Merchandising 


Merchandising methods are going 
through their period of readjustment. 


News in Shoe Markets 
and Merchandising, 
ments im America’s Shoe Centers 


MOM OO OO 


One group of manufacturers is selling 
to wholesalers and big retailers who buy 
six months in advance. Another group 
is selling to retailers who buy close to 
the market, keeping six or eight weeks 
ahead of it. Whether stock depart- 
ments will be restored to a pre-war basis 
is still a problem. The salesman, the 
advance agent of publicity, is getting 
back on the job, and that is one of the 
most encouraging signs of the times. 


Venus Outclassed 


Some samples of beautiful white boots 
were completed at P. J. Harney Shoe 
Company factory last week. They are 
for Cammeyer, noted New York mer- 
chant, and are for the Easter trade. As 
handsome as a piece of carved marble 
are these boots, not the ordinary marble, 
the same as they use for building ordi- 
nary post offices, but the beautiful 
white marble, the same as they use for 
carving the statue of Venus. And when 
it comes to shape, by the way, Venus 
has nothing on these beautiful boots. 


‘*“What D’ You Mean?”’’ 


“We are going to make novelties to 
beat H——”’ exclaimed a salesman for 
a noted Lynn firm. 

“You mean you are going to make 
novelties to raise H——,” replied the 
visiting buyer. : 

“No,” sharply replied the salesman. 
“We are going to make novelties to the 
maximum. They’re the stuff that will 
drive dull trade away.” 

“And they are the stuff that will 
bring dull care to us buyers.” 


Playing Up Button Boots 

Allen, Foster, Bridgeo are playing 
up button boots strongly. They have 
button boots with vamps of patent, 
black, brown, and grey leather, and 
white leather, and tops of black, brown, 
grey and white leather, and fabrics, 
some tops matching vamps and some 
making delicate contrasts. Napo- 
leon, as well as_ straight, is the 
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style of the cut of the top. The 
buttons are of the fancy variety, of 
course. Nothing plain and common- 
place gets into the Allen, Foster, 
Bridgeo line. Button boots, classy in 
design, and excellently made, are going 
to put pep into Fall trade. So say 
Allen, Foster, Bridgeo, specialists in 
putting-pep-into-trade. 


A Difference in Buying 


There’s a difference in buying by 
Lynn shoe manufacturers and it is 
worth a moment’s consideration by men 
who buy shoes. 

Once upon a time, Lynn manufac- 
turers used to shop around, and when 
they found a lot of leather that looked 
cheap, they would pounce upon it. 
Express wagons couldn’t get it to their 
shops quick enough, and cutters couldn’t 
cut it up fast enough to suit them. It 
was zipped into shoes in jig time, and 
the shoes sold in triple time. 

But no more is it so. The Lynn 
manufacturer looks around for some- 
thing better in leather. If he cannot 
find it readily, he offers a premium for 
it. That usually gets it. Then he 
makes the superior leather into superior 
shoes in a superior manner. 

Always are there superior buyers seek- 
ing superior shoes. So the change in 
method by Lynn manufacturers is a 
benefit all around. 


Concerning Kid Leather 


Seventy per cent of the shoes made in . 
Lynn this year will be of kid leather. 
It will be black, brown, and grey kid 
leather. 

Ninety per cent of the kid leather 
made in this country is made of skins 
from India. Such skins are now few, 
because imports of them were inter- 
rupted by the war. 

Thomas A. Kelley, Lynn tanner, who 
made kid leather for 6,200,000 pairs of 
shoes last year, says that some skins 
are beginning to come from India, but 
that supplies of them will probably not 
be of any size for five or six months. 
Then it will take from 45 to 60 days to 
make the skins into leather. So it will 
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Pete. 


P. J. Harney Shoe Co. 


Factory, Lynn, Mass. 


Boston Office 
183 Essex Street 
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veneers Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Av., St. Louis, Mo. 











The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 















1508 WASHINGTON AVE. 
St. Louis.Ma 


Novelties in Stock 
For At Once Shipment 








The Easiest Selling House Shoes 


Welts 
and 
Turns 


Lane Brothers Co. a.:0:582 ave. Boston 


W.C. Cushman & Co. 


FLOOR JOB SPECIALTIES 


In Women’s Welts and McKays 
When in Town Call on Us at 


403 Albany Bid., Boston 


New York Office, Duane St., Room 32 














The Line of 100 Styles 
ef Comfort joes 





and Me. and Warm 

Lined — Men's Suppers. 

TIMSON BROS,, Ine, 
Bo » Mase. 








Americas foremost 
FELT SLIPPER 
Lit ne 


${BLIM SHE MEG C> 
Danville. N-Y. 
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be next Fall before the supply of kid 
leather begins to return to normal 

In kid leather, as in most everything 
else, the demand is for the finer selec- 
tions, and these are always few, like 
$75,000 sable coats. 


Creighton’s Men 


Showing the new samples of Creigh- 
ton shoes in Boston market are: F. D. 
Armstrong, Frank N. Terhune, and 
Byron W. Woodbury. 


Sold Shoes to Same Firm for Fifty 
Years 

H. C. Woodbury, of Woodbury Shoe 
Company, Beverly, recollects that 50 
years ago le put his first samples of 
shoes into a grip and started for Boston 
market. Just three pairs he had in 
that grip. He made his way into the 
American house where the shoe buyers 
congregated those days. They looked 
too big and prosperous for him. So he 
kept modestly aside. One buyer asked 
him what he had to sell. He showed 
his three samples. The buyer gave 
just one look at them, and turned away. 
Mr. Woodbury turned the other way, 
and. started off, discouraged. The 
buyer called him back. “I'll give youa 
trial order for two cases,”’ said he. 

Mr. Woodbury gratefully accepted 
the order. He made a success of it. 
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It has been followed by order after order 
for a period of 50 years. The buyer 
was Mr. Grinling, of Grinling, Spauld- 
ing Company of Atlanta, Ga. 
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Lynn’s Amb 
Extraordinary 
Bert Blake, of the Watson Shoe Com- 
pany, is with the American pioneer shoe 
expedition, which Everit B. Terhune is 
leading to Europe. He is Lynn’s sole 
ambassador. More Lynners_ should 
have gone. Some wanted to, and may 
go later. However, Blake is the boy 
that makes an Ambassador—in amet 
ordinary. 
Active at Eighty 
George Noyes, treasurer of A. E. 
Little & Co., was eighty on January 15. 
He celebrated by taking a few hours 
away from the office. 


New Firms 


W. H. Murphy, Jr., superintendent 
of the factories of James Phelan & Son, 
is forming a new shoe firm, to make 
women’s shoes. 

Finnerty Bros. are starting a new 
shoe business on Washington Street. 
They will make women’s McKay shoes. 

Mathieu-Quimby Shoe Company was 
recently incorporated, with $50,000 to 
make shoes. Fred J. Mathieu is presi 
dent, and Edgar A. Quimby is treasurer™ 






& outh 


The Central South 


Business since the holidays, has been 
remarkably active with the Louisville 
retail merchants considering the fact that 
only light, quickly passing snows have 
been experienced, no slush and no zero 
weather. Business at the present time 
is a little quiet but better than usual for 
January. Most of the houses are offer- 
ing special sales of some sort and are 
getting a good volume. Holiday busi- 
ness was by far the best ever known, 
there being a greater evidence of ready 
cash and good collections than usual 
and business has held up right along 
since then. There hasn’t been a shadow 
of rubber business so far this year, but 
it is expected to develop as the year 
ages. 


Good Demand for Men’s Shoes 


Throughout the past month there 
has been a very good demand for men’s 
civilian shoes, due to the thousands of 
men that are returning to civilian life. 
Many of these men are returning to 
their homes in Louisville, while others 
are going back to country towns, and 
How- 





ever, many are buying their shoes and 
some other equipment in Louisville 
before leaving, and the men’s stores 
have been handling the best volume of 
business that has been noted since the 
termination of the war. The entire 
First Kentucky Regiment returned from 
France during the first week of January, 
and has been demobolized, this swelling 
the demand. 


Roger Dougherty to Become a 
Benedict 


Announcement was made on Janu- 
ary 5, relative to the engagement of 
Roger Dougherty, of Louisville, to Miss 
Lillian Clegg, of Louisville. Mr. 
Dougherty is manager of the shoe 
store of M. Dougherty, on West Mar- 
ket Street, and Secretary of the Louis- 
ville Retail Shoe Association. The 
wedding will be solemnized on January 
22. Mr. Dougherty expects to be 
away about ten days or two weeks. 


Regarding Colonel Fred Levy 


In connection with an effort to sell 
the Louisville baseball club the name 
of Col. Fred Levy, of Levy Brothers, 
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was mentioned several times in. the 
newspapers, as one of the possible pur- 
chasers, it being rumored that he was 
behind a deal for its purchase. How- 
ever, the Colonel denied the story, and 
the rumors proved untrue when the 
team was sold to ‘Pat’? Knebelkamp, 
of Louisville, during the past week. 
Colonel Levy is interested in a racing 
stable, a big moving picture film ex- 
change, some moving picture houses 
and other things, but to date hasn’t 
gone into baseball. The fact that he 
* recently secured George Biggers, former 
baseball writer for the Louisville Herald 
and Indianapolis Star, for his advertis- 
ing department, was at first taken as 
an omen that he was interested in the 
deal, but it was merely a case of Colonel 
Fred knowing a good man when he saw 
him, and grabbing him. 


Public in Buying Humor 


Every retail merchant of Louisville 
in discussing the holiday business this 
year was found optimistic, and every 
one reported increased sales. The 
volume of special holiday goods, slip- 
pers, etc., carried over, was so small as 
hardly worth figuring. C. E. Brett, 
head of the Stewart Dry Goods Com- 
pany; A. H. Morris, of J. Bacon & 
Sons; Ferrell Burton, of Crutcher & 
Starks; Walter I. Kohn, of Herman 
Straus & Sons; Ben Straus, of Kaiuf- 
man’s; Fred Levy of Levy Brothers; 
Ed Perry, of the Du Rand Perry Com- 
pany, and several others reported big 
increases in holiday business, and a firm 
conviction that fundamental conditions 
were good, and that the 1919 season 
would prove a good one. Big increases 
in sales, a better percentage of cash 
business and general prosperity was 
shown on every side. 


Soldiers Make Good Clerks 


Crutcher & Starks employed a num- 
ber of returning soldiers, who had been 
mustered out of service, during the holi- 
day rush, and have kept as many of 
them on as it could make room for. 
Ferrell Burton, of this company in dis- 
cussing the military clerks said: ‘‘We 
have found that inexperienced soldiers 
learn fast, make fine clerks. They 
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learned to do what they are told to do 
and without arguing the question. 
That is one of the really big things that 
the Government has done. It has dis- 
ciplined many thousands of men, who 
had never been able to recognize 
authority heretofore, and a better class 
of clerks will be found in retail estab- 
lishments and business generally in the 
future as a result.” 


Manager and Clerk Heroes 


A. B. Cooper, who was manager of 


‘the Louisville Hanover store, when the 


war broke out, and who enlisted in the 
service, and became a lieutenant, going 
up from the ranks, has recently been 
mustered out, and has been helping out 
Manager Freddy Grauel, at the Han- 
over store. However, he expects to go 
to Chicago, and has plans for entering 
the advertising field. A number of shoe 
clerks who have been in service are 
back in the stores again, while there are 
still a number who are in France. 
W. J. Cobb, former manager of the 
Regal store in Louisville is in France, 
and his former assistant, Tom Violet, is 
reported to be in Belgium. 


Bank Opened in Retail District 


Retail merchants around Fourth and 
Walnut Street, where a number have 
located during the past five years, are 
much pleased with a recent announce- 
ment relative to the Citizen’s Savings 


’ Bank, organized by directors of the Citi- 


zens’ Union National Bank, a 
$5,000,000 bank, having- establishéd 
the new $200,000 savings bank in the 
retail district. This bank when it 
opens will cater especially to the re- 
tailers and individual accounts. It will 
stay open during business hours, and 
supply change, etc., for retail merchants, 
and reduce the volume of check cashing 
which at present has to be handled by 
retail merchants and hotels after the 
banks close. Several retailers are of 
the opinion that such.a bank will fill a 
long felt want. There isn’t another 
bank in the retail district, or within 
several blocks of Fourth and Walnut, 
which is the principal hub of the city 
at the present time, as the big banks 
are all in the financial section. 


San Francisco 


A very prosperous year has been the 
lot of San Francisco merchants. The 
boot and shoe men unanimously agree 
that 1918 was the best year in the his- 
tory of the shoe business, and everyone 
is looking forward to the same kind of 
a year, if not better, in 1919. As 


R. H. Hibberd of the Regal Shoe Com- 
pany says: “California and San Fran- 
cisco are prosperous beyond precedent 
—so why not?’”’ The Christmas season 
was one of remarkable sales volume, and 
the business future of California is con- 
sidered very bright, as practically every- 
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one is reaping the benefits of a year’s 
extraordinary profits. Although prices 
have risen steadily and give evidence of 
going still higher, no one has com- 
plained, and buyers have been exceed- 
ingly liberal in their views throughout 
the past year. ‘‘No manufacturer ob- 
jects to high labor costs, so long as the 
buying public is satisfied to pay higher 
prices for manufactured goods,” stated 
E. H. Wiel, of Buckingham & Hecht. 


Situation in Retail Trade 


Max Sommer, of Sommer & Kauf- 
mann gave the following statement in 
regard to the shoe situation here in San 
Francisco: ‘As far as we are concerned, 
we had the biggest month on record in 
December, and 1918 ‘has been our big- 
gest and best year. I do not look for 
any change in prices for at least six 
months. We are now selling goods 
which were manufactured several months 
ago and the cost of labor and materials 
is certainly not declining.” 

I. A. Rosenthal, president of Rosen- 
thal’s, Inc., states that they have closed 
a gratifying business year, during which 
over $10,000 has been distributed among 
their employees in bonuses. 

‘Business has been so good,”’ says A. 
Katschinski, of the Philadelphia Shoe 
Company, “that we have decided to 
open another store in Oakland. The 
day on which we celebrated the thirty- 
eighth anniversary of the house, the 
sales were the largest on _ record. 
Everything points to a big year in 1919, 
and the high prices don’t seem to bother 
our customers a bit.” 


California Third in Leather 
Production 


in order to boost the leather industry 
in California, members of the trade ad- 
dressed the Home Industry League of 
California at a luncheon given on the 
9th of January at the Palace Hotel in 
San Francisco. There is a vast amount 
of leather tanned in this state; in fact, 
shoe authorities say that California is 
third in the production of leather, and 
a superior quality of boots and shoes 
are manufactured here. What the re- 
tailers can do to make use of the quan- 
tity of leather tanned in this state was 
the subject under discussion at the 
luncheon. Samples of locally made 


‘ boots and shoes were on exhibition and 


new ideas on this most important in- 


' dustry were given the members of the 


League. Max Sommers was the ehair- 
man of the day. Five-minute talks 
were given by Eli Weil, W. H. 
McCarthy and W.L. Hyman, who spoke 
for the manufacturers; the dealers were 
represented by A. Katchinski, Frank 
Werner and I. L. Rosenthal. 
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Men and Events 


Albert A. Rozier, shoe dealer of 
Fresno, California, left immediately 
after the first of the year for St. Louis, 
where he attended the National Shoe 
Retailers’ Association Convention there. 
He will go to New York on business 
before returning to Fresno. 

R. H. Hibberd, of the Regal Shoe 
Company has just returned to San 
Francisco from a northern trip. While 
there he put T. Exum in charge of the 
Tacoma, Wash. store in place of L. P. 
Furlong, who resigned recently. Mr. 
Hibberd said that business was splen- 
did all along the Coast, and their Port- 
land store which was opened in Sep- 
tember of last year is doing wonderfully 
well. He says that high tan shoes are 
going finely at present and that tan 
leather in all models is the favorite. 
This company has received its first 
order of Spring goods, which will be 
placed on display as soon as the semi- 
annual sales are over. 

J. C. Godwin, representative of 
J. & T. Cousins, was in San Francisco 
recently, leaving for the East last week. 

Paul Tieburg, owner of the Royal 
Shoe Company is in San Francisco after 
spending about a month at the Royal 
store in Seattle, Wash. His report on 
business in the North is exceedingly 
optimistic. He is contemplating an en- 
largement of the Seattle shop in view 
of the amount of business looked for in 
1919. J. L. Zingelmann, manager of 
the Royal stores, states that the two 
San Francisco stores and the other 
two in Oakland have closed a tremen- 
dous season, and the outlook for the 
new year is just as good. 


More News of Retail Merchants 


Fred W. Gerlach, Proprietor of Ger- 
lach’s, who only recently moved to 
larger quarters at 543 Market Street, 
finds it necessary to arrange additional 
space in his store and improvements are 
under way at the present time. The 
change will give him more room for 
stock. He expects to add another sales- 
man to his force soon. 

A. B. Wilson, Shoe merchant of Por- 
terville, Cal. registered at the Hotel 
Turpin over the holidays. Other 
dealers who were in San Francisco 
earlier in the month were F. A. Mont- 
gomery of Santa Rosa, and P. H. 
Fithian of Portland, Oregon. 

The Starr Shoe Company was re- 
cently incorporated at San Francisco 
with a capital stock of $10,000. Mem- 
bers of the corporation are, C. G. Dall, 
Clarence A. DeLancy and A. M. 
Watkins. 

Newman-Magnin & Co., of San Fran- 
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eisco are holding a retiring sale in all 
departments, which includes closing out 
their entire stock of shoes. 

Bagley’s Bootery, of Fresno, Cal., is 


BOOT AND SHOE RECORDER 


conducting a removal sale at a tem- 
porary location at 2019 Tulare Street, 
preparatory to moving into new quar- 
ters at 918 J Street. 


Chicago 


Business Continuing Good 


The impetus gathered by the shoe 
stores during the holiday season is hold- 
ing surprisingly. The volume of trade 
is ahead of this time last year, but as 
that comparison is based on the present 
fine weather that Chicago is having 
with a time of blizzard blockades it 
does not give a fair idea of the extent of 
1919 activity. which many shoe mer- 
chants report is the greatest they have 
ever known. Quality shoes still remain 
in popular demand, peace times seeming 
to have no reaction on the call for better 
grades of merchandise. 


Sales Continue 


Clearance sales, inaugurated with the 
beginning of 1919, are still in progress 
and shoes for men, women and children 
of all styles and varieties are being 
advertised and displayed, with promi- 
nent reference given to the special 
prices. These sales are proving a big 
factor in stimulating the good business 
that is being enjoyed by all merchants, 
both in the downtown and outlying 
shopping sections. 


Low Shoes Selling in Big Volume 


This week marked a resumption of 
the call for oxfords and pumps, in even 
a larger degree than ever before during 
this season. Black satin, black suede 
and black kid were the leading colors, 
according to general opinion, while 
patent and brown kid were next in line 
of popularity. 


Resolution in Support of N.S. R. A. 
1920 Convention 

The following resolution was unani- 
mously adopted by the Chicago Shoe 
Retailers’ Association at the regular 
meeting January thirteenth: 

Whereas the Chicago Shoe Retailers’ 
Association, at its meeting January 
second, voted to contend for the 1920 
convention of the National Shoe Re- 
tailers’ Association, and 

Whereas it was deemed advisable by 
the majority of the directors of the 
National Association that the next 
annual convention of the said associa- 
tion be- held in the city of Boston; 
therefore be it 

Resolved that we, the members of the 


Chicago Shoe Retailers’ Association do 
hereby pledge our most hearty support 
to, and co-operation with, the newly 
elected officers of the National Shoe 
Retailers’ Association and the com- 
mittees of Boston Retail Shoe Mer- 
chants who. will have in charge the 
arrangement and management of the 
1920 convention to the end that the 
forthcoming convention shall be bigger 
and better than any that has hereto- 
fore been held. Be it further: 


Resolved that a copy of this resolution 
be sent, respectively, to A. H. Geuting, 
president of the National Shoe Re- 
tailers’ Association; to Hollis B. Scates, 
president of the Massachusetts Retail 
Shoe Dealers’ Association, and to the 
shoe trade journals. 


Wholesale Conditions Improving 


Wholesale orders are not quite up to 
the level of this time last year, but buy- 
ing for immediate needs is very good, 
reflecting the combined effect of the 
withholding of orders since the armistice 
was signed and the steady outward 
movement of stocks. Out of town mer- 
chants, done with the burden of in- 
ventory, are coming into the Chicago 
market in considerable numbers and the 
manner in which they are buying d4ugurs 
well for Spring trade. 


Erion Brothers Visit Chicago 


W. C. Erion and A. W. Erion, of F. 
Erion & Co., one of the large depart- 
ment stores of Buffalo, N. Y., were 
visitors this week to the Chicago 
market. 

Salesmen Out 


Practically all of the wholesale houses 
have sent their salesmen out in their 
respective territories this week. Many 
of the salesmen’s trunks include new 
styles of low and high footwear that is 
meeting with interest by the retail shoe 
trade. 


Charles H. Schwab, Retired Shoe 
Manufacturer, Dies 


Charles H. Schwab, 83 years old, 
died recently at his home, 3301 Michi- 
gan Avenue. Mr. Schwab had retired 
from business for many years, but was 
formerly a member of the firm of Selz, 
Schwab & Co., shoe manufacturers. 
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He was city controller under the elder 
Carter H. Harrison, in 1886, and during 
the world’s fair was vice-president of the 
local directory, and with H. N. Higgin- 
botham was one of the directing heads 
of the exposition. 
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Mr. Schwab was born in Mulhousen> 
Alsace, and came to Chicago sixty-four 
years ago. He is survived by his widow, 
three sons, Henry C., Alfred C., and 
Jerome C., and a daughter, Mrs. 
Charlotte Foreman. 


North West 


A majority of the retail shoe firms of 
this city are enlivening business at pres- 
ent by conducting their regular Winter 
clearance sale of shoes. 
here, in spite of handicaps placed on 
their business during the war, report 
that the year just closed was a very 
good one. The outlook for 1919 is still 
brighter. Each day sees young men 
returning to their homes in Denver 
from war service and this means 
additional sales of men’s shoes. 


Pioneer Denver Shoe Man Dies 


A recent death in this city was the 
passing of one of Denver’s pioneer shoe 
men—Andrew A. Lundquist. Death 
was caused by double pneumonia. He 
was a native of Sweden, in which 
country he was born forty-seven years 
ago. He came to America at the age 
of seventeen, first settling in Chicago, 
where he learned the shoe business. 
Twenty-six years ago he came to Den- 
ver and established a shoe business at 
249 Broadway, which he was conducting 
at the time of his death. He is survived 
by his widow, two daughters, four 
brothers and one sister. 


Shoes Cannot be Exchanged after 
One Day 


With each pair of women’s footwear 
that goes out from Denver shoe stores 
goes an announcement that reads as 
follows, “‘First—Shoes that have been 
purchased or taken from the store on 
approval will not be accepted for credit 
or exchange unless returned on the first 
business day following delivery. Second 
—Patent leather shoes, fabric shoes and 
wooden heels are not guaranteed, and 
no concession can be made thereon. 
Third—Merchandise which has been 
altered, or shoes upon which toe or heel 
plates have been attached or buttons 
reset, will not be accepted for credit or 
exchange.” 


Shoe Dealers Aid Charity 


A campaign was conducted in this 
city last week to raise $115,000 for the 
federated charity organization of Den- 
ver. Among the retail shoe concerns 
that helped the cause along were the 
Fontius Shoe company and the Broad- 


The dealers . 





hurst-Young Shoe Company. The J. P. 
Dunn Shoe and Leather Company, 
wholesalers, also aided. 


Idaho May Enter Mountain States 
Shoe Retailers’ Association 

In all probability the state of Idaho 
will soon enter the fold of the Mountain 
States Shoe Retailers’ Association, 
which at this time embraces the States 
of Wyoming, Colorado, Utah, Arizona 
and New Mexico. It is stated that the 
dealers of Idaho want to come in and 
the association is perfectly willing to 
have them. Therefore, it is only a 
matter of getting together on the propo- 
sition. The association is growing 
rapidly and each week sees a nice list of 
néw members added. The shoe dealers 
in this part of the country are seeing 
more clearly each day that great good 
can come from co-operation and they 
are strong for it. 


Ralph Broadhurst Returns from 
Camp 

Ralph Broadhurst, of the Broad- 
hurst-Young Shoe Company this city, 
recently returned to Denver from 
Camp Logan, Texas. He enlisted in 
the ordnance department from Denver 
and after being outfitted at Fort Logan 
was sent to Camp Hancock, Ga. After 
several months of service there he was 
transferred to Camp Logan where he 
was made chief clerk of the Ordnance 
Department. He is a son of Mr. 
Broadhurst, a member of the firm— 
Broadhurst- Young Shoe Company. 


Shoe Men Elect Members’ Council 


The elections of the officers of the 
seventy-eight trade and occupational 
groups of the Denver Civic and Com- 
mercial Association is now under way. 
The three officers of each group will 
constitute the group’s representatives 
in the members’ council of the associa- 
tion for 1919. The officers of the boot 
and shoe group are R. C. Hearne, 
manager of the shoe department of the 
Daniels & Fishers Stores Company, 
chairman; Robert H. Johnson, of the 
Regent Store, vice-chairman; and A, E. 
Parsons, manager of the shoe depart- 
ment of the Joslin Dry Goods Com- 
pany, secretary. 
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Cincinnati 


The shoe retailers of this city express 
much satisfaction over the active trad- 
ing conditions that have prevailed since 
the first of the year. The volume of 
business done during January has ex- 
ceeded that of a year ago in every in- 
stance, after even taking into considera- 
tion the adverse conditions of January, 
1918, when fuelless days were in vogue. 
The weather here has been generally 
favorable for the movement of winter 
footwear. This, coupled with the at- 
tractive prices for staple goods offered 
in the January sales, has created a 
demand which indicates that both men 
and women have not satisfied entirely 
their wants in footwear for the re- 
mainder of the winter months. Brown 
kids, black and brown glazed kids, 
patent leathers and dulls are among the 
best sellers in the ladies lines. The 
men here are buying virtually nothing 
but dark browns—cordovans in the 
higher priced shoes and calfs in the 
medium priced lines. Some blacks are 
being sold, but browns occupy the first 
place. 

Sales by Degrees 


One of Cincinnati’s big retail mer- 
chants presents the idea of conducting 
sales by degrees. For instance, Sales, 
Clearance Sales, Cut-Rate Sales and 
Clean-up Sales. This retail merchant 
believes in working off certain undesir- 
able portions of stock through various 
kinds of sales. He starts off by simply 
advertising his “January Sale,” and 
uses it only for the purpose of: ridding 
his stock of odd sizes and possibly a few 
odd lots. Next he puts on his ‘“‘Clear- 
ance Sale,” which as a merchandising 
agent stands out a bit stronger in the 
public eye than his January sale. 
In this sale he offers, with the aid of 
good forceful advertising, merchandise 
consisting of odd lots and discontinued 
lines at a greater sacrifice than in his 
first sale. Next he introduces a more 
forceful kind of sale—a clean-up or a 
cut-price sale—holds it just for a short 
time. This gives him the chance to 
comb his stock clean of the goods he 
does not wish to carry over, and makes 
room on his shelves for the incoming 
lines for the new season. The method 
when carried out carefully, and is sup- 
ported by persistent advertising, has 
proved very successful on the part of 
this Cincinnati merchant. 


Shoe and Leather Club Nominates 
Officers 
The nominating committee selected 


at the last meeting of the Shoe and 
Leather Club, held the first week in 


January, has named candidates on the 
Blue and Red Tickets to hold the offices 
for the current year. And until the 
election comes off on February 1, the 
members of the club will be playing 
heavily in the realms of politics. Those 


‘named on the Red ticket are: George 


Mugavin, president; Louis J. Homan, 
Jr., vice-president; F. George Mohr, 
secretary; Joseph R. Schuler, treasurer; 


P. M. Connor and L. A. Holters, gov- ; 


ernors for two and one years respec- 
tively. Those named on the Blue 
Ticket are: Owen A. Hearney, presi- 
dent; Ernest H. Hoinke, vice-president; 
F. George Mohr, Rudy Schuler, treas- 
urer; Sol Berger and A. A. Feltrup, 
governors for two and one years respéc- 
tively. 


A Membership Campaign 


Harry McLaughlin, president of the 
Ohio Retail Shoe Dealers’ Association, 
announced this week that Secretary 
Henry Hageman and he will launch a 
vigorous campaign for new members 
within the near future, this being one 
step in paving the way for a big and 
successful convention in Columbus nex* 
March. Never before has the associa- 
tion spirit among retail merchants been 
so dominant, and President McLaughlin 


. expresses the feeling that the next Ohio 


State Convention will be the biggest in 
the history of the association. 


On Foreign Trade Mission 


W. S. McKenzie, president of the 
Helming-McKenzie Company, left last 
Wednesday for New York where he 
joined the party of shoe men who sailed 
for Europe in the “Boot and Shoe Re- 
corder” party the latter part of the 
week. These shoe manufacturers will 
study the conditions abroad and deter- 
mine to what extent American made 
footwear will be in demand. 


G. R. VanMeter Resigns 


G. R. VanMeter, well known man- 
ager of the Gibson Boot Shop, resigned 
his position this week after having spent 
many years in men’s high grade shoe 
business. Mr. VanMeter has a host 
of friends both among the shoe trade 
and the buying public, and much con- 
cern over his departure from the shoe 
business is being shown. Wm. C. 
Seekatz, a man of years of experience 
in the men’s shoe game has become the 
successor of Mr. VanMeter. Mr. See- 
katz was associated with the Florsheim 
Shoe Company for twelve years, having 
severed his relations with that comp- 
pany as manager of their local store six 
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J.& B. SALES CO. 
470 Park Ave. 
Worcester - Masse. 











“UP TO THE MINUTE” 


Slipper Bows, 
Ornaments, Buckles, etc. 


D. T. DUDLEY & CO. 
66 Washington St. Haverhill, Mase. 








PROMPT DELIVERY 
Tip-Tite 
Lagat 


IN ALL COLORS AND LENGTHS 
Send for Samples and Prices 








Gordon — Co. Providence, It. 1, 


Providence, seneesensenas, 





UNIV SITY 
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& MAKERS OF FINE PRINT. \ 
Steet mee tecaorenes_j 


CAMBRIDGE.MASS 








Insoles of all kinds 


Made by the House that 
makes good on deliveries 


Our brand ts in demané 


Order from your Jobber. 























SALES LETTERS 


( " MULTIGRAPHED-- 
FILLED IN--SIGNED-- 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 
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Where to Buy 


MEN’S SHOES 


Z.\ Men’s Welts 


jl—<r UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


Factery Salesroom 
Abeve'the hark Breckton New York, N. ¥. 


Where to Buy 


Men’s, Women’s and Children’s Shoes 
ELIAS BERLOW 


Selling Agent 
*““FISKE’—MEN’S SHOES 
** ASBORN”’ CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 









































li6 Duane” *STREET, New Yorn. 


HENRY LILLY CO. 
88-90 Reade Street - New York 
The Only Exclusive 
Shoe Auction House 
Trade te ke Wednesday 


| Shoe Polishes | Polishes | | 




















The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 




















for 


Catalog | 
The C. F. Streit Mfg. Co. / 


1047 Kenner St., Cincinnati, 0, 














months ago. Mr. VanMeter has not 
made known his intentions regarding 
his future relation with the shoe business. 


Cincinnati Notes 

W. E. Ellison, manager of the ladies’ 
department of the Mabley & Carew 
Co., and Charles Hardebeck, manager 
of the Walk-Over Company, were among 
the retail merchants of this city who 
returned this week from New York and 
Boston on a buying trip. 

The Sam B. Wolf Shoe Company com- 
pleted ‘its last order ‘with the Govern- 
ment for leggins, the latter part of 
December. The space in their factory 
which was turned over to the work of 
producing these leggins, has been con- 
verted again into one of the departments 
necessary in the manufacture of ladies’ 
shoes. 
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A glance into the factory of the P. 
Sullivan Shoe Company will confirm 
the statement made by William Sulli- 
van, an official of the company, that 
they are running one hundred per 
cent strong. The installation of new 
machinery in many of their departments 
has in a measure enabled the Sullivan 
factory to meet the demand for their 


‘footwear. 


James P. Orr, president of the Potter 
Shoe Company, and John G. Holters, 
president of The Holters Company, 
were selected this week as members of 
the Board of Governors of the Queen 
City, Club, Cincinnati’s oldest and 
strongest social organization. 

Mr. Wise, president of the Wise, 
Shaw & Feder Co., has been in the East 
during the past week studying condi- 
tions and prospects for the next season. 


Philadelphia 


Retail Business Quiet 
It would not be quite right, perhaps, 
to say that there had been no Winter up 
until the middle of January, in view of 
the fact that some of the local papers 
showed skating scenes, but there surely 
has not been the kind of Winter weather 
that would bring about any heavy sale 
of seasonable footwear or rubbers. As 
a consequence, retail business. has been 
running along in normal lines but with- 
out any pronounced activity. Under 
ordinary conditions, this might have 
meant some nervousness on the part of 
the retail trade and a tendency to cut 
prices, but such has not been the 

experience of the present season. 


Clearance Sales Order of Day 

The stores in the central retail dis- 
trict that have made a practice of Janu- 
ary clearance sales have announced 
these and they are being carried on. 


There is no unusual cutting of prices on ~ 


the part of the trade generally and it is 
quite evident that the retail men feel 
that merchandise which has been held 
on the shelves because of lack of suit- 
able weather to move it is as valuable 
now as it ever has been. | 


Ample Stock on Hand 

In view of the foregoing, it is evident 
that while the present business situation 
offers no unusual activities upon which 
to comment, there is non -the less a very 
fair steady flow of day to day business. 
The retail trade is in excellent position 
to take care of this and there is ample 
stock on hand to meet the requirements. 
In women’s goods the demand continues 
to be most pronounced for dark brown 


stocks and for black leathers with some 
call for combinations. The sale of low 
shoes, which has been somewhat heavier 
all through the season than is usual in 
Winter, still continues to maintain this 
increase. As the demand for spats is 
active also, it is presumed that the latter 
are to be worn in connection with the 
low cut goods being sold. 

Business in men’s lines shows a nor- 
mal degree of activity and here the 
dark brown stocks are in the greatest 
evidence. 


Fall Style Probabilities 


Planning for the Fall sample line o 
1919 and getting suggested designs into 
work is taking up a good deal of the 
attention of the people of Ziegler Broth- 
ers’ factory at this time. In speaking 
generally of what will be the probable 
tendencies of next Fall, one of the people 
of the house said that they will show the 
bulk of their lace boots in 8%-inch 
height, and 8-inch in button for which 
they are looking for a larger demand 
than existed recently, Dark brown will 
continue to be the leading color they 
feel, although new shades and additional 
dark colors will be added. 


Demand for Combinations 


They are anticipating a rather strong 
demand for combinations in buck and 
also in cloth for topping and a great 
many wide heels will be used in the line 
running from 16 to 18-8. All of which 
would indicate that they are looking 
generally to a return of high style foot- 
wear in the coming Fall business. Tan 
shoes with 12 to 16-8 leather cuban 
heels will also be well represented in the 
line. 











Jan. 25, 1919 















Heavy Single Sole, Goodyear 
41 4 Welt, Soft Tip, made over the 
Munson last, unlined. 
The upper leather is Brown Harvester Calf 
especially tanned to resist barnyard acids and 
withstand almost unlimited abuse. It is soft, 
pliable, tough and resists water. 
This shoe has a sole leather counter and a grain 
sole leather insole. 
Hooks and eyes and stitching match the upper. 
This shoe is built of the same 
456 material and in fact, is the same 
as No. 414 with two exceptions. 
It has two full soles; the middle sole being vis- 


colized chrome; and instead of hooks and eyes 
it has all eyelets. 







——- = The illustration 
ji” shows the slight 
difference between 
the two shoes. 
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Milwaukee, 
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No. 414 at $4.15 


and 


No. 456 at $4.25 


Both Welts in Stock 
for at once Shipment 


WEYENBERG 


Shoes for Service 


Look at this picture; you see a shoe that has made an enviable 
record because it has rendered a service to the wearer. Made 
of Brown Harvester, positively the best leather made for 
resisting barnyard acids and standing the abuse generally 
given a work shoe. Shoes like this our salesmen need not 
sell—it’s an order taking proposition. 
Let your customer look at these shoes—let him handle them 
and he'll buy. And then “it’s up to you” to keep them in 
stock for he’s going to come back for more and his friends : are 
also coming. 
Get your order in now, then when the demand comes, you'll 
be ready. These are “all year” shoes and your stock should 
never be depleted. 
We, of course, make many other shapes and colors of Service 
Shoes, as well as a full line of Dress Shoes for Men and Boys. 

If “The Weyenberg Man” does not reach you as soon as you feel he 


MAIL ORDERS ld, send in your mail order for either of these shoes (you should 
have them both) and we shall give it the same care and attention as if 


you brought it in personally. The shoes are on the floor waiting for you to “say when.” 


Weyenberg Shoe Mfg. Co. 


Wisconsin 






TN 
MILWAUKEE 
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An announcement of paramount importance 
to the entire shoe trade---the linking of two 
sreat factors in the shoe industry that is of 
economic value to all shoe dealers. 


The J. E. Tilt Shoe Co., with a history of thirty years 
devoted to making Men’s and Boys’ Fine Goodyear Welt 


shoes, “BEST THAT MONEY CAN BUY,”’’ is now affil- 

iated with the R. P. Smith & Sons Co. 

Besides the above line of Men’s and Boys’ Welts, the 
J. E. Tilt Shoe Co. are 
also manufacturing 
Women’s Fine Good- 

» | year Welt Street and 

Walking Boots. 


» RP. Smith 
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Established 1859 


E & Sons Co. 
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The Big Modern Factory of the J. E. Tilt Shoe Co. 


The Tilt factory will be operated under its present title, “‘J. E. Tilt Shoe Co.” 


Mr. J. E. Tilt, known the world over for manufacturing shoes of QUALITY, 
or “BEST THAT MONEY CAN BUY,” will remain as President, Superinten- 
dent and General Manager of the J. E. Tilt Shoe Co. and will give his personal 
supervision to all matters of production. 

R. P. Smith & Sons Co., with a history of sixty years experience in the shoe 
world, will supervise the sales of the product of the J. E. Tilt Shoe Co. 


J. E. Tilt Shoe Co. 
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“YOURE NEXT” 


is what we are ready to say to those who have waited. The oppor- 
tunity has now come where we can accept orders from a greater 
number of merchants. At this stage of industrial history nothing 
better could have been planned. 


When Business Booms 


| This Spring be ready to give your customers just what they want. 
Excuses won’t go in peace times and it will be a case of keeping 
| or chasing your trade. Conditions too well known to the up-to- 
date merchant, and too numerous to. explain here, will later on 
| bring a rush of shoe patrons never before experienced. 





















| Expert investigation has satisfied us that the let-up now is temporary. 
We have so much confidence in the prospects that we have chosen 
this particular period to increase our output capacity by 3,000 pairs 
aday. This too, may later be sold up; our former output always was. 


When You Are Ready 


Our salesmen will be glad to call to take factory make-up orders. 
For immediate and rush needs a copy of our catalog will set you 
right. It will pay you to give your trade shoes that combine com- 
fort, quality and style in such singular fashion as to have roused 
the curiosity of numbers of makers as to how we get them to look 
so good. Prices meet the needs of the majority of shoe buyers. 
Now is the time to get in with the line that is made 


UNBRANDED IN BROCKTON 


BY THE 


NEW CATALOG OUR STOCK 
Spring and Summer a DEPARTMENT 
1919 om will 
EShould Reach You Be Complete 
March 1 « About March 1 


HOME OFFICE AND SALESROOMS 
196 CHURCH STREET, NEW YORK CITY 
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95% Re-orders 


TRED-LITE STEPPERS 
Guaranteed 75 Days 


The only shoe that defies 


tearing and wearing out for 
75 days. A guarantee slip 
that goes with every pair 
backs this up. 


This is the fastest selling chil- 
dren s shoe that has been offered 
to dealers in 
many months. 

- PRICES That is why 95% of the merchants whe j i~ 

ids Maeda | order a sample pair come back with ¢ 
793 — 5-8, spring heel...............00 1.75 orders for a complete run of sizes. 


794—i<-11, apring hedl................. 2.00 ; > ‘ 
795—I (Fe2! on * aaa 225  Tred-Lite Steppers offer genuine money-making 


possibilities and big merchandising 





























Dark Brown Blucher ° ae Z 
© NE \atae Sa San eae 1.75 Opportunities for wide awake shoe 
7918-1 “ip Sere ar eee 2.00 dealers. See the low prices at left. 
SRS ak ae an 2 gis ee tee ke hy , 
Black Button splendid construction of these shoes. Y 
806846 11, coring hel 222207272 200 See for yourself why we are =) 
807—1114-2. medium heel............... 225 able to guarantee them for Y 
75 days---and have almost pe Zi, 

ge ee 5 ee hy a" oy 
5098 | Rn enh Lape 2.00 
I sso ctccseannenans 223 ORDER lp FG SG 

All the above numbers In Stock TODAY! 






Ready for Immediate Delivery 


HENR 
208 W.LAKE STI. 
CHICAGO 
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What are they so interested in? 


The. answer will appear in the 
February 8th RECORDER. 


Williams Clark and Company 


183 Essex Street ' Boston, Mass. 
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CLOTH TOP SHOES AND 
THEIR RELATION TO 
NEW CONDITIONS 








@ Styles and colors for the Fall 
and Winter output of 1919 have 
been adopted by both manu- 
facturers and retailers at their 









respective conventions. 


¢ Price levels and general market 





conditions, including the 





pending luxury tax will make 





cloth top shoes just that much 






more desirable from every 





merchandising angle. 







@ As a result, retail merchants 
throughout the country are 






inclined to order a larger per- 
centage of cloth top stock than. 







ever before. 


¢@ That is a significant fact. What 
does it mean to you? 






J. Este dec 


9 Spruce Street 
New York City 
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Fairy 137 











*"sCh Fair 137 Children’s Patent 
Kid Button Wedge eal. fuen. Leather Button, White Nubuck 
Top, Wedge Heel, Turn. 


— heel tip D. 1 to 
3 ees ae ° —4 37—Infant’s no heel ,plain, 5 0 


288—Children’s extension wheel 
e. peers heel, tip, C D. 81-2 





Here are styles salable today, that we ship at once. They are our own factory 
product, right in every detail and proved by years of experience as satisfactory 
to the retail dealer and his customer. 


GRIEB SHOE MFG. CO. 


531 MARKET STREET 
PHILADELPHIA, PA. 
































YOU CANNOT BUY SHOES 
That Will Outwear or Outsell 
Our 


Copper Protected Tip Line 


More Men’s Oxfords 
Needed for Spring, 1919 


The soldier who has been wearing 
boots and leggings will jump to these 


Oxfords next Spring, because the last 
is wider at ball, leather is the best, 
workmanship is strong and values are 
right. 
These shoes will be made up as ordered 
—They are not in stock. 

Oxfords:—Leather lined Quarter, Unlined Vamp, 
a ae Box, KORRY KROME Out-sole, Goodyear 


No. 1129—Chocolate Veal 
No. 1130—Choc. Vanity Calf 


ARE YOU SELLING THEM 2 No. 1131—Choc. Waukegan Calf. . 
C, D or E widths, sizes 6-10 and 7-11. 


DANIEL GLOVER & SON RELIABLE SHOE CO. 


SALEM, MASS. NATICK, MASS. 
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IN STOCK 
UGSrrect Dodg e 


FOR ALL OCCASIONS 
“QUALITY DESIGNS FOR ALL TIMES” 








244—Havana Brown Kid, 6-eyelet Ox- 
Jord, 16-8 Full Louis Heel...... $5.00 
230—Same in Patent Leather. . .$4.00 
243—Fine Glazed Kid Oxford, Full 
a re ee $4.25 


237—Gun Metal Calf 6-Eyelet Oxford, 
Fadl Loetle F000. 5 sap occcteasd $4.25 


i ? 235—Patent Opera, Full Louis Heel, : 
Specialists in Party $3.60 Silver and Gold 
Slippers of All Kinds Pointed Toe, 24-inch Full ouls Pea Party Slippers 






Don't Wait For the Demand--- Be 
Ready For It 


More parties are being held and planned 
now that the boys are home again. 








When you sell Dodge slippers you are giv- 
ing . your customers the smartest, newest 
things and the most careful workmanship. 


. Remember We Are Specialists 


<x Nathan D. Dodge Shoe Co. 
Ps Newburyport, Mass. 


Boston New York Philadelphia Chicago 
183 Essex St. 130 W. 42d St. 600 Denckla Bldg. 20 W. Jackson 
Bush Terminal Bldg. Blvd. 


San Francisco Montgomery 
417 Pacific Bldg. 20 Galena Ave, 
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THESE FINE SHOE FIXTURES 
MAKE BEAUTIFUL DISPLAYS 


Here is the shoe trim that 
made a lasting hit at the 
recent St. Louis Conven- 
tion. Admired by all retail 
merchants and others who 
saw it. Gives any window 
a most attractive and in- 
viting display. 

The complete set includes 
a 36’’x 54” base plateau, 
inlaid parquet effect, 5” 
| high, finished in walnut and 
maple; one plateau table, 
cane top: two 8’, two 12”, 
two 18” and two 24” tilting 
shoe stands, solid walnut 
base and standard; tops in- 
laid with cane, oval shape, 


No. B-700 Untrimmed 
OVAL CANE TOPS 


No. B-750 Untrimmed=> 


New upright fixture that will give 
height to shoes in window. Very 
desirable by stores who want to show 
variety without making window ap- 
pear crowded. Has tilting shelves, 
adjustable at any angle, so that 
proper perspective can be had of 
lowest shelf as well as highest. The 
| shelves are 10” bevel circle. Built 
in 3 sizes—No. 1, two tilting shelves, 
3” high base, 9’ x 14” top, price 
$15.50 each. No. 2, three tilting 
shelves, 6’ high base, 9x 14” 
top, $17.50 each. No. 3, four tilting 
shelves, 9” high base, 9’’x 14” top, 
$19.50 each. You have your choice 
of ivory, walnut, mahogany or 
Frency gray finishes. 


No. B-700 Trimmed. See Description 





8” by 10”, for pairs. This 
complete trim will attrac- 
tively and harmoniously fit 
any 5 to 8 ft. window. 
Shoe dealers from all over 
the country bought this set 
on sight when they saw it 
at the Convention. The 
latest of Polay-Jennings 
creations. Be the first in 
your town to have it and 
you'll draw the best trade. 


PRICE ; 


$79.50 


_ (FOR [COMPLETE 
i. = SET j 





#¢€:-: 


No. B-701 Untrimmed 
OVAL GLASS TOPS 


<@No. B-750 Trimmed 


Note the richness of this arrange- 
ment and how full view of each shoe 
is possible. 


Send for 
Catalog ‘‘B’’ 


‘Shows actual photographs of many 
beautiful windows. Also the full 
line of Polay-Jennings glass, wood 
and combination shoe fixtures—all 
styles, sizes and finishes. Prices 
WRITE TODAY. 


plainly given. 


POLAY-JENNINGS FIXTURE CO., 


Manufacturers of WORLD’S FINEST Window Display Equipment 


1011 BLUE ISLAND AVENUE - 


CHICAGO, ILLINOIS 
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